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A MULTI-PART STUDY COMPLETE IN IT 





Plus Fifteen Other Articles and Departments 

















measure of profit—or loss 





Minutes purchased through payroll—and particularly the higher- 
priced minutes of skilled machinists—are identical in the cost column but not 
always so on the profit and loss sheet. Axelson lathes have been designed 
to give those precious minutes maximum value both in set-up 





and running. In every type of work, Axelson lathes have 
been making man-hours mean more since 1915. If you 
want particulars, just ask us to show you. 





AXELSON MANUFACTURING COMPANY | 
orvision of U. $. INDUSTRIES, INC. | 


6160 S$. BOYLE AVENUE, LOS ANGELES 58, CALIFORNIA * Dealers in Principal Tool Centers of the U. S. 
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FLEET LEASING 


REHOBOTH, DEL., PHONE 3261 
DOUGLAS AT LEMMON STREET 


° N.Y.C., 550 5th AVENUE, PL. 7-7881 
DALLAS, TEXAS °* 


LOGAN 6753 














ROLLINS FLEET LEASING 
NATION-WIDE SERVICE 


When you lease your NEW cars, trucks, and airplanes from 
us these advantages are yours: 


e NO CAPITAL INVESTMENT 
e BETTER EMPLOYEE RELATIONS 





e YOU SAVE THOUSANDS OF DOLLARS 
e RENTAL iS 100% TAX DEDUCTIBLE 


Rollins Fleet Leasing is a pioneer in the field of transporta- 
tion leasing — delivering passenger cars, executive cars, 


trucks, tractor-trailers, even airplanes to any place in the 
United States with maximum speed 


efficiency, safety. 
Rollins offers fair rates and complete facilities including spe- 


cial plans for firms in oil, construction and related industries 


For complete information fill in the coupon below, or tele- 
phone REHOBOTH BEACH, DELAWARE 3261 (Teletype 
REHO 287). 


REMEMBER, ROLLINS IS RELIABLE! 


Actual Rental for Ford, Chevrolet or Plymouth Two-Door—$72.50 per month. 
INCLUDING... 


and Repairs, Tires, Tubes, Lubrications 


, License Plates, State Inspections; 
Antifreeze, Chains, and Collision Insurance. 


Heater, Turn Signals; Delivery anywhere in the United States; Maintenance 
Custom models $2.50 additional. Other equipment and models available at 
extra cost. 


Freight differential charge: $5.00 per month for each unit operated west of the Mississippi River 


SPECIAL TAILORED PLANS FOR COMPANIES WITH VERY HIGH OR VERY LOW MILEAGE. 

Non-maintenance Depreciation Reserve Plan for 100 units or more on Ford, Chevrolet or 

Plymouth standard two-door with heater and turn signals—$44.98 per month, per unit 
Slightly higher rates for less than 100 units 


Rollins Fleet Leasing, Dept. 25 
Rehoboth, Del. 


Gentlemen: 


the following number of units: 


Please send me details on your fleet leasing service. We operate 
Cars 


= ones 
Trucks 





Year 





Name (Please print) 
Title 


Company ag POS, a 
Street 


City, State 
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® 
IRIDITE 





Here’s peak corfosion protection combined with 
conductivity, weldability and solderability. Here’s 
a finish that holds paint firmly, prevents underfilm 
corrosion. Here’s a line of attractive final finishes 
to add quality and sales-appeal. Here’s Iridite... 
and here’s how you can use it: 


C AND CADMIUM you can get highly corrosion resistant 
finishes to meet any military or civilian specifica- 
tions and ranging in appearance from olive drab 
through sparkling bright and dyed colors. 


Iridite brightens copper, keeps it tarnish-free; also 
lets you drastically cut the cost of copper-chrome 
plating by reducing the need for buffing. 


Iridite gives you a choice of natural aluminum, a 
golden yellow or dye colored finishes. No special 
racks. No high temperatures. No long immersion. 
Process in bulk. 


Iridite provides a highly protective film in deepen- 
ing shades of brown. No boiling, elaborate cleaning 
or long immersions. 


AND IRIDITE 1S EASY TO APPLY. Goes on at room temperature by dip, brush 
or spray. No electrolysis. No special equipment. No exhausts. No specially 
trained operators. Single dip for basic coatings. Double dip for dye colors. 
The protective Iridite coating is not a superimposed film, cannot flake, 
chip or peel. 

WANT TO KNOW MORE? We'll gladly treet samples or send you complete data. Write 
direct or call in your Iridite Field Engineer. He's listed under “Plating Supplies” in your 
classified telephone book. 
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INCORPORATED 


4004.06 E. MONUMENT STREET © BALTIMORE 5, MD 
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How to Buy 2 Company. ...cccccccscccesccccscesesd? 


Joun C. Besr 
Vice-President, National Gypsum Company 





ees SCC CSpEecially: 
There are many problems that arise when another 
company is to be bought. Personalities, opinions, and 
paperwork—all receive their fair share of attention. 
Here is a look at some important aspects. 











How Can Trade Associations 
Pevoes Pimth- 2 reeset: Beazards? . << 6 og ko Sec ceca c vas 39 


WALTER MitTcHeELt, JR. 





Bee ; ey SCC CSPecially: 
Trade associations and their members can be com- 


pletely innocent of any illegal intent, yet they may 
easily fall under the scrutiny of the FTC and the 
Department of Justice. How can this be avoided? 











Management Self-Audit for Smaller Companies......40 





Acrrep G. LaRKE 


Employ er Relations Editor 
» See especially: 





there is a loud cry for outside help and a reorganiza- 
tion job. Here are some tips on how to perform that 


When a company is suddenly faced with disaster, | 

| 
- . = . . | 
task yourself and in plenty of time to avoid danger. | 








peete Productivity Bor Pemaes. 6 oc. ces se cc cccee 43 





ANNESTA R. GARDNER 


Industrial K-ditor | 
», see especially: | 





This story is for those who have big ideas but a small 
production budget. Here’s how to try out new 
products, mechanize production of established ones, 
and increase yield with minimum cash outlay. 
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JEROME MAvYER 
Director, Post-Graduate Services 





» see especially: 





If you feel that it’s time you changed jobs, take stock 
of yourself first, and make sure you won't just be 
changing your business address. Checklist at the end 
of the article will help self-appraisal. 














Traffic Management: Gold Mine in Transit....59 


Industry spends $90 billion a year on the movement of materials 
and products, but many companies exercise less control over traffic 
costs than they do over the purchase of paper clips. This broad 
critique of traffic management may save your company thousands 
of dollars. A five-part section complete in this issue. 


James K. BLake 
Marketing Editor 


Executives’ Traffic Checkup Chart.............68 
How to Realize Traffic’s Potential.............75 
Changes in National Policy?..........++++++--93 
New Trends Cut Costs, Speed Shipments......94 











Published monthly by Dun & Bradstreet Publications Corporation. Publication oflice: 300 W. 
Adams Street, Chicago. Editorial, advertising, and subscription office: 99 Church Street, New 
York 8, N.Y., Digby 9-3300. Dun & Brapsrreer also publishes monthly International Markets and 
Dun’s Statistical Review. The Dun & BrapsTREET organization serves American business in the pro- 
motion and protection of trade through its varied services supplying information on business enter- 
prises here and abroad, marketing and survey services, Municipal Service Department, and other 
fact-finding and reporting activities. 
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Heard in Washington..............- 


Paul Wooton reflects thoughts of cabinet 
members and other Washington officials. 


VOICE OF DONOR si. See dai dg os oonien 
Management speaks on market planning, 
automation, citizenship, social welfare. 

ii a Ne 


A photographic call on a new, clean, and 
safe plant of the steel industry. 


Lettees 00 te BGM. 6 kckccccwacccuce 


Remarks and requests from all over as the 
readers make known their thoughts. 


The Frend of Busimess.....cccccsccss 


A close look at the factors that govern the 
economic aspect of the country. 
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Failure and liability statistics give an in- 
sight to “Why Businesses Fail.”’ 
Frontispiece eeeseee#esiee*es#ee#ee#eeeee#ee#eeeee#ee#8#8#e#*# 
A pattern of American architecture Rocke- 
feller Plaza, N. Y. Devaney photograph. 
Executive Bookshelf.......... 


Informative discussions of the latest busi- 
ness volumes to help executives. 


| 
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New Methods and Materials.......... 


Tough plastics, attractive aerosols, space- 
saving circuits are in this month’s news. 
Employer Relations........ 


What to expect from AFL-CIO merger; TV 
audience watches contract-bargaining. 

Here and There in Business.......... 
New developments, products, and uses to 
help managements in various fields. 
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Next Month: Water: 


Industry’s Profitable Problem Child 


Industry’s most basic raw material—plain water—is no longer 


sé ys %9 
plain, 


abundant—or free. It’s a major industrial problem in every section of 
the country. But it’s also an industrial opportunity—for producers of 
everything from chemicals to overhead cranes. This three-part article 


outlines problems, markets, Government policies. 
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The southern tip of Bayonne, New Jersey presents 
a view of oil storage tanks and one approach to the 
Bayonne Bridge. This bridge, the world’s longest 
steel arch bridge, has a span of 1,675 feet. 


COLOR PHOTOGRAPH BY LOCKWOOD, KESSLER & BARTLETT 
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Copyright Convention, All rights reserved under Pan American Copyright Convention. The title 
Dun’s Review ann Mopern Inpustry is registered in the U.S. Patent Office. 


This magazine is indexed in the Industrial Arts Index, in the Public Affairs Information Service, 
and also semi-annually in an index available upon request to the publishers. ... Member BPA, 


NBP, SBME, and MPA. ... Printed in U.S.A. 
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Confident steps--- 


where 40 steel diamonds 
grip every foot 


Men and rolling equipment move 
safely—without danger of slipping—over economical 
SUPER-DIAMOND floor plate. Every single diamond 
—40 of them to a step—guards constantly against skids 
and slips. 

Easy to fabricate and install, this non-directional 
pattern rolled-steel floor plate provides low-cost safety 
and rugged durability. SUPER-DIAMOND floor plate 
won’t trap dirt—cleans and drains quickly —gives many 
years of dependable safety under the heaviest indus- 
trial loads. 

Mail the coupon below for information on this low- 
cost, long-lasting rolled-steel floor plate. 


sMPEWBIAMOND | 


@ee FLOOR PLATE 


““The diamond in the rough . .. agem of aflooring.”’ 
ALAN WOOD STEEL COMPANY 


Conshohocken, Pa. 
Please send A.W. SupER-D1IaAMOND Booklet SD-6 


| 









For plants where oil, 
water and grease raise 
special problems of slip- 
ping accidents, we suggest 




















Name a check on the special 

Title qualities of A.W. ALGrRIP 
... the world’s only abra- 

Company sive rolled steel flooring. 

Address 

City Zone State 











Other products: A.W. ALGRIP Abrasive Rolled Stee! Floor Plate—Plates— Sheets 
—Strip—(Alloy and Special Grades) 
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BUSINESS IN MOTION 





The assembly shown here is the actuating mecha- 
nism of an overload device, used to interrupt the 
current of electricity when it exceeds a certain value. 
Thus, it protects the apparatus connected to the 
lines with which it is associated. Naturally, the 
contacts are of copper, since copper has the highest 
electrical conductivity of any commercial metal. You 
will note the special forms of the two contact blocks. 
These are supplied to the manufacturer as extruded 
copper shapes, so that to make the contacts it is 


: IY Crlteag ued con iinessdiones Paced... 


labor involved in handling scrap. Production also 
was speeded up. Though the shape cost more per 
pound than the bar, it made possible economies that 
much more than absorbed this. 

¢ Another example, not illustrated here, has to do 
with an electronic device. The base plate must be 
non-magnetic, and brass was chosen. The design 
was rather simple, and one would not usually sup- 
pose that a special extruded shape would save money. 
However, to produce the part from solid bar, which 


weighed 1.61 pounds r foot, re- 





necessary only to cut pieces of the 
right length from the extrusion de- 
livered by Revere, and drill the 
holes. 

This method of slicing parts off 
a pre-formed shape can provide 
important economies by greatly 
reducing machining time. Take 
the bottom angular contact, for 
example. During development 
work this piece was milled from 
solid copper bar, dimensions 1 x 2 








quired three separate operations. 
The extruded shape weighs 1.22 
pounds per foot, and its use re- 
duces machining to a single opera- 
tion. Result: a saving of 15 cents 





per part. 

© These two examples are taken 
from the Revere files, which con- 
tain remarkable evidence of the 
economies that can be realized 
through extruded shapes. If your 








inches. The bar weighed 7.75 
pounds per foot, and in machining it to the required 
form, 1.8 pounds of scrap per foot were generated. 
Copper scrap is readily salable at good prices, of 
course, but the chief expense in this operation was 
machining. 

Once the design had proved itself under severe 
tests, Revere suggested copper shapes instead of 
plain bar. In the case of the angular contact, use of 
an extruded shape saved 1.75 pounds per foot, a 
reduction in weight sufficient to save almost 44 
cents per foot over the plain bar. Larger savings were 
made by-the reduction in machining time, and in the 


plant is doing any extensive ma- 
chining of plain bar in copper and copper-base alloys, 
or aluminum alloys, look into extruded shapes. They 
can be furnished in much more complicated shapes 
than those illustrated, and can save important sums. 
If you do not work with any of the Revere Metals, 
but with other materials, we suggest you get in touch 
with your suppliers and see if they may not be able 
to find ways to save you money. In buying, please 
remember that it is not the cost per pound or ton or 
gallon that is important, but the cost of the finished 
item. Sometimes paying a little more for materials 
may make the end product cost less. : 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 180] 
Executive Offices: 230 Park Avenue, New York 17, N.Y. 
























No PUBLIC DOCUMENT jj, combed over more 


thoroughly than is the economic report of the President. Despite 
the fact that it was submitted to Congress on January 20, it con- 
tinues to be one of the choice bones of contention. Comment runs 
the gamut from acclaim to disparagement. The detailed work of the 
Council of Economic Advisers is admittedly valuable, but since the 
economic advisers would be disinclined to differ openly with the 
President many feel that they should express to the President pri- 
vately what they really think. 

The feeling is expressed in responsible quarters that there is too 
little Eisenhower in the report, too much of the Council, and too 
much of the political speech-writer. The no-clouds-in-the-sky theme 
coupled with the inference that the method of dispelling them is 
ready and waiting if they do appear is not regarded by some as an 
objective approach. 

Weaknesses in the economy, they feel, should at least be men- 
tioned so they will not come as a surprise if they gain in strength. 
Conservative members of the Joint Congressional Committee on the 
economic report are outspoken in commending three pages signed 
by the President because of the emphasis it puts on the need for 
substantial economic growth; for stability; for increased productivity; 
for avoiding encroachment on the private sector of the economy; 
for a competitive environment; and for a ‘‘great ten-year” highway 
program. 


* During uncertain periods, such as have existed in recent months, 
the business executive must rely chiefly on himself. In times when 
there are violent cross currents and sudden changes decisions must 
be made by those close to the picture. Intimate knowledge of one’s 
own business and the exercise of common sense must be depended 
upon until the situation clears up. Government is not in as good a 
position as the individual business man to advise when no one 
knows what is likely to-happen. This is the thought of William 
McChesney Martin, chairman of the Federal Reserve. 





* February saw substantial additions to the ranks of the pessimists. 
For the pace of business to slow down in February is the usual 
seasonal development, but it encouraged comment from the “‘it- 
cannot-last’’ school. Ofhcials generally see nothing ominous in the 
situation, but feel that it tends to check undue buoyancy to have a 
few bogies lurking around. They are mindful of the benefits w hich 
come from healthy skepticism. 


KA big behind-the-scenes debate preceded the Treasury's most re- 
cent excursion into long-term financing. It took courage on the part 
of Treasury Secretary Humphrey but he put his faith in the future 
and refused to be dominated by fear of unfavorable possibilities or 
to be swayed by a few legislators who raise a hue every time bonds 
slip a little. 


* Efforts to scuttle the Dixon-Yates contract, its proponents feel, 
ignore the fact that a contract cannot be cancelled without a showing 
of fraud. Every opportunity has been offered for the presentation 
of such evidence, but it has not been forthcoming. Admiral Lewis 
L. Strauss, the chairman of the Atomic Energy Commission, admits 
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This month the news from Washington highlights: 
The President's Economic Report... Federal Re- 
serve Chairman Martin's thoughts on official vs. 
civilian opinion... Strauss and Dixon-Yates... 


“full” employment... defense expenditures... 


that the opposition has been successful in stirring up widespread 
confusion and has tried to make it appear that something has been 


put over on the people. He says the contract has been given the 
most thorough public ventilation and was entered into with the 
express approval of Congress. 


*® New mechanical equipment will make it possible for the public 
to get census returns more promptly this year than ever before. 
Very ambitious schedules have been prepared. To carry them out, 
however, requires the co-operation of business concerns and other 
sources of information. Returns thus far have been coming in at an 
encouraging rate. Experience has shown that principal difhculties 
are experienced in getting final 10 per cent of returns. An unusually 
vigorous follow-up plan has been adopted. 

Enough tests have been worked out to demonstrate the capacity 
and the versatility of the new electronic equipment in handling 
census data but there still is doubt if available personnel has the 
experience to take full advantage of it. 


* As was pointed out at the time the bill was under discussion 
“full” employment is a relative and not an absolute term. While 
the word “‘full” is more expressive, what was meant was maximum 
possible employment. It was recognized that there is an irreducible 
minimum of frictional unemployment. [It also is pointed out that it 
never will be possible to employ everybody everywhere to work 
where they wish and under salary and other conditions they want. 


* Important changes in policy by the Joint Committee on the Eco- 
nomic Report are being made under the chairmanship of Senator 
Paul Douglas. A scholarly feature in the past has been a wind-up 
session at which previous testimony on monetary, fiscal, agricultural, 
labor, and other subjects would be appraised. Senator Douglas, the 
new chairman, has ruled out that session, saying that the appraisal 
of the hearings should be left to the public. With the change in the 
control of Congress, the chairmanship of the Joint Committee passed 
from Representative Jesse P. Wolcott to Senator Douglas; the vice- 
chairmanship from Senator Ralph E. Flanders to Representative 
Wright Patman. 

In retiring from the chairmanship, Representative Wolcott called 
attention to the record the committee had made in handling its 
work in an unspectacular, objective, and non-partisan manner. 


* Congress wi!] talk at length about increasing the defense budget, 
but is not likely to add much to the recommended appropriation. 
Defense expenditures now before Congress are three times greater 
than they were at the time of the outbreak in Korea. Since the 
administration is convinced that the present rate of output, plus 
stocks on hand, are ample to take care of any situation that may 
arise, those urging increased defense expenditures will get no aid 
from the executive branch. 
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VOICE 
OF INDUSTRY 


Marketing planning must keep in step with 








If your aim is 


AUTOMATION 


CONSIDER 


RANSWRAP 


production planning; automation is a necessary 
part of future production; the corporation, the 





community, and good citizenship; second looks 


at the social welfare system. 


are concerned with the job of mov- 


Needed: Long-range 


marketing plan ing goods in and out of your com- 





Automation in your packaging department 
can bring you great savings — and the 
TRANSWRAP is automation indeed! 

You can feed your product to this ma- 
chine either automatically or manually, 
depending on your production methods. 
From that point the Transwrap takes over 
completely. 

Transwrap measures the sales unit of 
the product by volume or weight. Simul- 
taneously it forms the package from roll 
material, fills, seals and delivers it ready 
for packing. 

The product can be solid, granular, 
powder, liquid or semi-liquid. The pack- 
age can be formed from any heat-sealing 
material, including laminated foil. The 
machine will imprint automatically. You 
can use plain or printed material which is 
accurately registered as the package is 
formed. One operator can supervise three 
Transwraps in production. 


GREATER PRODUCT 
PROTECTION 


A Transwrap package is hermetically 
sealed, and can be gas filled in the pack- 
aging process. Your product, therefore, 
stays fresh — is enjoyed at the peak of 
perfection. 


Illustrated folder sent on request. 
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NEW YORK PHILADELPHIA BOSTON CLEVELAND 
CHICAGO MINNEAPOLIS ATLANTA DALLAS 
DENVER LOS ANGELES SAN FRANCISCO 
SEATTLE TORONTO MEXICO, D.F. 


SEE US AT THE PACKAGING SHOW...BOOTH I105 











“Sales and adver- 
tising budgets must 
not be k ic k ed 


around... 


R. ROBERT ZISETTE 


Vice-President, SKF Industries, Inc., 
before meeting of Maryland Industrial 
Marketers, Baltimore, Maryland. 


Marketing methods today are be- 
ing out-distanced by improvements 
in production. We are failing to 
match developments in mechaniza- 
tion and automation with corre- 
sponding improvements in selling. 

When business authorizes mil- 
lions of dollars for increases in pro- 
duction and productive efficiency, it 
should automatically invest addi- 
tional money for the purpose of in- 
creasing sales. When production is 
double many more buyers have to 
be found, and by and large this re- 
quires twice the sales effort. We 
cannot count on improved product, 
lower price, or even the increase in 
population to bring the avalanche 
of new customers which will be 
needed in the future. 

Sales and advertising budgets 
must not be kicked around just be- 
cause business is a little better or a 
little worse from month to month. 
The marketing program projected 
for the future should be just as un- 
assailable as the research or produc- 
tion programs. The long-range 
production plan does not permit 
much financial hedging—and nei- 
ther should the long-range sales 
program. 

The selling job from day-to-day 
is one of moving merchandise. All 
of you, as advertising specialists, 


pany’s warehouses, and if possible, 
at a profit. But I submit that you 
face an even more challenging job 
as you look down the road to the 
future. You must plan with infinite 
care and clairvoyant vision what 
the character and nature of your 
advertising activities will be next 
year, the year after, five, and even 
ten years hence. 


Keeping up with 


automation times 


‘é 


. we must be 
willing to adjust 
ourselves to new 
ways . 


W. C. NEWBERG 


President, Dodge Division, Chrysler 
Corp., before Society of Automotive 
Engineers, Detroit, Michigan. 





Whether we are for it or against 
it, automation is here and it is here 
to stay. 

It behooves each of us to look 
about and see what effects these 
changes in the factory will have on 
us. First of all it means that we 
must be willing to adjust ourselves 
to new ways of doing things and 
new ways of thinking about pro- 
duction problems and accept the 
opportunities that they offer. We 
must make our adjustments quick- 
ly. If we fall behind, we will find 
our places taken by others with 
more foresight and greater adapta- 
bility, just as any company—cer- 
tainly any automobile company— 
must adapt and change and invent 
or become a relic... . 

This new world we are facing 
will doubtless call for many types 
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“Janitors can be efficiency experts, too.’ 


F they follow this fellow’s example. He knows that with a 
SUPER WESTONE treated mop he can control dust 
and beautify his floors — just as fast as he can walk. 


SUPER WESTONE actually cuts the cost of floor care. 
— loosens and picks up dirt more readily. 


— increases time between waxings. 


SUPER WESTONE is antiseptic. 
— arrests the growth of bacteria. 


— helps prevent spread of airborne infections. 


nD SUPER WESTONE is safe to use on any floor surface.” 
No fire hazard exists, because it can be mixed with water, 
And no residual “build-ups”’ are left on floors. 


OLDEST AND LARGEST snaiies ; e 
j “ > ie © ’ * > cy . © 
iain: ors arin WEST representative will be glad to demonstrate. Without 


IN THE WORLD charge. Or send for our SUPER WESTONE folder. 


WEST DISINFECTING COMPANY Dept. 1 
42-16 West Street, Long Island City 1, N. Y. (Branches in principal cities) 
In Canada: 5621-23 Casgrain Ave., Montreal 


~ 
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ue 


/ 


WE , DISINFECTING 
err? 


2 RRO LIES, cmc ; 


[] I'd like a free copy of your folder on controlling bacteria and dust with SUPER WESTONE. 
[] Id like to have a WEST representative telephone me for an appointment. 


Zz 
a} 
3 
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Position 








(Tear out this coupon and mail it with your letterhead) 
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Naw R.C.Allen Vi SO malic 


for executive correspondence... only $215.00 








CARBON RIBBON TYPEWRITER 





han ordinary 
ou can own the new 
atandard typewriters, 7 the finest type- 


For only a few dollars more t 


VisOmatic Carbon iggy: is an example 
writer you could pon bal and sharp letter 


brilliant clar _ 
d Lee produced on —— 
hes having Imperial Elite Type- 


ve a 
e, you ha 
orrespondence, : 
ive c P visible, automatic 


ntages of low cost 


For execut Ate 
choice of type face, 
margins; pilus the adva 


carbon ribbon typing. 


The VCR’s sharp, uniformly black letters make it 
ideal for reproduction work too. The carbon rib- 
bon is instantly interchangeable with a cloth 
ribbon. It’s the easiest operating, most versatile 
machine you can buy, and it’s built to last a life- 
time ... yet, it’s the only carbon ribbon type- 
writer at this low “standard typewriter” price 
of $215.00. 

R. C. Allen dealers give the biggest possible allow- 
ances on old machines ... it may cost less than 
you think to have new VCR’s. Write us for com- 
plete information and name of nearest dealer or 
consult your telephone -directory. 
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R.C.Allen Business Machines, Inc. 


689 Front Avenue, N.W., Grand Rapids, Michigan 









of skills that are unheard of today. 
Forward-looking companies do not 
wait for these skills to be developed 
in sufficient quantities from outside 
sources. They help their workers 
through special schools and courses 
to acquire the skills that the new 
automated factories of the future 
will require. 

There are still some manufactur- 
ers who consider automation valu- 
able only to the extent that produc- 
tive labor can be reduced through 


the use of automated machinery. 
No policy could be more short- 


sighted. The approach to automa- 


tion strictly from the standpoint of 


reduction in productive labor is 
talse economy. It simply will not 
pay off in the long run. 

There is no doubt that on some 
operations manpower can be saved 
through the use of automated 
equipment. The overall effect of 
automation, however, probably will 
be to increase total employment. 


Five pillars of 
corporate wisdom 


. establish and 
maintain good ex- 
ternal relations...” 





REUBEN B. ROBERTSON, JR. 
President and Chairman of the Board, 
Champion Paper & Fibre Co., before 


Congress of American Industry, N.Y. 


When I speak of good corporate 
ciuzenship I simply mean that a 
corporation should fully enter into 
the life of the community—as well 
as that of the state and the nation— 
the same as any public spirited in- 
dividual citizen. To do less, it 
seems to me, lends credence to the 
charge that corporations are rather 
impersonal creations of the business 
world with their eyes only on the 
profit and loss statement. 

Before a company can be a good 
citizen, however, there are a few 
fundamental requirements — five 
pillars of support—which I think 
must be met: 

First, the corporation must be a 
profitable one. If it does not make 


a profit, it will be able to contribute 


nothing to the community welfare. 
Instead of an asset to the commu- 





nity, it becomes more of a detri- 
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Not if your 
i FV rol elel Lele! < 
is more than 


S years 


old. 





With all your modern machin- 
ery, your plant is old-fashioned if you 
are depending on a dial watchclock that 
is more than 5 years old. 


This is not to disparage dial clocks. 
In some instances they are feasible— 
and DETEX makes the world’s finest line. 
But for completely modern and efficient 
supervision of your watchman day and 
night, weekends and holidays, you need 
the tape-recording GUARDSMAN. 


The GUARDSMAN saves you money in 
supervisors’ Overtime, cuts your insur- 
ance premiums. Don’t delay in getting 
full details of the greatest advance in 
watchclock development in over 70 
years. Mail coupon today. 
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Detex Watchclock Corp. D-3 ; 
76 Varick Street i 
New York 13, N. Y. : 
[] Please send me complete information ‘ 
about the GUARDSMAN tape-recording 5 
wotchclock. i 
[] You may send a DETEX representative 1! 
to make a free, no-obligation survey of i 
our plant protection needs. ; 
Name ; 
i 

Company i 
i 

Address - 
i 

1 


Title 
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CUTLER-HAMMER SALUTES THE 


WARNER & SWASEY 
2AC AUTOMATIC 




























Warner & Swasey engineering has long held the respect 
and admiration of machine tool users. This was forcibly 
demonstrated again when 88 shops ordered the new 
Warner & Swasey 2AC Automatic Chucking Machine WE MAR k 
before even the first one was ever built. Cutler-Hammer a 

is proud to salute a company that can win and justify 
such confidence by performance. Nothing else can do 
it. We are also proud that Cutler-Hammer Motor Con- 
trol plays a part in this performance. Hundreds of 
Warner & Swasey 2AC Automatics in use all over the 
country today commend the engineering judgment that 
equipped them with Cutler-Hammer Motor Control. 
CUTLER-HAMMER, Inc., 1436 St. Paul Avenue, oO . | 
Milwaukee 1, Wisconsin. Associate: Canadian Cutler- Cm 8 es XY 
Hammer, Ltd., Toronto, Ont. £& rr E RM act’ 
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WHAT IS 
YOUR COMPANY’S’ ¥ 


Beer BUY 


in a 
™ Retirement Plan 
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DESIGN... e First in importance 
is selection of the proper plan or 
plans for your Company. 


INVESTMENT... Once a plan 


has been established, nothing is 
more important than the proper 
investment of your funds. 





We have had many years of ex- 
perience in the design, adminis- 
tration, and investment of all 
types of employee benefit plans. 


Write or telephone our PENSION TRUST DIVISION 
55 Wall Street, New York 


CITY BANK FARMERS TRUST COMPANY 
’ Chartered 1822 
HEAD OFFICE: 22 WILLIAM STREET, NEW YORK 
(ffiliate of 


THE NATIONAL CITY BANK OF NEW YORK 


Established 18]2 
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ment to the over-all economic well- 
being of the community. 

Second, it must have a good or- 
ganization. The corporation must 
be functionally sound and staffed 
by individuals who have the desire 
and the ability to contribute to the 
over-all community welfare. 

Third, it must have good inter- 
nal relations, based on the philoso- 
phy of harmony and mutual inter- 
est. This embraces the acceptance 
and actual use of sound human re- 
lations policies throughout the en- 
tire structure of the company. 

Fourth, the corporation must es- 
tablish and maintain good external 
relations with the community. It 
must contribute its fair share to 
community affairs and to the over- 
all community development. 

And, finally, the corporation 
must have that intangible element 
of sincerity present in its every ac- 
tion which will give life and mean- 
ing to the other four, 


Social welfare 
needs reviewing 


“We should deter- 
mine the _ philoso- 
phy of such pro- 


grams...” 


LOUIS W. DAWSON 


President, Mutual Life Insurance Co. 
of New York, before Life Insurance 
Association of America, New York. 





Before this country’s social wel- 
fare plans are extended further, or 
before any new ones are adopted, 
I would suggest a thorough and 
impartial study of our whole social 
welfare system and all its implica- 
tions. We should determine the 
philosophy and ultimate objectives 
of such programs; examine over- 
lapping or conflicting plans; review 
the soundness and future cost of ex- 
isting plans; consider any new 
plans in the light of the country to 
support them; and continuously 
analyze the impact of all such plans 
on other elements in our economy. 
The overall purpose would be to 
make sure we did nothing that 
would adversely affect the produc- 
tivity and economic progress of the 
country, upon which all social wel- 
fare plans must depend for their 
validation, in the final analysis. 
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Low-Cost 
Slitting Line 


@ Production records covering a 
3-month period in one plant 
revealed that one comparatively 
small, inexpensive Yoder Slitting 
Line, (No. 214, 24” wide) had been 
successfully used on a wide diver- 
sity of jobs. 


Coil weights ranged from 4082 Ibs. 
all the way down to 80 Ibs.; pro- 
duction from 11,135 Ibs. down to 
629 lbs. per hour, varying with 
coil size, number of cuts made to 
the width, and gauge of strip. 


The 4th edition of the YODER 
SLITTER BOOK, just off the press, 
gives more complete data on each 
of these jobs, and in addition dis- 
cusses many subjects bearing on 
the mechanics and economics of 
slitter operation, in plants using 
anywhere from 50 tons per month 
up to a thousand or more. A copy 
is yours for the asking. Also esti- 
mates and recommendations, with- 
out cost or obligation on your part. 


THE YODER COMPANY 


5531 Walworth Ave. « Cleveland 2, Ohio 








SLITTERS 
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WHEN YOU NEED iT... The 
Oiljak Manufacturing Company offers 
you immediate and flexible expansion 
of all your departments of engineering 
and production, including Packing, 


Shipping and Warehousing. 


The CONTRACT MANUFACTURING 


~~ services of Oiljak make your Company 





exactly as large as it has to be. You have, | 
on instant call, the engineering skills 


and plant facilities you need— 


As You Need Them. 





A letter, card or phone call will 


bring you full information. 
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SPARK PLUGS 





GENERAL GB ELECTRIC 





SnowCrop 


FOR OVER 25 YEARS— 

Complete Contract Services ... 
From Blue Print to Finished Product 
For Many Famous Trade Names 











MANUFACTURING COMPANY 
24 DEPOT SQUARE + MONTCLAIR > NEW JERSEY 
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New Inspection Tool 







22-million-volt 
Betatron sees through 
Steel sections from 
2 to 20 inches thick at 
production-line speeds 


With a betatron, one midwestern manufacturer 
radiographs parts, or a whole machine, to reveal 
flaws or check alignment of parts. Here are some 
of the results: 


Cuts weight and cost through elimination of over-design. 
Example: Betatron inspection reduced the “factor of ig- 
norance”’ by assuring casting quality. Result: A product 
that uses less material, is easier to manufacture, and easier 
to install. 


Permits safe use of welds because betatron’s speed and 
depth of penetration permits heretofore impossible inspec- 
tion. Example: A simple two-piece welded part replaced a 
complicated casting. 


Saves machine time—betatrons find flaws in raw mate- 
rial before machining. Example: Savings in machine time 
that would otherwise have been wasted paid the entire 
cost of the betatron installation in less than six months. 


Converts rejects into usable parts by locating flaws 
accurately for repair. Example: Hundreds of thousands of 
dollars’ worth of parts saved because betatron inspection 
permits easy repair of cracks in castings 


You can get complete information on how an Allis-Chalmers 22-million-volt 
betatron may find cost-cutting application in your plant. Call the nearest 
Allis-Chalmers office or write Allis-Chalmers, Milwaukee 1, Wisconsin. 


ALLIS-CHALMERS > - 
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OUNCES OF PREVENTION 


How cleanliness and safety 














Over-all view of new seamless tube specialties department shows pipe at keep quality at a high level. 
beginning of automated process. Neat racks (left) are made of J&L’s own tu- 
bular material. Good lighting and clean floors add to safety, efficiency. 


Goop housekeeping is one of the most important factors 
in productivity (see page 43) and efficiency regardless of the size of a plant. 
At Jones & Laughlin Steel Corporation’s seamless tube specialties depart 
ment in Aliquippa, Pa., they have started off on the right foot. With a 
brand-new process for toughening and strengthening oil country tubular 
products, Jones & Laughlin is making sure its machines and plant will be 
clean and safe for some time to come. Wide aisles, neat and compact stack- 
ing ot products, good lighting, safety measures, and employee education 
have all been taken into consideration in the planning and running of the 
$4.7 million addition. 

On this and the following pages the new process and a few of its more 
important housekeeping procedures are pictured. 

Though the plant is new and the process unusual, the ideas can be 
adopted by almost any company. 





Pipe starts on its way into heat-treating furnace that can reach 1,650° fahren- 
heit. Safety is considered at every point—note that heavy metal barriers 
have been placed between supports to prevent pipe from getting off the line. 


Tempering furnace is an integral part of the new finishing facilities. Care- 
ful control of the heat-treating procedure from start to finish makes it 
possible to obtain excellent physical properties with low alloy materials. 








= 


Leaving tempering furnace, tubing is sized by a three-stand rolling mill 
(foreground ). Safety walks and cross-overs are provided wherever necessary. 
Conveniently located desk (right center) simplifies the record-keeping. 
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YOU HAVE THE LAST WORD 


when you put your own sound on film with an 


RCA Magnetic 
RECORDER - PROJECTOR 


Add magnetic sound to 
optical track films— Double 
the effectiveness of your 
Audio-Visual program. 


Get real operational ease— 
Change from optical to 
magnetic sound with flip 
of switch. 


er crisp new sound track 


at any time. Prepare a com- 
plete sound track minutes 
before showing. 


~ 


Let films speak two languages 
— Use optical and magnetic 
sound to reach two 


audience levels. 


See 5 ~~~ ~----b 





Me MP MP 








Erase and re-record at any 
time. 


Personalize the message to 
your audience. Mention 
specific situations... even 
mention individuals by 
name. 


Put training guide on film. 


Replace scratched sound 
track with clear, crisp mag- 
netic sound. 


Get superb sound quality. 
Finer sound than is gener- 
ally heard on 16 mm film. 


Mail coupon on opposite page for new booklet: "New 
Lightweight RCA Magnetic Recorder-Projectors.” 





AUDIO-VISUAL PRODUCTS 


RADIO CORPORATION 
of AMERICA 


ENGINEERING PRODUCTS DIVISION, CAMDEN, N. J. 


in Canada: RCA VICTOR Company Limited, Montreal 
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OUNCES OF PREVENTION 





Continued 





Pipe is shown here at exit end of a large rotary straightener. Special- 
purpose machines such as this one are expensive and are worth the effort 
and time spent in keeping them clean, safe, and in good running condition. 





Before trimming and threading, tubing is thoroughly inspected. Visual in- 
spection stations are provided with special fluorescent lighting to mini- 
mize glare, make it easy for workers to spot defects. Note safety gloves. 
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Electrical controls make the operation of this cut-off machine almost com- 
pletely automatic. Here, too, safety is pointed up by wearing of safety 
gloves and light installed for easy vision. Machine is kept unusually clean. 
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OUNCES OF PREVENTION 





Continued 


Plastic goggles make it safe as well as easy for the operator of this thread- 
ing machine to keep close watch on his work. The control box indicates 
that this machine is also almost completely automatic in operation. 
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When a well-made product is ready for shipment it deserves the same pro- 
tection and careful handling it had during manufacturing. J&L makes sure 
tubing leaves plant in good condition by providing special storage racks. 
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Sound 
in Industry 


\ Just off the press—““RCA 
SOUND IN INDUSTRY”’— 


\ is packed with information 
sy of immediate value to 
-_ — > . . 
executives in virtually every 
- The 


type of business. Its facts, 
figures and other pertinent 
data will enable you to 
evaluate sound as a time-saver, 
morale booster and production 
incentive in your particular 
set-up. Wouldn’t you like to 
know more about this 

modern industrial “tool” ? 
The coupon below will bring 
you the latest information 

by return mail. Get it off today. 


Sound Products 


RADIO CORPORATION of AMERICA 


Engineering Products Division, Camden, N. J. 
in Canada: RCA VICTOR Company Limited, Montreal 




















Radio Corporation of America 

| Dept. O-270, Building 15-1, Camden, New Jersey 

| Without obligation will you kindly send me a copy of your new booklet: 

| |] SOUND IN INDUSTRY [|] NEW LIGHTWEIGHT RCA 

I MAGNETIC RECORDER-PROJECTORS 

NAME TITLE 

| ADDRESS 

| cry ZONE STATE 
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Handies Hot Loads At Cool Savings 


Hundreds of installations—in different industries, under various 
conditions, in every section of the country—have proved beyond 
question that Kaloric-Type 890 is the best heat-resistant conveyor belt 
on the market. It is specially engineered to handle hot materials— 
very hot materials, even up to 350°. Under favorable conditions it 
will withstand much higher temperatures! 

Among the hot substances successfully conveyed by this unusual 
belt are: coke, limestone, cement, fertilizer, sintering, ores, slag, 
fuller’s earth, char, foundry shakeout sand, sugar crystals, soda ash, 
chemically processed oxide, refractory mix, glass, asphalt and talc. 

All Kaloric-Type 890 belts are made with a special Neoprene com- 
pound that gives the best heat resistance. Skim coats are applied 
between plies for insulation and extra flex-life. Extra heavy top covers 
of special heat resisting compound (14” to %6” are not unusual) resist 
temperatures that would cause ordinary belt covers to harden and 
crack. 

Kaloric-Type 890 belts are available in widths up to 72”, any 
length, two to ten plies, with cover thickness to suit any conditions. 

We also manufacture a complete line of industrial rubber products: 
belting, hose, packing and moulded rubber for every need. Through 
your Quaker and Quaker Pioneer distributor our research and engi- 
neering services are available to help you solve any industrial rubber 


problem. Write for free folder and name of nearest distributor. 


QUAKER RUBBER CORPORATION 


Philadelphia 24, Pennsylvania 
: 


‘ESSERE QUAKER PIONEER RUBBER MILLS 


or evmectes San Francisco 7, California 
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COVERS 
Evanston, IIl. 
Dear Sir: 

I have been very much impressed 
with the quality of your cover illus- 
trations. As a matter of fact, I have, 
at considerable expenditure of time 
and colored pencils, retouched the 
issue showing LaSalle Street (May 
1954) and have it framed in my 
office... . 

Could you put the information 
that now spoils the picture for 
framing in some other area so that 
we could trim off just the picture 
itself ? 

Elmer F. Way 
Secretary and General Manager 
Marking Device Association 


Olean, N.Y. 
Dear Sir: 

Over the past year, you have had 
several beautiful and impressive 
views of New York City as covers 
for your publication. 

[ would be very interested in 
knowing if you have a set of these 


pictures available which would be 
suitable for framing. 
C. L. Hinton 


Clark Bros. Company 


COVER TO COVER 
New York, N.Y. 
Dear Sir: 

We noticed with pleasure on the 
front cover of your magazine, issue 
of January 1955, the reproduction 
of a very nice color photograph of 
one of our harbor tugs assisting the 
SS United States. 

May we reproduce this cover in 
black and white, complete, in a sub- 
sequent issue of our house maga- 
zine, Tow Line? 

Robert H. Munroe 

Public Relations Manager 
Moran Towing & Trans- 
portation Company, Inc. 


EXAGGERATION 
New York, N.Y. 
Dear Sir: 
First of ail I would like to con- 
gratulate you on your excellent 





—_ Fast take-off! 


A Pitney-Bowes MailOpener gets the day’s 
work off to a flying start...saves those 
valuable early minutes lost in hand-slitting 


the morning mail. 


The electric model LE, illustrated, trims a 
hairline edge off any size envelope—any stock, 
from thin tissue to tough craft — as fast as 
you can feed it. Other models, hand or electric 
for any size office, all built to Pitney-Bowes 
precision standards. Call your nearest PB 
office for demonstration. Or send for booklet. 
PiTNEY-Bowes, INc., 1550 Walnut Street, 
Stamford, Conn. Originators of the Postage Meter, 


94 offices in U. 8. & Canada. 


PITNEY-BOWES 


Tet 


FREE: IYandy chart of Postal 
Rates with parcel post é 
map and zone finder. ; 


MAILOPENER 
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Visualize your products 


using vitreous enameled aluminum castings 


Picture the added sales appeal...with radiant color...surface protection 





... design potential... plus the basic advantages of aluminum castings. ivi T NARON | 
eee WAVE IT Iw awe | 


Monarch engineers have completed months 


of research in vitreous enameled finishing on 


aluminum castings. Their efforts 
open new fields for product development 
to users of Monarch Castings. Write to Vitreous 


Engineering Department for information. 


SEAN 


MONARCH ALUMINUM MFG. COMPANY — 9215 DETROIT AVENUE — CLEVELAND 2, OHIO 


MANUFACTURERS OF: Aluminum Permanent Mold Castings + Zine Die Castings +» Aluminum Die Castings 
Exclusive Velvaglaze Finishing + Vitreous Enamel Finishing. 
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lat 8 V/ISIBLE 


VIRGINIAN LINE CABINETS 
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Completely new ... completely 


GREYTAN different . . . designed for eas- 


IN THE NEW ACME 






ier, speedier reference and 
posting, made to precision 
specifications, engineered for 
maximum strength, finished a 


worid’s 


new light, warm color ...da 
new high of efficiency and 
beauty in visible equipment. 


tacilest 
visible 





NEW COLOR—Greytan . .. a light warm 
color, pleasingly harmonious with modern 
office machines and furnishings. 


NEW APPEARANCE—characterized by 


crisp, prismatic, functional lines. 


GREATER STRENGTH—moximum rigid- 
ity achieved by formation of shell and 
reinforcing members. 


GREATER CONVENIENCE —with more 
capacity, wider label holders slanted for 
visibility, more finger space. 


EASIER TO USE—intermembered slides 
forming partitions between trays, nylon 
rollers and rubber stops reduce friction, 
provide smooth, speedy, quiet action. 





For more information write for 
illustrated brochure No. 1040. 









VISIBLE 


cme Visible Records, Inc. 
fe} CROZET, VIRGINIA 
Representatives in all principal cities 











RECORDS THAT ARE USED PROFIT A BUSINESS 


ONLY THE 
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article entitled “Workmen’s Com- 
pensation Laws to Fore as 44 State 
Legislatures Meet in 1955” (De- 
cember 1954). 
However, the 
you made concerning the value of 
the soundproof our 
Standard 


Rooms is very misleading since it 


statement which 
booths in 
Audiometric Testing 
gives the impression that each one 
of the soundproof booths is valued 
at $12,000. Actually, the value of 
each booth is closer to $1,500, rather 
than $12,000 mentioned in the last 
but one paragraph of the article. 

Martin Hirschorn 

President 

Industrial Acoustics 
Company, Inc. 


You are right. $12,000 would buy 


all eight of the units used. —Ed. 


BEAR IN MIND 
Montgomery, Ala. 
Dear Sir: 
The article, “How Foremen Get 
That Way,” in your January issue, 
was read with keen interest. 


Your facts were well. gathered, 
intelligently grouped, and _inter- 


estingly presented, forming a def- 


inite, natural, logical, and accurate 
pattern. In my opinion, every ques- 
tion asked in it can be simply and 
accurately answered, if the follow- 
ing points are kept in mind: 

An individual normally enters a 
vocation he is reasonably well quali- 
fied to fll. 

Of the traits required candi- 
dates to qualify them for the duties 
of either foreman or steward, the 
most important is leadership. Both 
management and unions look for 
this, consciously or unconsciously... 

Since self-interest definitely tends 
to shape the views of all normal 
individuals . . 
ly accepts the philosophy which the 


. an individual usual- 


team with which he is associated 
advocates. The three teams (Work- 
er, Foreman, Steward) involved in 
your article have a common goal 
but different objectives. The 
satisfactory solution to the problem 
thus created lies in getting all three 


most 


to recognize that when one team is 
hurt, the other two are also hurt. 
. Most organizational discontent 
stems from the lack of a clear un- 
derstanding by all parties concerned 
regarding this fundamental truth. 
Since a superior generally deter- 





FORGING 
AHEAD 


in 


BUSINESS 

















Have you ever wondered why men of eguza/ ability fare 
so differently in the competition for better positions and 
bigger salaries? 

Are you aware of the desperate shortage of executives 


which has been discussed so fully in the business 
press? Do you know why so many men just miss 
success’ 


These, and similar questions, are discussed fully in 
‘Forging Ahead In Business’’—one of the most informa- 
tive little books on personal advancement ever written. Its 
48 pages are crammed with practical, helpful advice for 
men who want to capitalize on the tremendous oppor- 
tunities which exist today throughout business and in- 
dustry. And it outlines the Alexander Hamilton Insti- 

tute’s executive training program. 


Dept. 318, 71 W. 
In Canada: 


i 

‘ 

Mail = 

Coupon | ovum 
| Firm Name 

| Business Address 


Today! 


Position IER 


This FREE booklet explains 


HOW TO MAKE 
THE MOST OF TODAY’S 
GREAT OPPORTUNITIES 
IN BUSINESS AND 


ALEXANDER HAMILTON INSTITUTE 
23rd Street, New York 10, N. Y. 


57 Bloor St., W., Toronto, Ontario, Canada 


Please mail me, without cost, a copy of the 48-page book — 
“FORGING AHEAD IN BUSINESS.” 








INDUSTRY 





Send for Free Copy Today 


If you are seeking, not a magic formula, but a sure, sound 
method of speeding up your progress, “Forging Ahead 
In Business” may prove to be the most important book 
you have ever read. 

Some men have found a fortune in its pages... for 
it has made them see, more clearly than ever before, the 
need for a well- organized program; and it has inspired 
them to act while time was still on their side. 

There is no charge for ‘Forging Ahead In Business” 
—but distribution is limited to ambitious men. If you 
feel it is intended for you, simply sign and return the 
coupon below. A complimentary copy will be mailed 
to you promptly. 








Home Address__.___—— 
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The applications for high-cycle motors 
are mounting with increased demand for 
high-speed routers, planers, grinders, etc., 
in both the wood and metal working in- 
dustries. Also in portable tool design, the 
high-cycle motor is proving most appli- 
cable where small size, light weight and 
minimum maintenance are paramount. 

Robbins & Myers frequency con- 
verters and alternators are convenient, 
economical sources of high-cycle power. 
They can be installed at the point of use. 


R & M Frequency Converters 


R & M frequency converters convert 
60-cycle A.C. to 220-volt, 3-phase, 180- 
or 360-cycle. These units are low in cost, 
high in efficiency, require negligible 
maintenance. They need no exciter or 


R « M makes both! 
Fractional-horsepower motors and parts ... from 1/200 HP. 


Integral-horsepower motors; famous R & M “‘All-Weather’’* 
with sealed bearings. Up to 125 HP. 


If it’s an R « M, it’s the Right Motor! 


* All-Weather" is an R & M trademark. 


@. ROBBING < MYERS me. 


MOTOR DIVISION: SPRINGFIELD 99, OHIO—BRANTFORD, ONTARIO 


Fal @ 


Propellair Industrial 
Ventilating Equipment Fans 


Fractional & Integral Moyno 
HP Motors & Generators Pumps 


N D 


Vo. mS 


RM frequency converters and alternators 
rovide economical sources of high-cycle power — 


auxiliary equipment other than a motor 
starter. 

They are designed to meet unusual 
overload conditions. Voltagechange from 
no-load to full-load does not exceed 8% 
for 180-cycle converters, and 15% for 
360-cycle converters. 


R & M Alternators 


R & M alternators are high-frequency 
generators that provide high-frequency 
current within each of a number of 
ranges, up to 1500 cycles—beyond the 
range of converters. They are available 
from 7.5 kva, 360-500 cycles, to 2 kva, 
1000-1500 cycles. 

Polyphase driving motor and alter- 
nator are both in the rugged R & M 
“All-Weather” design, which keeps out 


{_] Frequency Converters and 
High-Frequency Alternators. 


CL] R & M “All-Weather” 
Motors up to 125 HP. 


Product we manufacture: 


moisture. Separate exciter unit provides 
direct current to the alternator field cir- 
cuit. Rheostat in the exciter field circuit 
permits control of the alternator voltage. 
Pulleys may be changed to provide the 
frequency desired by the user, within the 
range of each unit. 


R & M Motors to 125 HP 


In addition, if you need a motor, whether 
standard or custom-designed . . . motors 
with special housing designs or motor 
parts to fit your housings. . . fractionals 
from 1 /200th HP up—integrals to 125 
HP... write us today. Our motor spe- 
cialists do a scientific job of matching 
the motor to the product or application. 
We can make a real contribution to the 
solution of your problem, 


[] Motor Parts 
for Portable Tools. 


[] Please have a 
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Robbins & Myers, Inc., Motor Division, 
Springfield 99, Ohio 


Please send me, without obligation, information on: 


Motor Specialist call. 
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Name Title 
Company 
Street 
City. State 
Electric Electric & Hand 
Hoists & Cranes 
MARCH 1955 
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No air-moving 






appliance can be 







better than the most 






vital component: 


the air impeller. 









And no one has 






had more experi- 














ence in the design 
and manufacture 
of air impellers 


than Torrington. 





THE 


TORRINGTON 


MANUFACTURING COMPANY 
TORRINGTON, CONNECTICUT 
VAN NUYS, CALIFORNIA> OAKVILLE, ONTARIO 





mines a subordinate’s working en- 
vironment, the best control a su- 
perior has available constructively 
to influence a subordinate’s conduct 
and attitude is the capability to pro- 
vide that environment conducive to 
the subordinate’s and the cormpany’s 
well-being. 

Management can recruit foremen 
from the ranks of union’s stewards 
if the steward’s philosophy can be 
constructively altered to conform 
with management’s philosophy. 

Formen who are demoted to the 
status of workers can be later re- 
instated if they are properly handled 
during and after demotion and the 
reason for demotion was due to 
personnel reduction or to give addi- 
tional training to the foreman. 


Rush H. Pearson 


Personnel Consultant 


ANOTHER ANGLE 
Long Island City, N.Y. 
Dear Sir: 
It was with a great deal of in- 
terest that we read your article, 


“Financial Techniques Tap New 


Markets” (January 1955). 
We agree wholeheartedly with 
the conclusions in it and with the 


theory of expansion while conserv- 
ing capital. 

You speak, however, of the 
manufacturers’ leasing and financ- 
ing plans and their relationship 
with such firms as Commercial 
Credit. You have omitted to 
mention the fact, though, that there 
are independent renters who will 
lease any type of equipment, regard- 
less of the manufacturer, on similar 
terms. 

The advantages to business of 
being able to lease materials han- 
dling, 


ment, 


process, production equip- 
and so on, from a single 
source are obvious. The lessee, un- 
der this plan, also has complete 
freedom in being able to select the 
type of equipment and its manufac- 
turer. In short, he does not have to 
eliminate the equipment of his 
choice simply because its manufac- 
turer does not offer a lease plan. 
M. Silverman 
National Equipment 


Rental, Ltd. 


We excluded mention of lease- 
rental plans which do not originate 
with the manufacturer, so as to 
keep a single frame of reference.— 


Ed. 
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Big help—in any business! 


That’s ofice equipment—-from typewriters to electronic 
brains—a two billion dollar business that brings new 
speed and efficiency to industry each year. 


Good opportunity for investors? 


But to help you decide for yourself, we’ve just pre- 
pared a 28-page report that makes rewarding reading 
for anybody interested in office equipment. 

The report begins with an objective review of the in- 
. explores its past, present, and 
. highlights some of the more important prob- 


lems and opportunities that bear directly on the business. 


Then it focuses in turn on each of 18 leading firms in 
gives you facts and figures on sales, earn- 
ings, dividends——plus a pretty fair idea of just where 
each company stands today—and might stand tomorrow. 
There’s no charge for this report, of course. 
If you would like a copy of “THE OFFICE EQUIPMENT 
INDUSTRY”, simply call, or write— 


Watrer A. Scuoii, Department DR-15 


MERRILL LYNCH, PIERCE, FENNER & BEANE 


70 Pine Street, New York 5, N. Y. 
Offices in 106 Cittes 








- Ne GS 


ae Vee Ss Oe 


and 








Tk ad ’ Announcing the newest, finest _ 
mw 10-key calculating-adding machine 


the 


COMPTOGRAPH 202 


brought to you by Felt & Tarrant Mfg. Co., makers of 
Lil celalemiclulelitm@cluleiiclil-ti-ime.Celel lle m@&ellati elite 
Machine since 1886 





FIGURES FASTER THAN YOU THINK! 














Adds, subtracts, multiplies, even divides. tab-backspacer, AC-DC motor. Single-cycle 
Operates at startling speed of 202 revolutions action eliminates "runaway" tape. Instanta- 
per minute. Automatic Visi-balance window neous subtotals or totals at any time. Direct 
tells instantly your true running debit or action segment printing in two colors, modern 
credit balance without printing subtotal or design, portable. 
total. Speed without fatigue--keyboard de- 
signed to eliminate lateral hand movements. Get more details about this brilliant new 
office performer. Better still, ask for a free 
Exceptionally quiet, all-electric opera- office trial. Simply fill out and return the 
tion. Constant factor multiplication, erase coupon below. 
7 a 
i 
FELT & TARRANT manuractuRING ComPaNy 
: 1722 N. Paulina St., Chicage 22, Il. 
? - Gentlemen: Without cost or obligation— _ The new COMPTOGRAPH CALCULATING- 
e (©)! want more information about the new COMPTOGRAPH [) Please arrange for a free office trial ADDING MACHINE, the COMPTOMETER 
DICTATION MACHINE, and the 
°* Nome = COMPTOMETER ADDING-CALCULATING 
* Company ° MACHINES are products of Felt & Tarrant 
Mfg. Co., Chicago 22, Ill. Offices in principal 
© Address : U. S. cities and throughout the world. 
e City ee. State ’ 
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Watson-Stillman hydraulic extrusion presses are widely used in industry. 
Forcing hot metal through a die, such presses produce simple or complicated 
shapes with speed and economy. The press illustrated exerts a force of 2200 
tons for extruding aluminum. It is typical of Watson-Stillman metal extruders, 
available in capacities from 500 to 5000 tons. Other hydraulic equipment is 


supplied to plastics and metalworking firms, railroads, and industry generally. 


You can buy with confidence from the Watson-Stillman Company Division, 
as from all other Porter Divisions. 
me 


The Porter group of manufacturing units: 
ALLOY METAL WIRE, PROSPECT PARK, PA. THE McLAIN FIRE BRICK CO., PITTSBURGH, PA. 
CONNORS STEEL, BIRMINGHAM, ALA. QUAKER PIONEER RUBBER MILLS, SAN FRANCISCO, CAL. 
DELTA-STAR ELECTRIC, CHICAGO, ILL. QUAKER RUBBER CORPORATION, PHILADELPHIA, PA. 


ESTABLISHED 1848 LACLEDE-CHRISTY COMPANY, ST. LOUIS, MO. THE RIVERSIDE METAL COMPANY, RIVERSIDE, N. J. 
LESCHEN WIRE ROPE, ST. LOUIS, MO. THE WATSON-STILLMAN COMPANY, ROSELLE, N. J. 


WATSON-STILLMAN FITTINGS, ROSELLE, N. J. 


H. K. PORTER COMPANY, INC. 


Executive Offices: Alcoa Building, Pittsburgh 19, Pa. 
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@ New orders still increasing 
e Factories to hire more workers 


@ Fewer delays in collections 


Bumps in the Road 


The American automobile, resplendent with 
chromium and throbbing with horsepower, was 
symbolic of the entire economy as Winter ap- 
proached its end. The 1955 model of the econ- 
omy has the same shock-absorbers (monetary 
controls, unemployment benefits, flexible tax 
policy, price props, and so on) that smoothed 
the slight downgrade last year. The road ahead 
now has several possible bumps: labor disputes, 
international flare-ups, rigorous price competi- 
tion, and economic dislocations as the result of 
automated processes and regional changes. 

While general business is widely expected to 
move with a gentle rhythm in the months 
ahead, individual segments are apparently in for 
some rather strenuous testing. Can the auto in- 
dustry slide down easily in the second half of 
the year (in keeping with seasonal patterns) or 
will the descent from the present heady heights 
be abrupt? Will many other lines, which have 
felt the effects of the auto boom but are not di- 


rectly dependent on it, remain high in the sec- 


ond half? Will the construction industry main- 
tain a high plateau or will it return to the boom- 
bust movements of other decades? 

Last month there were no immediate danger 
signals flashing. Money remained easy though 
not as actively easy as in recent months. Spot 
surveys by Dun & Brapstreer reporters in 60 
cities in 39 states pointed to continued improve- 
ment last month in retail trade, manufacturers 
new orders, employment, construction, collec- 
tions, and other lines. Inventories were growing 
as international tensions and strike threats en- 
couraged some extra buying. New orders for 
machine tools in January were above the level 





stint 


of the prior month which had been the highest 
since the Fall of 1953. 


Let Robot Do It 


The recurrent theme of many labor speeches, 
the displacement of production wrokers by au- 
tomated machines, was reflected in the growing 
productivity of many industries. While factories 
employed about 4 per cent fewer production 
workers in January than they did a year earlier, 
output was up 5 per cent from a year before. 








Weekly Beasin C55 Sig nf 05ts 


SELECTED Latest Previous YEAR 
BUSINESS INDICATORS Weex* WEEK Aco 


Steel Ingot Production 215 215 176 
Ten Thousand Tons 
Bituminous Coal Mined 89 87 72 


Hundred Thousand Tons 


Automobile Production 187 183 137 


Thousand Cars and Trucks 


Electric Power Output 99] 997? 855 
Ten Million KW Hours 
Freight Carloadings 655 644 619 


Thousand Cars 


Department Store Sales 90 92 86 


Index Number (1947—-1949=100) 


Wholesale Prices 110 110 110 
Index Number (1947-—1949=100) 

Bank Clearings 824 888 756 
Hundred Million Dollars 

Money in Circulation 298 297 298 
Hundred Million Dollars 

Business Failures 205 238 215 


Number of Failures 


*Steel data are for the fourth week of February; all others 
are for the third week. 


Sources: Amer. Iron & Steel Inst.; Bureau of Mines: Auto- 
motive News: Fdison Elec. Inst.: Assn. of Amer. Rail- 
roads; Bureau of Labor Statistics; DuN & Brapstreer, INc. 
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e More new corporations than ever before 


e But order backlogs below year-ago level 


e February unemployment rises slightly 


It is generally expected that plants producing 
automation equipment and other improved capi 
tal goods will more than absorb the production 
workers displaced by automation. However, pro- 
ductivity in these plants is itself rising remark- 
ably since they would have the first opportunity 
to use the new automated processes, of course. 
During the past year production workers in 
electrical machinery plants declined by 5 per 
cent while output rose a hefty 12 per cent. 

The decline in the number of jobs in factories 
and mines which amounted to 600,000 during 
the past year was partly offset by new op- 
portunities (about 250,000) in wholesale and 
retail trade, services, government, construction, 
and utilities. This may well be setting a pattern 
for the years ahead as incomes rise with pro- 
ductivity and consumers devote a larger share 
of spending to medical care, vacations, travel, 
entertainment, and Government services such 
as better schools and hospitals and roads. Self- 
employed workers have increased about 400,000 
during the past year, indicating perhaps that 
many laid-off workers have struck out on their 
own. 

It seems very unlikely that unemployment 
this year will match the high level of 4.7 million 
reached in February 1950 when the labor force 
was about four million smaller than at the pres- 
ent time. Even the most moderate estimates of 
total business activity allow for an expansion 
this year which would absorb about one million 
more workers. It is estimated that each addi- 
tional $6 billion in gross national product (a 
gain of $12 billion is widely expected this year) 
provides about one million more jobs. Each year 
about 600,000 job-seekers enter the market. 

Preliminary reports pointed to a slight increase 
in unemployment in February from the 3.3. mil- 


MARCH 1955 a 25 


ee 


7 —_— 








| Cash 
position 
tight? 


HU xperiENnce has proven that 
CoMMERCIAL CREDIT is usually able 
to provide considerably more cash 


than is available from other sources. 


Important also is the fact that 
ComMMERCIAL CREDIT provides funds 
continuously (if needed) without 


negotiations for renewals. 


Our method is quick, with funds 
usually available within 3 to 5 days, 


Commercial 
Credit can 
a(vance 
$25,000 to 
millions 
quickly 


no matter where in the United States 
the user is located. 


It is simple, functions automatically 
without interfering with ownership 


Or management. 


It is reasonable in cost as there are 

no preliminary expenses, no long term 
fixed commitments and our one 
charge is tax deductible. 


For additional facts, write or phone 
the nearest COMMERCIAL CREDIT 
CorPORATION Office below. Just say, 
**I’d like more information about the 
plan described in Dun’s Review & 


Modern Industry.” 


Ba.trmore 1—200 W. Baltimore St. 
Cuicaco 6—222 W. Adams St. 

Los Ance.es 14—722 S. Spring St. 
New York 17—100 E. 42nd St. 


San Francisco 6—112 Pine St. 


A Service Available Through Subsidiaries of 


CoMMERCIAL CREDIT COMPANY 
Capital and Surplus Over $170,000,000 
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lion reached in January when the 
rise was somewhat less than usual 
for that time of the year. Of the na- 
tion’s 149 major labor market areas, 
44 were distress areas (with sub- 
stantial labor surpluses) in January 
compared with 48 a few months be- 
fore, at the time of the previous sur- 
vey. There were no areas with labor 
shortages, while most (90) reported 
moderate labor surpluses. The most 
severely distressed areas continued 
to be in the coal regions of Pennsyl- 
vania, Kentucky, and West Vir- 
ginia. 

Total probably 
moved upward again in February 
from the level of 60.2 in January 
when the total number of jobs 
topped the year-ago level for the 
first time since October 1953. Em- 
ployers’ hiring plans as reported by 
public offices 
foreshadowed further gain in em- 
ployment in the Spring. Length- 
ened payrolls are expected in a 
panorama of industries including 
plants producing cars, aircraft, steel, 


employment 


local employment 


farm machinery, appliances, and 
some consumer soft goods. 


Industrial Production 










Unadjusted Index: 1947-1949 = 100; Federal Reserve Board 
1952 1953 1954 1955 
January 119 132 124 130 
February 126 1337 
March 1 126 
April 124 
May 2 
June 
July 
August 
September 
October 134 136 130 
November 134 130 130 
December 131 124 128 
Wholesale Commodity Prices 
Index: 1047-1949 = 100; U.S. Bureau of Labor Statistics 
1952 1953 1954 1955 
January 113.0 109.9 110.9 110.2 
February 112.5 109.6 110.5 110.5f 
March 112.3 110.0 110.5 
April 111.8 109.4 111.0 
May 111. 109.8 110.9 
June SAY i on, 
July 111.8 ‘ y 
August 112.2 110.6 110.5 
September 111.8 111.0 110.0 
October Lill 110.2 109.7 
November 110.7 109.8 110.0 
December 109.6 110.1 109.5 
Industrial Stock Prices 
Monthly Average of Daily Index: Dow-Jones 
1952 19&3 1954 1955 
January 271.71 288.47 286.64 $97.91 
February 265.19 283.94 292.15 410.007 
March 264.48 286.79 299.15 
April 262.55 275.28 310.91 
May 261.61 276.84 , 
June 269.39 . 
July 
August . 
September ; ‘ 
October , ‘ 
November 276.37 277.09 275.70 
December 285.95 281.15 393.39 


Based on closing prices of 30 industrial stocks. 


Bae NS 


U nexpected Boost in Output 


The recovery in total output 
which began last September was ev- 
ident again last month as most fac- 
tories were busier than usual for 
this time of the year. The index of 
industrial production, which is 
watched like a hypochondriac’s 
blood pressure, probably moved up 
to 133 (1947-1949=100) in Febru- 
ary according to preliminary infor- 
mation from Dun & BrapsTrEeT re- 
porters throughout the nation. 

In January this key index had 
shown that about two-thirds of the 
ground lost during the 1953-1954 
recession had been regained. To 
achieve a new post-World War II 
high, output has only to move up- 
ward six more points. But it would 
be most surprising if the all-time 
peak of 138 reached in March 1953 
were surpassed this year. 

The resurgence in steel produc- 
tion which began last Fall contin- 
ued in February as mills boosted 
operations more than had been ex- 
pected at the turn of the year. Al- 
though weekly production in Feb- 


Consumer Price Index 

















Index: 1947-1949 = 100; U.S. Bureau of Labor Statistics 
1952 1953 1954 1955 
January 113.1 113.9 115.2 114.2f 
February 112.4 113.4 115.0 114.2t 
March 112.4 113.6 114.8 
April 112 P , 
May 4.0 115.0 
June 113.4 114.5 115.1 
July 114.1 114.7 115.2 
August 114.3 115.0 115.0 
September 114.1 115.2 114.7 
October 114.2 115.4 114.5 
November 114.3 115.0 114.6 
December 114.1 114.9 114.3 
Unemployment 
Thousands of Persona; U.S. Bureau of The Ceneus 
1952 1953 1954 1955 
January 2054 1892 3087 3347 
February 2086 1788 3670 3450f 
March 1804 1674 3724 
April 1612 1582 346 
May 1602 1306 : 
June 1818 1562 3: 
July 1942 1548 Ss 
August >04 1240 3245 
September 3100 
October 1284 1301 2741 
November 1418 1699 2893 
December 1412 2313 2838 
Retail Sales 
Billions of Dollars; U.S. Department of Commerce 
1952 1953 1954 1955 
January 11.8 13.1 12.3 13.3 
February 11.7 12.3 12.1 13.0f 
March 12.7 14.0 13.5 
April 13.4 14.2 14.3 
May 14.4 
June 13.8 
July 13.4 
August ; 
September 3.6 
October 14.8 . 14.7 
November 14.0 14,0 14.5 
December 16.9 16.4 17.9 


t Approximation; figure from quoted source not available, 
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What glass means to modern living 
is plainly evident in its glint and 
shine and sparkle all around us... 
glass in building construction, in 
packaging and tableware, in science 
and communication, in medicine 
and industry. 


The dazzling vista ranges through 
tens of thousands of forms — from 
the incredibly delicate filament of 
nuclear research equipment to the 
giant 200-inch mirror of the Mount 
Palomar telescope. Here is a mate- 
rial so versatile that it may be 
kneaded like dough, blown into 
bubbles, drawn into threads, woven 
into fabric, shaped like clay, rolled 


“Vision is Indispensable to Progress’ 


, 


Through glass 


man’s magic view of progress 


and pressed and cut and engraved! 

Glass has companioned the whole 
progress of man, yet only in the past 
100 years and particularly since 1900, 
have we begun to appreciate and 
exploit its almost limitless possibili- 
ties. Today this magic material of 
utility, beauty, safety and efficiency 
is on the threshold of its greatest era 
of development. 

Glimpsing the future through 


glass, we see continuing research, 
improved methods of craftsmanship 
and manufacture achieving amazing 
flexibility, sensitivity and strength. 
By steadily widening the frontiers 
of service for its products, the glass 
industry presents a crystal-clear 
example of how our system of free 
economy leads American enterprise 
to higher and higher attainment on 
the road of progress. 


BANKERS TRUST COMPANY 


16 WALL STREET, NEW YORK 15, N. Y. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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ANOTHER INNOVATION MADE 
PRACTICAL BY U. S. Powerbar 
“TIMING” BELTS | 





Jim has a right to be proud of his latest “do-it- 
yourself’, Using his multi-purpose Shopsmith’* as a 
saw, sander, lathe, and vertical and horizontal drill, 
he found he could do any woodworking operation 
with professional results. 

But just how did the “turn of a dial” make Jim 
a better craftsman? Because he found his Shop- 
smith offered him automatic speed selection — the 
correct speed for every job simply by dialing it on 
Shopsmith’s exclusive Speed-Dial. United States 
Rubber Company’s PowerGrip Timing Belt, which 
operates on a small pulley without slippage in- 
creases the versatility and capacity of this tool. This 


“U.S.” Research perfects it... 


es 
belt has teeth that fit into pulleys and prevent slip- 
ping and creeping. Since it requires no lubrication 
and does not stretch, no maintenance is needed and 
the belt can be completely housed. 

U.S. PowerGrip Timing Belts are making prac- 
tical the streamlining of products (where positive 
power transmission is important), thus increasing 
efficiency and sales. For example, all electrical type- 
writers made today use “Timing” Belts. 

Perhaps PowerGrip can do a job for you. Call or 
write any one of our 27 district sales offices or the 
address below. Our engineers are at your service. 


* Registered trademark of Magna Engineering Corp., Menlo Park, Calif. 


“U.S.” Production builds it... 






U.S. Industry depends on it! 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints «+ Rubber-to-metal Products « Oi! Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plasiic Products «+ Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 








RUBBER 
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ruary had not yet returned to the 
all-time high—it was 8 per cent be- 
low the peak reached in March 1953 


—it was at the highest level since 


November 1953. Output had 
slipped about 30 per cent during 
the recent business pause. The 


steady recovery was expected to 
continue during March and lift op- 
eration slightly above 90 per cent 
of capacity. A further rise to full 
operating capacity would be rather 
unlikely unless the Far Eastern 
crisis should flare into an open con- 
flict. Much of the excess capacity 
represents stand-by facilities for de- 
fense needs. 

With most mills booked through 
the second quarter and into the 
third, there was little indication of 
a possible let-down in steel opera- 
tions until the second half of the 
year. The threat of shut-downs in 
autos and steel (labor contracts will 
be up for renewal on May 30 and 
June 30, respectively) and interna- 
tional have apparently 
spurred steel consumers to boost 


tensions 


their commitments. 

While it is true that auto-makers 
have been absorbing a share of total 
steel output somewhat larger than 
the usual 20 per cent, other buyers 
have been noticeably active. One of 
the most pleasant surprises has been 
the revival of the export demand. 
Wire mils, agricultural implement 
makers, and oil and gas equipment 
producers have entered the market 
with vigor. Strong support has also 
come, of course, from the construc- 
tion steel producers and the appli- 
ance makers, reflecting the de luxe 
boom in building. 


Flood of New Cars 


The production of new cars 
gained further momentum in Feb- 
ruary as weekly output reached a 
new all-time high and topped the 
year-ago level by about 50 per cent. 
Although most industry spokesmen 
look for a market of about 5.5 mil- 
lion new cars this year, output dur- 
ing January and February was at 
the rate of about 8 million, pointing 
to a considerable decline in the sec- 
ond half of the year unless new car 
buyers become more numerous. 


ae Fae feo es ee, eee 


Perhaps the extra purchasing 
power generated by the boomlet 
which has spread from autos to 
other lines may bring unexpected 
shoppers to dealers’ showrooms. 
The steady, substantial growth of 
suburbs, which is reflected in the 
unabating construction boom, 
should call for more cars which are 
an integral part of suburban living. 
Potential car buyers who cannot 
manage payments, even on the easy 
credit terms, which have done 
much to broaden the demand for 
cars, now have a new source of 
financing. The Wall Street Journal 
reports that some mortgage lenders 
—primarily savings and loan asso- 
ciations—will tack car purchases 
onto an open-end mortgage. 

Despite the over-time rates for la- 
bor in most auto plants, dealers 
have managed to shave prices and 
keep sales moving, well above the 
year ago levels. However, cars have 
begun to accumulate with dealers, 
although the spirited consumer in- 
terest and the strike threat make 
the inventory growth less irritating. 

The extra market for many goods 
which appears when inventories are 
allowed to grow may be one of the 
decisive factors this year. Stocks are 
still being closely watched but not 
with the hawk-like intensity of a 
year before. 

Preliminary information from 
manufacturers, wholesalers, and re- 
tailers in 140 cities in 46 states re- 
flected a moderate rise in inven- 
tories during January. In the be- 
ginning of that month inventories 
had amounted to $763 billion 
which was down 4 per cent from 
a year ago. Since total business sales 
were up 6 per cent, buyers were 
certainly justified in feeling that in- 
ventories were less burdensome. 

However, the backlog of manu- 
facturers’ orders at $47.3 billion was 
down 19 per cent from a year ago 
in early January. Further rises in 
order backlogs occurred in steel 
mills, machine tool plants, and 
many other metal-working lines in 
January and February as the rise 
in output was outpaced by new 
commitments. Although the order 
backlog, which is almost entirely 
for durable goods, is down substan- 
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NO MATTER WHAT FUEL 
YOUR COMPANY USES, THIS MAY BE 
May JHE MOST PROFITABLE BOOKLET 
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Read the story behind the Skellyfuel 


LP Gas system that may pay for itself 
in a few years—or even a few days: 


From cover to cover this new Skelly- 
fuel book is packed with vital informa- 
tion your company should know. You'll 
learn about the Skellyfuel consulting 
service, and how you may have a 
Skellyfuel Industrial Engineer analyze 
your fuel needs and frankly discuss 
with you the economics of a Skelly- 
fuel LP Gas system. 


You'll see how the Skellyfuel Indus- 
trial Service assumes all responsibility 
to design—engineer—and install your 
propane-butane system. There are 
facts, too, about how Skellyfuel engi- 
neers train your operating personnel 
and provide continuing services. 


Most important, you'll see the care 
that Skellyfuel takes to give you as- 


“ead 





sured quality and dependable ship- 
ments. You'll read how Skelly Oil 
Company backs Skellyfuel with over 
25 years of leadership in the industry. 
No wonder more and more LP Gas 
users are switching to Skellyfuel. 


And, Skellyfuel is the ideal fuel for 
protection against costly shutdowns 
caused by gas curtailment on inter- 
ruptable contracts. In case of a gas 
cut-off, a Skellyfuel unit may pay for 
itself within a few days of use. 


Many users of heavy fuels are also 
switching to Skellyfuel for better temp- 
erature control and cleaner, more ef- 
ficient heat processing. 


So get the facts now! Write today for 
copy of the new Skellyfuel booklet. 


42>. Skellytuel 


SKELLY OIL COMPANY 
Industrial Division 
605 West 47th Street * 


Kansas City 41, Missouri 
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HERE’S THE INSIDE STORY on the differ- 
ence between cast iron and Ductile 
Iron! In. cast iron (left above), the 
graphite is in flake form. Making for 
brittleness. In Ductile Cast Iron 
(right), it’s formed into tiny spheres. 
This makes for toughness and strength. 


| CAST IRON 
| papamneqpantemaseenasmananenemstennnenan: 


Repetitive flash photography makes it plain that plain cast iron, strong as it is, is 
breakable. 





s 


- NEW TWIST! Once you see this differ- 

OW - 0) : 0) 1 0 0 ence, you understand why Ductile Cast 
Iron is so strong and tough. Why it 

without 


can be bent and twisted 
that Inco-developed Ductile Cast Iron gure 
is a cast iron with exceptional strength 








TODAY, Ductile Cast Iron is a material 
of many varied uses. Everything from 
pinking shears to plowshares—washing 
machine gears to jet plane parts! And 
industry is rapidly expanding its uses 
of this economical cast material. 


An Inco development, Ductile Cast 
Iron is a new material that combines 
the best features of cast iron and 
steel. 

Like cast iron, Ductile Iron has 


Se ae ae good fluidity. it’s easy to cast. It 
| | machines well. 
DUCTILE CAST IRON | Like steel, Ductile Iron is strong 
. and tough (the picture at left proves 
it). Its ductility is outstanding. 
With Ductile Iron, industry is cut- 
ting costs on materials, production, 
maintenance. Write for ‘‘Ductile 
Iron, the Cast Iron that Can Be 
Bent.” Maybe this booklet can show 
you how this new material, greatest 


Ane, | nt e rn at | 0 n al N | C kK e : foundry advance in over a century, 
seh can help you cut costs. The Inter- 
Producer of Nickel, Inco Nickel Alloys, Copper, Cobalt, Tellurium, national Nickel Company, Inc., Dept. 
Selenium and Platinum, Palladium and Other Precious Metals. 126d, New York 5, N.Y. ©1955,7.1..co. 





Under the watchful eye of the strobe camera, Ductile Cast Iron bends and bends. 
No break! 
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tially from the peak of $75.7 billion 
in September 1952, it is still twice 
as large as it was in June 1950 just 
before the Korean clash. 


New Retail Sales Peak 


Shoppers restrained their spend- 
ing slightly in February according 
to spot surveys of retail stores in 66 
cities in 39 states. Nevertheless, the 
estimated volume of $13 billion was 
the highest for any February on 
record. This would result in a year- 
to-year increase of 5 per cent, con- 
siderably less than the gains of 9 
and 10 per cent in December and 
January, respectively. It was most 
unlikely that these very impressive 
increases would hold for retail trade 
has been outpacing personal in- 
come. the South and 
Southwest generally chalked up bet- 
ter sales gains than those in other 
parts. Price reductions sustained the 


Stores in 


demand for a wide variety of goods. 
A further improvement in collec- 


tions last month was reflected in re- 
ports from business men in 66 cities 
in 39 states. While tardiness was 
still discernible in some lines, many 
companies reported that their col- 
lections were less troublesome than 
a year earlier. Since retailers fre- 
quently offer easy credit terms to 
attract shoppers, their collections 
are not quite as prompt as those of 
manufacturers. 

Despite the rigors of revived com- 
petition, recent months have offered 
a favorable climate for new busi- 
nesses which are appearing with the 
frequency of mushrooms after a 
rain. There were more new incor- 
porations in January than ever be- 
fore. The total of 13,181 new in- 
corporations was about 35 per cent 
higher than a year ago with the 
most pronounced year-to-year gain 
in the Mountain States. Should this 
peak level continue, the total for 
the year would top the record of 
132,916 chalked up in 1946 when 
the economy was shifting gears. 
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Fast? A Fostoria Radiant Oven 
heats at the speed of light .. . re- 
quires no warm-up . . . bakes out a 
finish in a fraction of the time re- 
quired by convection ovens. 

You save space—cut costs to the 
nub—improve product quality. 
Read the Tinnerman case history 
at the right. 
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THE FOSTORIA PRESSED STEEL CORPORATION 


Dept. 318, Fostoria, Ohio 


M0 DE 2 N I N 


SOLUTION: 


Install a Fostoria Radiant Oven 












@ Cuts drying time 74%. 


@ Tinnerman Products, Inc. makes faste 
eners—by the millions. 


@ Before Fostoria was called in, they were 


finished in two fuel-fired batch ovens with 


great waste in time and motion. 


@ Two Fostoria Radiant Ovens cut drying 
time from 30 to 8 minutes—freed one 
worker for other tasks—improved work 
conditions. 

Savings like this may be possible in 
your operation. Call your Fostoria 
Representative for the complete 
story. 


Write today for 
informative bookle?, 
“How Thousands of 
Plants Cut Costs.” 














the ARWOOD PRECISION CASTING corp. 
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Venafex® 


ELECTRONIC COPYING EQUIPMENT 
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in a systems operation to speed incoming =3% 
orders through various departments 
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in MINIMUM TIME 
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" The Arwood Precision 
Casting Corporation — nationally known man- 
ufacturers of investment castings, purchased 
STENAFAX because of the versatility of this 
modern facsimile copying machine in repro- 
ducing from all types of copy, including orders 
written in pencil or ink, typed or produced by 
mimeograph, offset or the hectograph process. 
While the mimeograph electronic cutting of 
stencils is their primary use, for their systems 
application Arwood also uses Stenafax to pro- 
duce direct positive dry single copies at mini- 
mum cost. 

As a result of this STENAFAX installation, 
Arwood is able to speed their inter-depart- 
mental paperwork and provide all personnel 
concerned with accurate facsimile copies of the 
customer’s requirements — thereby rendering 
even more efficient service to their customers. 


Low cost OFFSET MASTERS 
are also produced by 


malar. 


Division of Times Facsimile Corporation 
Biltmore Arcade, 43rd St. and Madison Ave., N. Y. 17, WN. Y. 


Simple to Operate 
Versatile - Clean 
Economical + Fast 
Portable - Accurate 
No Chemicals Ever 
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STEERING BOOSTER...seRriEs $23 
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LATEST DEVELOPMENT in POWER STEERING for TRUCKS, BUSES, MATERIALS 
HANDLING VEHICLES, ROAD CONSTRUCTION and MINING MACHINERY 


More compact ... improved in operating characteristics 

. this new Vickers Steering Booster, Series $23 is an im- 
portant new development in power steering for many 
vehicles. Application is much easier because it requires less 
space . and ultimate costs are substantially lower. 
Series $23 thus opens the way to fingertip ease of steering 
for a wide range of additional vehicles. 


Like the preceding models, Series $23 has hydraulic lock 
against road shock. Bumps, chuckholes, blown front tires, 
obstructions, etc., cannot spin the steering wheel or jerk it 
out of control. This is a safety factor of great importance. 


Series $23 Boosters are provided either with (Model S23R) 
or without (Model S23N) an integral relief valve. Model 
S23N is used with Vickers VT16 and VT17 pumps that 
have integral volume control and relief valve. When the 
larger volume Series V200 pump is used and a volume 
control is required in the circuit, the $23N is used with a 
separate combination valve (see Series FM2 below). 
Model S23R is used with the Series V200 pumps that 


ASK FOR NEW BULLETIN M5106 


is a 
P 


. ™ - 
— 


————— 


agi 





butteee é ri: ip pag 
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have no integral valving, for applications where a volume 
control is not required. 


MORE VERSATILE INSTALLATION 


In Series $23 Boosters, the servo ball stud housing is sym- 
metrical, and can be assembled in any one of four posi- 
tions. This and the compactness of the Booster makes 
application easier . . . increases the number of applications 
which can be made without major engineering changes. 
Series $23 Boosters can be mounted interchangeably with 
Models S6-277 and S6-279 Boosters. 


REQUIRES LESS SPACE 


The new booster has been reduced in size by the redesign 
of the servo control valve. The tube connecting the servo 
valve to the rod end has been relocated and is now on the 
same side as the fitting connection. As a result of these 
changes, Series $23 requires less space . . . works in closer 
quarters. 
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Failures 
FUWWWWHES .. 


Edging upward to 939, failures in 
January were the highest in seven 
months. Casualties were 8 per cent 
more numerous than in the com- 
parable month of 1954, and heavier 
than in any January since 1942. 

Contrasting with the rise in num- 
ber of failures, the mortality rate in 
relation to the number of operating 
concerns declined. According to 
Dun’s Faiture Inpex, which re- 
Hlects the annual rate of failure, 
there were 41 casualties for each 
10,000 enterprises listed in the Dun 
& Brapstreet Reference Book. This 
compares with 43 in December; 
the index is adjusted for seasonal 
variations. While this casualty rate 
exceeded the 37 per 10,000 occurring 


SCHOONER AT AN EAST RIVER PIER~~HOWE PHOTOGRAPH 


in January 1954, it remained well 
below the pre-war rate of 55 in 1940. 

The liabilities of January’s fail- 
ures declined slightly, 6 per cent, to 
$37,872,000. But with the exception 
of December, liabilities were the 
highest in seven months. While 
both small casualties for less than 
$5,000 and large ones for $100,000 
or more were not as numerous in 
January as in the previous month, 
moderate-sized casualties _in_ the 
$5,000 to $25,000 class increased. 
January liabilities were 28 per cent 
larger than a year ago. 

Most of the uptrend in failures 
this January from a year ago was 
concentrated in wholesale trade and 
commercial service. Here mortality 
climbed 44 and 45 per cent respec- 
tively, compared with advances of 1 
or 2 per cent in other functions. 

Geographically, January 1955 in- 
creased moderately in most regions; 
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WHY BUSINESSES FAIL 


Classification of Causes of Business Failures, 1954 


Based on Opinions of Informed Creditors and Information 
in Dun & Bradstreet’s Credit Reports 


COMM. 


Communication Problem? 


Solve it 
quickly 
and 

permanently =. 


wna 1 CLAutograph 


—Grasiearé-Forme> TELESCRIBER SYSTEM! 


“Handwritten communications system” 








A completed 
“Instan-Form” 
delivers itself 
as you write! 


There’s no communication problem too tough for a 
TelAutograph Telescriber system, the only system 
that transmits original handwritten messages instan- 
taneously and simultaneously to one or more points. 
Sending and receiving stations can he several feet or 
many miles apart, but each station or stations (se- 
lected by the sender) receives the exact message 
as it is being written! 

















APPARENT CAUSES MFG. WHOL. RET. CONST. SERV. TOTAL 
N ec BMsE sc cco ec teceee betes See ea CO aware es en 3.1 4.6 4.9 4.4 3.2 4.3 Advantages: 
DSO. 05.54 5 Kika kee A Dee 0.5 1.3 1.2 1.1 0.8 1.0 
tn a EL EPO ope ee ee 2.0 2.7 2.7 2.7 1.8 2.5 @ Increases speed and accuracy. 
marty TUMOR a5 s a wade we din ee ms 4: “¥ “y a ye a @ “Instan-Forms” designed to fit your systems. 
ON a fal ag Pe rad ee a 6 eee eee 4 s y Uv. ». i ‘ e Each ““Instan-Form” is a permanent record. 
Pua: fais dnb eA k ab eka ce ka 2.9 6.4 2.7 1.8 3.1 3.1 @ Prevents verbal misunderstandings. 
PEM PONE sn. 8s pad babes eeceves ake 0.2 0.1 0.1 0.2 0.1 @ Eliminates messenger service. 
False Financial Statement................ 0.5 1.1 0.5 0.4 0.5 0.6 @ Reduces number of phone calls. 
Premeditated CQVOTRUE 4 iid cntic fv dcanteks 0.1 0.4 0.2 0.2 0.1 0.2 @ Saves time and effort. 
Irregular Disposal of Assets. .............-. 2.0 4.0 L., 0.9 1.5 1.9 
Se eo lie Eas bor wee od was kau eEl 0.3 0.7 0.2 0.2 0.8 0.3 *TM Reg. U. S. Pat. Off. 
PORN Fo 5a0 Fah eS SRN KV igb' ot 3 we tad 91.9 86.7 90.6 92.0 92.0 90.7 é wei PN la it A a re 
nee WS So oye iy ajncudean ey 55.8 49.3 53.9 31.6 55.7 51.3 | CORPORATION 
Heavy Operating Expenses. .............. 6.8 4.9 3.3 23.1 $.3 6.9 
Receivables Difhiculties.............0c000- 12.6 16.4 6.0 14.9 7.1 9.6 | Dept. DR-53, 16 West 61st Street, New York 23, N. Y. | 
Sventhe sy SCONE 55 ooo ya ha sls eee s cwis 7.5 11,2 11.0 1.4 1.7 8.4 | } j 
ital Cl Bieta Kail ks 6 ie i 35 6.8 5.1 20.0 8.3 , Please send me brochures on TelAutograph’s use in (Check box): ' 
i RE og OE ry Pee Fae 0).4 0.7 4.4 0.5 1.1 2.5 : 
| ! -»g Transportation Control 
Competitive Weakness. ..........0...000- aa: tes tae 2 i a3 C) Sales Orders LJ Transportation Contro | 
CNET Sowing cxasVaokds pea erelh icwbix 4.9 4.1 3.2 6.3 2.9 4.0 [] Production Control [] Central Files 
Ss AS REE Raabe We Pee | LSD lp 1.8 2.0 1.3 1. 0.9 1.4 | ©) Materials Control (] Announcing | 
SNS. oan La sold wages cee e ds Dk rete | 0.9 1.1 0.6 0.2 0.4 0.6 [] Quality Control ["] Without obligation please } 
SPE et a a 0 Gd sob se ate ean Oia de Aah bee Tee 0.3 Q.1 0.1 2 0.1 ? : 
et EOPEEE CPOE RTE Oe ee) Eee ee 0.1 Be 0.1 AEDs Mie 0.1 | O) Job Costs & Accounting have a systems analyst call. | 
Eappiaees: Pratl, x5 ii fen cece nous sacaees 0.2 0.3 0.1 0.2 0.1 0.2 i j 
PES tis ks «haa sad doen eRe eR RaTN 0.2 ond 0.1 0.3 0.1 0.1 Name.........-.-.0e0e0e. 
CI bok os whan Od  bdeeek bee tee Ree 0.4 0.3 0.3 0.3 0.3 0.3 | Soret , 
| FOOT. cccccccccccess 
Seog, oe 0.3 0. 0.5 0.7 0.8 0.5 
eae: SININ a S a s 5c oes s eas vc GD een ).3 4 / pee | City State } 
While the percentages in the broad categories of apparent causes of failures (Neglect, Fraud, Inexperience, and so on) | C Titi I 
add to 100 per cent, the sum of the specific causes may exceed the total for the category because some failures are attributed ompany itle om 





to a combination of specific causes. 
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Photo above shows one-man Louden crane unloading ton of 
tubing. Small sketches show crane aligning with transfer section 
so load can travel to adjoining crane, without setting load down, 
to storage in west side of plant. 
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Diagram showing arrangement of overhead crane system. Three 
aisles of C. A. Roberts warehouse are for storage, two as pas- 
sageways. Nine Louden Cranes and fifteen transfer sections give 
complete warehouse coverage. A load can travel to any point 
without rehandling. 





Again Louden engineered handling 
shows how it can save space, reduce 
handling and increase production 


Over and over again experience shows you can’t buy 
efficient, speedy, economical materials handling ‘‘across 
the counter.’’ Right handling is tailored to your needs. 
Here is an example. The C. A. Roberts Company, 
‘Steel Tube Specialists’’ of Franklin Park, Illinois, ware- 
houses steel tubing of every size and length. In its old 
building, this company had overhead handling but 
neither integrated nor complete. Excessive rehandling 
and delay resulted; the company had to maintain a 
handling force up to 6 men. In laying out its new 
building, a Louden representative planned and delivered 
an integrated handling system able to cover every inch 
of floor space. “‘We can move north, south, east or west 
in our building with Louden equipment, which definitely 
means more storage space, less handling of tubing and 
an increase in production.’’ Two officials estimate pro- 
duction can be increased up to 100%, loading-unloading 
time cut 50%, and every bit of floor space utilized. Of 
all the suppliers checked, only Louden could furnish 
the bridging system that enables them to move tubing 
from wall to wall with one crane. 

Here is the essence of Louden overhead handling... 
engineering, experience and equipment capable of turning 
to greatest account the inherent and fundamental advan- 
tages of overhead handling. At the very least you should 
find out what the best engineering recommends. 





New! Louden Shokpruf Electrification for all monorail and crane in- 
stallations. Hazards of open conductor bars. now completely 
overcome by this exclusive Louden engineering development. 
Write for full details of this safe conductor system. 


THE LOUDEN MACHINERY COMPANY 
5503 Broadway, Fairfield, lowa 
A Subsidiary of Mechanical Handling Systems, inc. 


Guden 


MONORAIL & CRANES 
SINCE 1867..THE FIRST NAME IN MATERIALS HANDLING 
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“LIGHT UP’ for MORE SALES 


we NEW 
INSTALIVE , 








The New Positive-Action 


INSTALITE® Windproof Lighter — 
A Constant Reminder of YOU and YOUR Product 


Every time—every day when your customers or 
prospects “light up” they'll be reminded of you 
or your product! Quick, easy pressure of thumb 
opens closed cap, strikes light instantly! Re- 
lease . . . it's out! They'll keep on using the new 
INSTALITE because of its surefire action—and 
the new, scientific design that does away with 
thumb-irritating abrasive wheels. Eye-catching 
in brilliant chromium, with your name showing 
through in gold color, engraved on reverse side 
of case. 


THE EXECUTIVE LINE 


Unusual Bill Clips © Letter Openers © Tape Measures 
© Novel Paperweights © Calendars @ Pen Sets © Pocket Knives 
Ash Trays and Many other items for advertising 
The EXECUTIVE LINE products are available 
from most good Advertising Specialty firms. 
Send for illustrated catalog of The Executive Line. 
Enclose $2.50 for sample No. 855 
INSTALITE Windproof Lighter. 


THE EXECUTIVE LINE * 138 W. 54 St., N.Y. 19, N.Y. 





4 


strictly 
on the 


QUALITY $ 

















@ WE ADMIT WE'RE PAINSTAKING about 
even the smallest details of every desk that 
wears the “ID"’ trade-mark. For exactly 50 
years, this Indiana Desk symbol has been ac- 
cepted by American businessmen as a gvar- 
antee of excellence. Careful selection of woods 
and skilled woodcrafting have kept Indiana 
Desks the standard of value. We intend to 
keep it that way .. . always. 


Don't settle for less than proved- 
quality desks — the kind you'll 
find at your nearest Indiana Desk 
wowace = Co, _~Inc. dealer's. Write right 
msnture now for his name. 
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the New England toll was the 
heaviest in over two years, and the 
Middle Atlantic toll reached a nine- 
month high. 

The number of concerns failing 
in the 25 largest cities edged up 4 
per cent from December while they 
rose 1 per cent in the balance of the 
country. Boston and San Francisco 
reported marked increases from the 
previous month and a year ago. 


Fattures By Divisions or INpusTRY 


7 Number-~- Liabilities. 
(Current liabilities in Jan. Jan. Jan. Jan. 
millions of dollars) 1955 1954 1955 1954 


Mininc, Manuracturine....195 192 11.6 11.4 
Mining—Coal, Oil, Misc... ... 4 4 0.2 0.4 
Food and Kindred Products. oe Be, oe 2.3 
Textile Products, Apparel... .. 4% 3 24° 28 
Lumber, Lumber Products.... 23 21 0.7 0.9 
Paper, Printing, Publishing.... 14 17 08 0.5 
Chemicals, Allied Products.... 3 oO: aS 
Leather, Leather Products..... 12 . oe ae 
Stone, Clay, Glass Products.... 2 se 8 
Iron, Steel, and Products... ... 14 10 14 O8 
Te cc bakes See ae ES 
Transportation Equipment.... 6 ae ae Be 
Miscellaneous. ...........0.. (oe Ge 2 
’ WHOLESALE TRADE.........-. 114 79 4.4 3.2 
Food and Farm Products... .. . 30 20 14.0 0.6 
OS SOE PY Et ae 5 > ... ae 
I eo hs ins aie aed 5 oo? © oe 
Lumber, Bldg. Mats., Hdwre... 12 De ae 
Chemicals and Drugs......... 4 6 O11 0.3 
Motor Vehicles, Equipment... 4 4 O11 O.1 
Miscellaneous............... bee Ne fo 
I Pe So a icta 6 456 450 96 8.6 
Food and Liquor............. 83 71 16 60.8 
General Merchandise......... oo ae i a 
Apparel and Accessories....... i ie. ae Be 
Furniture, Furnishings........ 7-2. to 
Lumber, Bldg. Mats., Hdwre... 24 22 066 0.7 
Automotive Group........... | es. ee Ee 
Eating, Drinking Places....... ee. te a 
IN ass since ewan ote 2 11 10 600.2) «(0.2 
Miscellaneous. ..........+.+% 63 46 #12 £«0.6 
Oy ee 87 86 90 3.2 
General Bldg. Contractors..... r ie oe oe 
Building Subcontractors. ..... _ oy eee SBN 
Other Contractors. .......... 5 8 0.5 0.4 
CoMMERCIAL SERVICE........ Be ae © See 
Toratu Untrep STAres........ 939 867 37.9 29.6 


Liabilities are rounded to the nearest million; they 
do not necessarily add to totals. 


Tue Farture Recorp 


Jan. Dec. Jan. P.C. 
1955 1954 1954 Chg.t 


Dun’s Far_ure Inpex* 
Unadjusted. 42.9 40.3 394 + 9 
Adjusted, seasonally 40.9 42.9 36.8 +11 
939 917 867 + 8 


NuMBER or FaILuRes. 


Nu MBER BY Size or Desr 


Under $5,000...... 133 152 134 — 1 
$5,000-$25,000.... 484 437 427 +13 
$25,000-$100,000. . 256 250 249 + 3 
$100,000 and over. . 66 78 57 +16 
Numser By INpustry Groups 
Manufacturing..... 195 204 192 + 2 
Wholesale Trade... 114 98 79 +44 
Retail Trade....... 456 413 450 + 1 
Construction. ..... 87 130 86 + 1 
Commercial Service. 87 72 60 +45 
LIABILITIES in thousands) 
ee $37,872 sto, 103 $29,592 +28 
WS Boo ean edo 39,000 40,925 29,906 +30 


*Apparent annual failures per 10,000 listed enter- 
prises, formerly called Dun’s INso_tvency INpDeEx. 
tPer cent change, January 1955 from January 1954. 


Business Fattures include those businesses 
that ceased operations following assignment or 
bankruptcy; ceased with loss to creditors after such 
actions as execution, foreclosure, or attachment; 
voluntarily withdrew leaving unpaid obligations; 
were involved in court actions such as recewership, 
reorganization, or arrangement; or voluntarily 
compromised with creditors out of court. 


Current Liasiities, as used in the Failure 
Record, have a special meaning ; they include all 
accounts and notes payable and all obligations, 
whether in secured form or not, known to be held 
by banks, officers, affiliated companies, supplying 
companies, or the Government. They do not in- 
clude long-term, publicly held obligations. Off- 
setting assets are not taken into account. 
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THE ““ONE-WRITE’” WAY TO RUN A BUSINESS 


Colitho Division, COLUMBIA RIBBON AND CARBON MFG. CO., Inc. 
853 Herb Hill Road, Glen Cove, N. Y. 


Send ».1e Folio of Colitho Appli cation Ideas. 
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: Ti HERE are many factors, personalities, and groups 
to be considered and consulted when purchasing another company or 
plant. Here is a discussion by an authority in the field regarding the rea- 
sons why it is advantageous to buy or sell and what must be done in order 
to bring the transaction to a satisfactory conclusion. 


HOW TO BUY A COMPANY 


YW 


Nf, ARE a business man responsible 
for running a vigorous organization and you 
want to expand. Maybe you think that buying 
an established plant is your answer. How do you 
go about it? 

The question may seem elementary, but in 
my experience at least it has proved not to be. 

A business to-day is a complex and unpredict- 
able organism. There is an infinite variety of 
reasons why some prosper and multiply, and 
why others die, by selling out or by going under 
or otherwise losing their corporate identity. 

For any business man interested in expanding 
his capacity or his product lines through pur- 
chase of an established plant, it is important to 
be able to diagnose just when a company is ripe 
to sell—when, although apparently healthy, 
there are sound reasons for a change. 

The symptoms are not obvious, and the pros- 
pects—profitable ones—are hard to find. At the 
National Gypsum Company we have an average 
of one company a day offered to us for purchase 
—“merger” in the diplomatic vernacular of busi- 
ness—by brokers, banks, and investment houses. 
Not once have we bought a plant which came 
to our attention through these sources. 

Finding these prospects is a job that we have 
had to do pretty much on our own. There are 


CITY WITHIN A CITY 
ROCKEFELLER CENTER, N. Y. 


JOHN C. BEST 
Vice-President, National Gypsum Company 


certain obvious indicators and yardsticks to 
help guide you, but there is still a certain amount 
of playing by ear. 

Since 1937, when the company of which I was 
then president was taken over by National Gyp- 
sum, I’ve had the privilege and the excitement 
of negotiating the “merger” of 20 plants for 
National Gypsum. These have been mostly in 
the $2 to $5 million class, although some few 
went as high as $10 million. And for each suc- 
cessful negotiation there are a dozen which 
don’t go through. 

Some points of this experience may be useful 
to a business man confronted with the problem 
of how to buy a plant. 

The first step, of course, is to analyze care- 
fully your own reasons for wanting to buy es- 
tablished manufacturing facilities. Your own 
special requirements will pretty much dictate 
the type of plant you want to buy, its product 
line, its location, and the terms under which you 
will buy it. 

You can obviously have any number of rea- 
sons why you want to buy a plant. Here, in no 
particular order, are some of the commonest 
ones: 

1. To insure your supply of basic materials 
—to guarantee the quality and service you think 


you need. For example, one of our principal 
products is gypsum board—gypsum sandwiched 
between sheets of a special heavy paper. We 
had difficulty getting the quality and tonnage 
of paper we needed, so we decided to buy some 
paper mills and make. our own. The savings 
have been enormous. We also bought our own 
freighters to bring down gypsum rock from our 
Nova Scotia quarries to our Eastern seaboard 
plants. These are just a few steps in our pro- 
gram of vertical integration. 

2. To achieve uniformity in your selling pat- 
tern. You may buy a plant to fill in gaps in 
your product line, in order to take maximum 
advantage of your national advertising (not to 
waste it in an area where you can’t supply the 
product because freight rates or warehousing 
costs make the price prohibitive or non-competi- 
tive). We are set now so that each of our 23 
sales offices can sell our complete line of build- 
ing products. Thereby we waste none of our 
national advertising. 

3. To supplement present product lines with 
additional products which fit in logically with 
your present product pattern. You might call 
this horizontal integration. For example, re- 
cently we added paint to our selection of build- 
ing materials, This was a logical addition—it 
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conformed to our philosophy of expanding only 
in lines which fit comfortably into our sales pro- 
gram. Any new product must be consistent with 
the operations of our national sales force. If 
we can increase the selection of products which 
the same salesmen can market conveniently we 
are obviously making more efficient use of the 
sales force. 

On this count, incidentally, about 90 per cent 
of prospective plant purchases are ruled out. 
Their lines may involve a type of selling with 
which we are not familiar, or equipped for. 
Products such as concrete block, sand and 
gravel, or storm doors and screening, all of 
which are undeniably building materials, still 
involve either localized, or almost door-to-door 
selling. Some products are too heavy to be 
shipped any distance economically; others 
(storm doors) require specialized servicing— 
therefore they can’t be handled efficiently by a 
national dealer sales organization. So we don’t 
handle them. 

4. By diversifying your product lines obvi- 
ously you broaden your base and become less 
vulnerable to cyclical factors in the economy. 

5. To acquire the management skills of the 
company you buy. 

6. To place yourself in a better competitive 
position with respect to a market—where a fa- 
vorable plant location will overcome problems 
of prohibitively high freight rates, high ware- 
housing costs, and so forth. 

7. The possible effect on competition must be 
considered. It is a delicate point in that approval 
of the merger may depend on the approval of 
the Department of Justice. 

8. To gain tax advantages in addition to in- 
creased productive capacity, that is, a tax loss 
carry-over. In our own case, this has never been 
a factor. 


9, The expansionist psychology—expanding 


for the sake of expanding. We don’t believe in 
this, and I doubt that it’s ever a sound business 
practise, but undoubtedly there have been in- 
stances where a company has added plants out 
of the sheer joy of empire building. 

So much. for the reasons why you may want 
to buy a plant. Whatever the reason—it will 


strongly influence the conditions under which 
you buy. And although the reasons may vary 
greatly, there is one inflexible rule you must 
observe if you are accountable to stockholders. 
In buying a company you cannot risk diluting 
the stock of your own company. You must ex- 
pect to realize at least as much per share from 
the new acquisition as your present earnings. 
This, of course, after figuring all the cost-cutting 
angles—elimination of waste, selling the newly 
acquired production through your own. sales 
force instead of brokers, and so forth. 

Rule number two—with us anyway: Don't 
buy a plant or a product line which doesn’t rep- 
resent a substantial capital investment. That 
way you're likely to avoid a lot of fly-by-night 
competition. The new acquisition otherwise 
could be more of a nuisance than it’s worth. 


Why Should They Sell 


Now what is it that persuades an established, 
solvent company to sell? The reasons are many, 
and the signs are important to recognize for 
the prospective buyer seeking a profitable deal. 

1. A one-line company serving a multiline 
market may be a likely candidate for purchase. 
The greatest cost and risk of running a company 
to-day is not in production, but in marketing 
and distribution. A single-line company may not 
be able to support a costly sales organization. 
And these days the buyer of products, particu- 
larly in the building materials field, is inclined 
to buy an integrated line; a variety of related 
products made by one manufacturer on whom 
he can place the entire responsibility tor quality 
and performance. Naturally the dealer will stock 
the integrated line rather than take on the con- 
fusion of a lot of individual products sold to him. 
by a lot of different salesmen representing a lot 
of different companies. 

Briefly, it’s often too expensive today for a 
company to sell a single product with a national 
sales organization. 

2. Family businesses. A family-controlled bus- 
iness with no capable or interested offspring to 
carry it on will probably be amenable to selling. 
Also, a family controlling a single-line business 
may recognize the need to diversify—but not 
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want to. All the fun and serenity of running a 
comfortable, old family enterprise would be 
gone. They’d be getting into an entirely differ- 
ent type of competition. They deliberately want 
to keep it small. Since they can’t and still sur- 
vive, they sell out. 

3. Taxes are often a considerable factor in 
persuading a company to sell out. Exorbitant in- 
heritance taxes in the event of the owner’s death 
might sink the company anyway unless he sells 
out before he dies. 

4. The complexity of business often discour- 
ages the family owners or managements of small 
businesses. This is not particularly hard to un- 
derstand. Frequently the management seems to 
be doing just about everything but creating a 
product. At National Gypsum we have over 20 
different types of payroll deductions and pay 
taxes to 302 different taxing authorities. Labor 
problems help add to the confusion and dis- 
couragement. 

5. Quick-profit psychology on the part of the 
management. Certain managements have a rep- 
utation for turning a fast buck and getting out. 
Occasionally you can persuade this type of man- 
agement to sell out to you under circumstances 
that are mutually profitable. 

This is not by any means a complete fever 
chart of a company about to sell out—but the 
reasons given will help to point you in the right 
direction. 

Now assume that you have surveyed the in- 
dustry in which you want to buy, that you have 
ruled out companies too big and too small, that 
you have analyzed the equipment of prospective 
plants and assayed the locations, freight rates, 
competitive situation, and so forth. 

Eventually you find a plant or company that 
seems to measure up to your needs in most re- 
spects, and you are ready to move in. You can 
practically always make the direct approach to 
their top management without any difficulty. 

When you first talk to a prospect, it is im- 
perative that you create in his mind a feeling of 
confidence in the company that you represent, 
and in yourself as negotiator for your company. 
There are many ways in which you can do this 


Continued on page 104 
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HOW CAN TRADE ASSOCIATIONS 
AVOID ANTI-TRUST HAZARDS? 


WALTER MITCHELL, Jr. 


Trade association activity is an important adjunct of business. By be- 
coming a member of a trade association a company automatically 
comes under the scrutiny of the Department of Justice and the Federal 
Trade Commission. This may sound dangerous, but it doesn’t have to 
be. How to do the right things in the right way and avoid possible pit- 
falls is the theme under discussion here. 


M ANY business men are familiar with 
the social problem that lies behind the Sherman 
Anti-Trust Law and related legislation, and 
they are aware that Government disciplinary ac- 
tion is being brought continually against viola- 
tors. Yet each is likely to consider the Anti- 
Trust Law as something distant and foreign to 
his operation. 

For that small minority of business men who 
have been named defendants—along with their 
trade associations—the Anti-Trust Law is a very 
real and troublesome thing. Although that 
minority is small, percentagewise, it is big 
enough in numbers so that every executive has 
heard some stories about the complications and 
expense of defending such action, or the diff- 
culties of operating under the decree that may 
result from mutual consent or judicial decision. 

“Can this happen to me?” is a natural ques- 
tion. Your attorney will tell you that it could 
happen to you if you are a member of a trade 
association, but that otherwise such trouble is 
extremely unlikely unless you have adopted fla- 
grantly unfair practises intended to restrain or 
damage the business of a competitor. 

Does this mean that you should resign from 
your trade association or refrain from joining 
it? Decidedly no, in 98 cases out of 100. Perhaps 
in 2 per cent of the cases the association’s activi- 
ties include efforts to fix prices, discourage new 
competition, or develop other illegal restraints 
of trade. As a member of the association or the 
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industry, you already know or can easily find 
out about such activity. Certainly you remain a 
member of a price-fixing organization at your 
own risk and peril. The risk is considerable 
and rather futile from what I have learned in 
20 years of working closely with trade associa- 
tions. For example, very few attempted con- 
spiracies have ever succeeded in raising, or even 
holding, prices. Many manufacturers have seen 
or heard such an effort fall apart. Such a fiasco 
occurred very recently at a luncheon meeting in 
a New York club. 

The important part of the picture is the 98 
per cent (admittedly an estimate) of associa- 
tions who are carrying on programs completely 
legal in character, and in almost every instance 
highly beneficial to the members. Refraining 
from trade association membership because of 
the small Anti-Trust hazard in these cases, 
would be a little like avoiding automobile trans- 
portation because people occasionally are killed 
in automobile accidents. 

However, any business man, in his dealings 
with his competitors, whether through a trade 
association or in informal contact, can minimize 
his hazard of Anti-Trust violation. The basis 
for keeping out of trouble does not require you 
to become a lawyer. In fact it may help you to 
appraise and temper the judgments of your legal 
advisers in some instances. Legal counsel has 
been known to pull a corporation out of a trade 
association because of a rather remote chance 
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of Anti-Trust trouble, without giving careful 
consideration to.the relative advantages of mem- 
bership and the certain loss to the corporation 
by its withdrawal. 

This discussion is properly and intentionally 
directed to business executives—the members of 
trade associations—rather than to the salaried 
executives of the associations, because you are 
the people that need the information. Review 
of actions by the Department of Justice and the 
Federal*Trade Commission against trade asso- 
ciations—and they usually name specifically a 
goodly batch of members of the association in 
the complaint or indictment—shows that it is 
usually the member and seldom the association 
executive who initiated or advocated the activity 
that caused the trouble. 

For example, price-fixing efforts commonly 
originate with association members who are 
beset with the cut-throat price competition in 
their industry and are worried by shrinking 
profits or swelling losses. Much more innocently, 
many legal association activities have been 
thrown into a wrong perspective by public pro- 
nouncements and accidently misleading corre- 
spondence between association members, mak- 
ing the proper activity appear illegal. 

In fact it is marvelous to behold how a group 
of business men organized as a trade associa- 
tion can get into trouble by doing the right thing 
the wrong way. Careful study of the complaints 
issued by the Federal Trade Commission would 
probably reveal that several times as much 
blame has been distributed as was ever 
served. Convictions, cease and desist orders, and 
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consent decrees are, of course, no proper indica- 
tion of the amount of blame that was deserved. 
Conversely, neither the record of cases dropped 
by the Government, nor those won by the forces 
of business in hearings and trials, indicate the 
damage suffered by the innocent. 

Continued on page 118 
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Management Sel f-A udit 
for Smaller Compantes 


Faced with economic death or decay, 
many a company calls on management consultants—the doctors 
of the industrial world—to perform a complicated reorgan- 
ization that might have been avoided by a modest amount of 
preventive care. Here a consultant who has helped save several 
companies from early graves tells how their managements 
could have done the job themselves, if they’d been forehanded. 


J NACCURATE though the weather- 
man may be, storms seldom arrive without 
warning; and a company seldom stares failure 
in the face, except at the end of a long road well 
marked with signals of distress. 

The day when operating cash is incontestably 
inadequate to operate with, or when Cancella- 
tion of a big order or threat of a big strike brings 
things to a head, may always seem to come sud- 
denly, almost unannounced. But even the man- 
agement that feels its hopes have been betrayed 
by some hostile element can usually go back 
along the route—after the fact—and discover 
warning signs it had failed to take gravely at 
the tinie. 

Why the company found itself in the hole it 
is in seems only of academic interest to its own- 
ers and its managers. They’re more interested 
in how to get out. 

The business community as a whole is very 
interested in knowing what shoal the ship foun- 
dered upon; it wants to place a buoy to warn 
off future travellers in those industrial seas. 
Did management figure that friendship or pres- 
tige would get it by, though quality was de- 
clining, prices weren't competitive, selling was 
sluggish, or delivery was inadequate? 

Were 
reputations or relying on relatives to save them? 
Was supervision taken as a necessary evil and 
allowed to stagnate? Were employees taken for 
granted and permitted—or forced—to take up 
attitudes of hostility? Was Topsy the patron 
saint of the organization chart? Did manage- 
ment place too much confidence in prayer and 
too little in charting its objectives? Was what 
satished granddad—in product, plant, perform- 
ance, and precedures—allowed to become the 
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7 M’s of a Successful Business 


VIONEY........sufficient operating cash 
VIANAGEMENT.......sound leadership 
MERCHANDISE .......a salable product 
VIEN.............€0-operative workforce 
VIARKET.............go0od distribution 
VIACHINERY.........adequate facilities 
VIARGIN.........normal or better profit 








ALFRED G. LARKE 
Employer Relations Editor 


goal of his grandsons in present-day operations? 


Quit asking questions and help get us out of 
this mess, is likely to be the management’s plea; 
we'll never do it again. And, indeed, they prob- 
ably won’t. For, if the company doesn’t go 
bankrupt—if it’s one of the lucky ones not too 
far gone for resuscitation—it will call in the 
doctors and be reorganized. 

Reorganization is usually very hard on past 
managements. 

Desire to succeed is common, among manage- 
ments that run into trouble as well as among 
those that succeed. Desire breeds hope, hope 
sometimes engenders blindness. How to avoid 
it? 

Prevention and Cure 


The really big companies usually keep enough 
industrial medicine men in attendance so that 
they’re able to get an impartial outsider’s view 
of what they’re doing often enough to remain 
realistic. Too often the medium and small plant 
can’t afford expert care until it is im extremis. 
As rigor mortis is about to set in, the owners 
cry, “Doc, save us!” And, amazingly, the man- 
agement consultants often do. 

As a matter of fact, probably a much higher 
percentage of the work of management consult- 
ants is preventive than is that of their physical 
cousins, the medical doctors. 

Nevertheless, many of them have experience 
in curing industrial illnesses, too. One of these 
is Joseph H. Quick, who is currently senior 
partner in The Work Factor Company, as well 
as president of a totally unrelated concern man- 
ufacturing specialized electronic equipment. 

But Joseph Quick and another partner have 
ventured into a new kind of activity that might 
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be labelled “Presidents-for-Hire.” Quick, as head 
of the electronics company, is in the presidency 
of the second corporation he has been asked to 
reorganize. Another partner is president of the 
subsidiary of a large corporation. He launched 
the new enterprise and remains as president 
pending mutual agreement that the concern is 
on its feet and can go it alone. 

While this may be an unusual approach to 
the solution of company organization prob- 
lems, it is an example of one method that may 
have some unique advantages. 

Chosen by worried stockholders, they are men 
who frankly occupy the driver’s seat only be- 
cause it is the best position from which to drive, 
and they get out when they and their clients 
think the companies are back on the road to 
growth, stability, and profits again. 

Quick, a tense but talkative man of 40-plus-a- 
few (no subject is too picayune for him to try 
to pick information about it from the brains of 
anyone he speaks with), no doubt likes reor- 
ganizations, or God would not have given him 
so many to handle. 

Yet his strongest advice to a company not in 
the process of reorganization, is simply this: 
“The best reorganiZation program is the one 
which begins before real trouble sets in and fin- 
ishes before anyone outside the company knows 
about it.” 

“Even if your company hasn’t reached the 
failing stage,” he says further, “and even if it 
appears to be in good condition, make a periodic 
audit of its condition.” 

The market for free advice being what it is 
and always has been, he is probably risking very 
little in telling companies how to keep the doc- 
tor from the door. But the management looking 
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for a bargain may find good advice in his sug- 
gestions. A self-audit is better than none. 

Growth, stability, and profit are necessary 
to the success of a company, Quick says. To 
achieve these, there are seven prerequisites: a 
salable product, good distribution, sound leader- 
ship, a co-operative workforce, sufficient operat- 
ing cash, adequate facilities, and a normal or 
better margin of profit. 

Many businesses have survived a long time 
without measuring up in all these respects, he 
admits. But in such a case he’s convinced that 
some factors are available in overabundance and 
are working overtime to offset the deficiencies— 
which is risky and creates instabilitv—or the 
business is actually in the process of failing. 

To determine just how a company stands, 


Quick and his partners have found some 120 
separate functions the organization must per- 
form properly if it is to succeed. 

Of the total list, the thirteen contained in the 
tables below—eight bearing on internal symp- 
toms of failure and five on external symptoms— 
are the key factors. 

The tables indicate the conditions found in 
three companies into which Quick and his col- 
leagues were called to put their houses in order. 

All three companies showed up very poorly 
on the checklist of external symptoms—little or 
no profit, few or no dividends, inadequate op- 
erating cash, product poor in quality or salabil- 
ity, growth erratic or declining. 

Most significant weakness among the internal 
factors was in the quality of top leadership. This 





kind of inadequacy showed up in sloppy organ- 
izational structure, low operating efficiency, 
sketchy or non-existent plans for the future, and 
self-delusion as to business outlook. Even the 
companies that had good backlogs—on paper 
were losing old orders faster than new sales 
could be made, because of poor product and 
poor delivery. 

Weakness in one factor had its effect on other 
factors. Two companies, for instance, had new 
products in design, but poor planning, lack of 
administrative follow-up, and possibly the ab- 
sence of clear-cut lines of authority and responsi- 
bility, kept delaying development and introduc- 
tion of the new products. 

Again, a tendency to plan survival from day 
to day had produced expectation of failure 





How three co mpantes stacked up 








1. Executive Staff 


I INTERNAL SYMPTOMS OF FAILURE 


a — — 


COMPANY A—Subsidiary 
of large electronics com- 
pany (2,000 employees) 


Extremely weak, no top lead- 
ership 





2. Supervisory Personnel 


3. Labor Force 
responsibility ) 


business, products facilities) 


6. Plant and Facilities 





cost controls, methods, etc.) 
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open orders) 


4. Organization Structure (lines of authority and 


5. Company Objectives (plans for growth, for new 


7. Operating Efficiency (quality controls, delivery, Poor 


8. Business Backlog (contracts, firm sales, forecasts, 


753°%, good, 25°, inadequate 75 


Good. co-operative 





Satisfactory, some gaps 


COMPANY B—Small 
sporting arms Company 
(600 employees) 


Some good executives; no 
top leadership 
good, 25 
Good, unco-operative 


Poorly defined, many gaps 


Some plans, but weak and No plans at all for growth Some plans, but weak and 


COMPANY C—Appliance 
company (900 employees) 


Extremely weak, no top lead- 


ership 


inadequate 25°, good, 75°% inadequate 


Fair, co-operative 


Poorly defined, many gaps 


























haphazard haphazard 
Satisfactory Poor Satisfactory 
Poor Very bad 
Substantial but vanishing be- Small, insecure, poor deliv- Fair, but vanishing, lack of 


cause of non-delivery of past 
orders 


ery, quality, obsolescence 


sales effort. obsolescence 





1. Profits, 5 years preceding reorganization 


2. Dividends Paid, 5 preceding years 


3. Cash 





4. Product 


5. Growth—Sales, 5 preceding years 





Ii EXTERNAL SYMPTOMS OF FAILURE 





COMPANY A 








Net loss $1.5 million Less than 2 


taxes 


COMPANY B 


on sales before 


COMPANY C 
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Less than 2°” on sales before 


taxes 








No profits to parent None 





Exhausted, needed new Seriously 
money 





Not proprietary, only fair Obsolete. poor quality 


quality 





Steady decline 





inadequate 


Steady decline 





Insignificant 


Inadeq uate 
Obs lete. excel lent quality 


Fluctuated acutely 











among the employees of one company. Part of 
the operating inefhiciency could be traced to this 
kind of demoralization. 

At a certain point, Quick finds, the atmos- 
phere of failure begins to feed itself and increase 
at a geometric rate. When the organization at 
large begins to sense things are going wrong, 
some executives who should be giving leadership 
tend to withdraw into their own specialties. As 
if to build up a safe record to cite when the ex- 
pected crash occurs, the production man, for 
example, may ostentatiously ignore a bad sales 
situation instead of concerning himself with the 
grave company-wide implications of the sales 
picture. 

With serious defects in the internal set-up of 
three companies, there is little reason for sur- 
prise that the external items shown on Quick’s 
list are all negative, also. Lack of profit record 
explains why there were no dividends in the 
cases cited, and the inadequacy of operating cash 
was a natural corollary. 

Lack of ample money has an interacting effect. 
It creates further inefficiency and this tends to 
reduce resources still more by reducing profit 
possibilities. 

Even so, where the owners wish to rehabilitate 
the company, it is usually possible to raise the 
needed extra cash in fairly shoit order. What 
cannot be done so rapidly is to reestablish the 
product that has slipped from popular demand 
because of obsolescence, inferior quality, or high 
cost. More time is needed for that. 

At the risk of beiaboring a platitude, Quick 
goes out of his way to prove that there’s more 
than a 9 a.m. rah-rah pitch for vacuum-cleaner 
salesmen in the old saying, “Man must either 
go forward or go backward; he can’t stand still.” 
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“The reasoning behind this statement,” he 
says, “is this—each act of good performance 
builds good will and satished customers, and 
creates potential new customers. 

“The expanding process begets even more 
customers, hence requires growth. Turning 
away customers creates dissatisfaction and opens 
the way for competitors who are willing to ex- 
pand, thus starting a reaction of shrinkage.” 

To reorganize, Quick makes these suggestions 
(summarized at right): 

@ Establish a clear understanding of objectives 
with owners or controlling stockholders. Invest- 
ments may be needed for research, advertising, 
facilities which won't pay off for some time. If 
the owners don’t agree on a realistic plan for 
growth and stability, funds won’t be available, 
no program will be possible. 

@ But, if there isn’t a long-term future for the 
company, don’t make long-range plans. Probing 
the future is diffcult—but important. Market 
analysis, condition of the industry, customer re- 
action, company survival through poor past man- 
agements, detailed study of the histories of com- 
peting companies will be revealing. 

® Estimate growth potential, cash needs, time 
needed for reorganization. In the three com- 
panies cited on page 45, it took three years to 
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BE YOUR OWN REORGANIZER— 


1. Do you have a clear understanding as to objectives with the owners or control- 
} s J 


ling stockholders? (Establish the long-range growth and stability concept.)....... 


2. Are you sure there is a place in the business world for the company about to 
be organized? (If there isn’t a long-term future, don’t tackle it on a long-term 


basis.) 
3. Have you analyzed the company’s condition in these three major respects: 
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Length of time it will-take to do the reorganizing job?.......................... 


4. Are you fixing first things first? (Avoid tackling too many problems at once. 
Plug up the big holes as fast as you can.) 


5. Have you made arrangements to man the executive staff properly as soon as 
possible? (Get the best talent the operation can afford. Make the key men inter- 


ested in the company’s future.) 


6. Are you proceeding to strengthen the deficient factors in the order of their 


importance to the program and commensurate with cost and cash considerations? . . 


7. Have you set up a program to review and fix the deficient factors? (The prob- 

lems are usually not obscure; if yéu can’t do it yourself, get people who can; the 
; get peo} 

are available. An outsider’s view is apt to be impartial.) 


8. Even if your company hasn’t reached the failing stage, and even if it appears 


to be in good condition, do you make a periodic audit of company conditions? . 


2] 
9. Are you sure you have a product the customer wants or needs with good qual- 
ity in its price class? (This is often hard to do when reorganizing, because time 
and money are scarce. It’s the best insurance, however, for a healthy business 
backlog.) 
10. Have you kept in mind that the growth of a company depends on its sales, and 
sales depend on customers? (Dependability and service keep the customer sold, 
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after advertising and promotion make him buy.)........................4: peo 








get the spadework done, a fourth year to com- 
plete reorganization about 95 per cent. 

® Establish priorities for the jobs to be done 
and tackle the important ones first. Lack of cash, 
labor relations, customer problems are apt to 
need attention first. Money saved in early stages 
will win owner confidence, help pay for long- 
range improvements. 

® Try to use existing personnel. As you try 
them out, you will find which ones may be 
delegated authority and can then help you take 
on more tasks at a time. See that avenues are 
opened up for future advancement. Money in- 
vested in good executives is the best investment 
possible. And everything you have learned about 
handling people well goes-double in a critical 
period like this: your executives will be unusual- 
ly nervous, sensitive. Give every man a thorough 
chance before deciding to take the step of remov- 
ing and replacing him. 

@ Operating efficiency usually requires early at- 
tention in a business that is slipping. Excess 
personnel, poor buying practises, careless com- 
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mitments are among the typical causes. Require 
those responsible to know all the details of their 
part of the enterprise and to be able to answer 
any “Why?” you can throw at them. 

@ There aren’t many obscure business problems 
to-day, but it’s a rare man who knows how to 
meet all of them. If you or your executives can't 
handle a problem, get an outside consultant 
who can. 

@ A failing company is always in a buyer’s mar- 
ket. More than normally—if that’s possible—the 
customer is king, and must be given a product 
he wants with good quality in its price class. 
Overscrupulous quality control is safer in this 
period. 

@ Remember that advertising and promotion 
can “sell” the customer, but dependability and 
service are needed to keep him sold. And a cus- 
tomer once lost is harder to resell than he was 
to sell in the first place. Poor delivery, unkept 
promises, gradually obsolescing products, dimin- 
ishing quality burn up the good money you 
spent on selling. 
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ANNESTA R. GARDNER 


Industrial Editor 


AI TOOTHPICK. a tote box, a few 
magnets, and some pigeonholes are bringing 
remarkable increases in productivity to manu- 
facturers of office machines, wood products, 
chemicals, and electronic equipment. They prove 
it’s possible to try out new ideas for processing 
and distribution, and increase over-all yield, 
without spending a lot of money to do it. 


More producti 


Anxious to increase efficiency, but hampered b' 


tight budget? Here’s how to get around the 


a 


For instance, a home-made, work-holding de- 
vice that frees the operator’s hands for simulta- 
neous use may turn an apparently unattainable 
standard into an easily reached goal. Fixtures of 
this kind can be built of wood or steel channels 
at negligible cost, and they may make it possi- 
ble to balance a production or assembly line 
without adding extra operators, or to meet deliv- 







mounted on caster-equipped flats or lifted to 


roller or caster-topped feed tables. 

Ordinary suction cups can be used to separate 
metal, plastic, or even paper sheets for individ- 
ual feeding to presses. 

Many productivity increases can be attained 
just by studying each operation to find the best 
method, and then making sure that supervisors 


Gadgets aren't everything, of course. They ery schedules without profit-stealing overtime. understand and are willing to support the new 
don’t take the place of a planned program of Small permanent magnets make excellent system, and that operators are fully and properly 
time-study and methods improvement. But they work-holding fixtures for milling, drilling, and trained to use it. 
can pave the way for those programs—and help other machine operations. Training is particularly important. But train- 
make them more effective. Big, bulky parts become easy to handle when Continued on page 4 





Pass-along for profit 


“Manual automation,” Thomas A. Edison, Inc., West Orange, N. J., calls 
its new Votcewriter dictating machine assembly set-up. The idea is one 
many other plants can adopt—for regular production of moderate quan- 
tities, or for trying out new mechanization ideas before expensive equip- 
ment is purchased. Key to the new system is careful arrangement of work- 
benches, with pigeonhole-type racks into which each operator can insert fin- 
ished assemblies on one side, procure new ones on the ether. Standard rotary 
tables make it easy to turn corners, and fitted trays, set at a convenient 
angle, bring needed parts within reach. Edison’s industrial engineers have 





timed each operation and balanced the line as carefully as any fully auto- 
Pigeonholes and careful placement of work centers bring manv of auroma- matic set-up. Result: smooth-flowing, non-stop production and a higher, 


tion’s benefits to Voicewriter production without the costs it might entail. better quality yield than ever before. 
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Close-up shows how aid gets assemblies from preceding station. She Turntable helps move assemblies around corners. Note convenient arrange- 

uses similar pigeonholed rack to pass them along when her jobiscompleted. ment of parts supplies and suspension of hand tools above work space. 
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How ingenutty 


plannin g 


Almost any plant can find new ways to in- 
crease productivity without putting a dent in its 
budget. As the photographs show, it’s possible 
to turn a surprising number of manual opera- 
tions into mechanized ones at low cost. 

A few electrical relays and switches can often 
turn a laborious manual operation into a semi- 
automatic or even an automatic one. 

Air and hydraulic cylinders will actuate hold- 
ing and positioning devices. Air jets can be used 
to eject parts from dies and remove chips, saving 
hours of time on manual unloading and clean- 
ing of machines. 

Once the idea of using simple, standard items 
takes hold, there is almost no limit to what 





can be accomplished. 
At Western Electric’s Tonawanda plant, for 
3 instance, a toothpick, olive oil, and diamond 
Home-made tools can simplify many complex jobs. Router guide, made by Temco worker, in- dust make . real contribution to productivity mn 
creases accuracy so much that holes no longer need filing, cuts 15 minutes from production time. wire drawing. The toothpicks (Western Electric 


Steel spring, attached to pilot of hole-cutting 
saw, flips out hole slugs and chips, eliminates 
need for manual cleaning at Temco Aircraft. 


Motor and adapter are turned into useful assembly tool at Delta division of Rockwell Manufactur- 
ing. Operator uses it as nut-runner in producing miter gages for tilting arbor saws. Note con- 
venient parts-hoppers, handy electrical outlets, good lighting, and comfortable bench height. 


f 


Standard air cylinder and steel channels make a carton-forming machine that operates much like a Steel plates and a protractor simplify 7 
press brake. With this unit, plus a standard bandsaw and a Bostitch stapler, Temco quickly turns = welding at Temco. This adjustable fixture, like 
out cartons for odd-shaped products, no longer has to wait for deliveries, saves over $12,000 a year. others pictured, was made in company shop. 
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can pay off 


prefers square ones, usually considered to be 
rejects), dipped in an olive oil-diamond dust 
paste, are used in polishing drawing dies. They 
do such a good job that wire yield has gone up, 
and die maintenance costs are way down. 

At Lipe-Rollway Corporation, Syracuse, N. Y., 
pneumatic power attachments on machines and 
pneumatic lifting and holding devices have 
made it possible to simplify set-up and decrease 
machine cycle time to a point where productiv- 
ity has gone up a good 30 per cent. 

Are there similar opportunities for improve- 
ment in your own plant? Check the list on page 
46 to find out. 


Powered hand tools offer low-cost way to 
achieve high-value savings. Delta assembler has 
three electric screwdrivers ready for instant use. 


REUSABLE CONTA 
DO NOT DESTROY © S 
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wie ay is no longer needed now that Convair 
worker has pipe rack and electric screwdriver for 
opening drums. Job is done a lot faster, too. 
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Workplace arrangement can do much to increase productivity, reduce costs. This Rockwell taxi- 
meter assembly and test station is a good example. Note how supplies are brought within easy reach. 
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Compressed air can do many jobs. Here, milling machine used to slot cast iron valve plates for 
Rockwell gas meters is powered by air. Compressed air lines can also be used to clamp parts in place, 
eject finished pieces from machines, remove chips, and actuate various assembly jigs and fixtures. 
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ee is an essential part of every job. Having forms on hand when needed can eliminate 
costly errors and delays. This plywood cabinet, built at Convair’s San Diego division, moves with 
job, provides ample working space, holds each form in readiness for use, prevents mix-ups and losses. 
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Continued from page 43 


ing systems need not be elaborate or time-con- 
suming to be effective. Many training aids and 
courses are offered free of charge by equipment 
and materials suppliers; others:can easily be 
set up within the plant. A good example is the 
school for materials handlers set up by Ansul 
Chemical Company (see January, page 61), 
which has all but eliminated production delays 
owing to lack of materials. 

There are many other ways to increase pro- 
ductivity without spending a lot of money. 

Minor changes in plant layout can often save 
thousands of dollars in time lost while men walk 
to and from tool cribs and water fountains, or 
wait for materials and parts to be delivered 
from distant depots. 

A, little paint and polish can have surprising 
results, too. 

Cleaning lighting fixtures, increasing their 
number where necessary, and replacing burned- 
out bulbs can improve quality as well as quan- 
tity of output. 

Use of spotlight colors on machines—light 
gray or buff for working areas, red and orange 
for switches and dangerous moving parts, and 
so on—also makes it possible for operators to 
work faster and with greater safety. 

Productivity is one area in which each com- 
pany must blaze its own trail and find its own 
best solutions. But, in many cases, all that’s 
really needed is for management to get the facts 
on profit-stealers. When the causes are known, 
the cures are not hard to find. 

Take scrap and reworked parts, for instance. 
Exactly how much material is being wasted? 
How much time is being spent on rework—and 
by whom? Are the percentages of scrap and re- 
work going up or down? 

Do you know why scrap is being produced? 
Are blueprints incorrect? Are tools dull? Are 
machines poorly adjusted? Are workers improp- 
erly or incompletely trained? Is careless han- 
dling responsible ? 

Would provision of quality-control charts and 
adequate gaging and inspection equipment right 
at the machine make it possible for the operator 
to reduce scrap and rework? Could special racks 
and trays for delicate parts help to reduce dam- 
age in handling? Could the parts themselves be 
redesigned, or tolerances and other specifications 
loosened so they'd be easier to make? 

Asking and answering questions like these 
can turn up hundreds of opportunities to in- 
crease productivity and reduce costs. 

For help on formulating such questions and 
finding solutions to the problems they expose, 
there is plenty of reference material. 

Nearly a hundred Management Aids and 
Technical Aids \eaflets, prepared by the Small 
Business Administration, are obtainable without 
charge from local Department of Commerce of- 
fices. (Topics covered include: production con- 
trol, wage incentives, methods improvement, ma- 
chine set-up, lubrication, and maintenance.) 


46 


DES AYIA\ 


eae 





mod Modern Industry 


SIX PLACES TO LOOK FOR SAVINGS 


Here are just a few of the many areas in which most com- 
panies can find the time, money, and effort savings that 
add up to increased productivity. How long has it been 
since your company took a close look at these? 


Product design 


Can tolerances be loosened to simplify ma- 
chining and inspection? 
|] Is it possible to combine or eliminate parts 
to reduce production and assembly work? 
|} Could slight adjustments in design make it 
possible for one part to serve several models? 


Production-line supply 


|_| Do workers and machines frequently have 
to wait for tools? materials? blueprints? An ac- 
curate record of downtime can usually show up 
many avoidable delays. 

| | Is an effort made to avoid oversupply; so 
extra materials do not get in the way, or suffer 


~ 
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damage while waiting: 


Working conditions 


_| Do workers have enough elbow room, but 
not so much space that they waste motion cov- 
ering their areas? 

[| Is lighting adequate to permit safe, sure 
operations? 

|| Is ventilation sufficient to prevent fatigue 
and safety hazards? 


Production planning and scheduling 


|_| Are production lines balanced, and auxiliary 


a 


operations (heat treating, painting, and so on) 





Executive 
check 


chart 








timed and co-ordinated, so work moves along 
without delay or pile-up? 

|_| Are small orders combined wherever possi- 
ble to reduce set-up time and achieve the most 
economical production quantities? 

|_|] Are stock orders scheduled for slack periods, 
or, better still, added on to production orders 
to avoid duplication of effort? 


Manual production and assembly operations 


|_| Is work planned and set up so operators can 
make use of both hands? 

|| Are jigs and fixtures provided to simplify 
work holding and positioning? 
[} Are machine controls centralized to elimi- 
nate waste motion? 

[] Is full advantage taken of the many types 


of powered hand tools now available? 


Scrapped and reworked parts 

[] Is an accurate record kept of scrap and re- 
work charges? 

[] Are their causes found—and promptly cured? 
[] Is rework, when necessary, done in the most 
economical manner—and not allowed to inter- 
fere with regular production operations? 

[] Is every attempt made to collect and re-use 
scrap, and sell material which can not be used? 
[] Are all the parts that are reworked actually 


worth saving? 





Other government publications—on supervi- 
sion, use of tools, and materials handling—are 
offered for sale by the Government Printing 
Office at moderate cost. 

Builders of miaterials-handling 
have flow-chart and layout-planning kits; and 
machinery makers like South Bend Lathe have 
models of their machines 


equipment 


three-dimensional 
which they lend to layout planners. 

Meetings of such associations as the American 
Management Association, the American Society 
of Mechanical Engineers, the American Society 
of Tool Engineers, and the Society for the Ad- 
vancement of Management regularly cover wage 
incentives, production planning, plant layout, 
and related topics. Proceedings of past meetings 
are usually obtainable in printed form. 

It's worth keeping an eye, too, on productiv- 
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ity research by such companies as E. I. du Pont. 
Its production-line operators have developed a 
great many useful gadgets (see November 1953, 
page 123), and its industrial engineers have 
made a number of photographic studies aimed 
at finding the best way to perform a variety of 
plant jobs (see January 1954, page 118). They're 
now working on several interesting fatigue 
studies. One recent finding: So much more ef- 
fort is required to stack bags four-high than 
three-high, that it’s probably worthwhile to waste 
the extra overhead space or, better still, to invest 
in a stacking platform which automatically 
rises as each bag is stacked. 

The platform might cost money. But the stack- 
ing principle does not. And, as the examples 
here prove, more productivity can be had—tor 
pennies—by the management that wants to try. 
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° OA job change should result in 
advancement in one form or another, yet too 
often it is merely a sidestep brought about by 
misleading desires and impulsive action. 
How to curb the impulse and examine 
underlying motives is discussed here. A 
checklist at the end of the article may 
help in determining when to change. 


Va ) 
NE of the most important decisions 


a man can make is the decision to start looking 
for another job. And yet how meager are the 
facts upon which this decision so often rests! 
A sense of failure, a feeling of frustration, or 
even an indefinable fear has frequently swayed 
a man’s decision to switch positions only to find 
that the change did not provide the solution to 
his problem. 

We all feel the urge at times to seek better- 
ment, appreciation, or congeniality. We are not 
always wise in deciding whether to follow this 
urge. Since it is so much easier to see the faults 
of another rather than to recognize one’s own 
errors, let’s look at some actual examples. These 
three instances are not necessarily typical, but 
they are not uncommon either. 

When John Rogers first came to me he was 
depressed. He had been a successful salesman 
for fifteen years. Now he felt incapable of doing 
an adequate job and wanted assistance in pre- 
paring a résumé and job campaign to find a 
“dream” job before he got himself fired from 
his present position. 

Henry Williams felt frustrated in his position 
as assistant comptroller. He had worked his way 
up, had deserved each promotion, and was right- 
fully proud of the work he was doing. His prin- 
cipal ambition was to be comptroller and then 
treasurer of the company. He sensed that there 
was a lack of appreciation for his abilities which 
indicated the likelihood of his being passed over 
when the time arrived for a promotion. 

Charles Tate, president of the ABC Com- 
pany and subsidiaries, had worried himself into 
an ulcer and was having his headaches with an 
“incompetent, stupid board of directors” that 
succeeded only in making his lite miserable. He 
wanted to get out and get a new job. 

His experience spoke for itself and yet Tate 
had not been able to do that for himself—a 
handicap that prevented him from fully justify- 
ing his actions to the board of directors. 
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JEROME MAYER 


Director, Postgraduate Services 


Each of these men was asked if he had made a 
thorough study of himself. Had he gone through 
the three fundamental steps to determine if it 
were time for a job change? 

1. Had he appraised his own personal attitude 
and desires to determine if his judgment about 
his present job was impartial and objective? 

2. Had he made an impartial survey of his 
own abilities and those of his possible competi- 
tors for the same or similar job? 

3. Had he fairly appraised his own job, his 
company, and those for whom he might work? 

Were John, Henry, and Mr. Tate on the right 
track? Would a change of job be of any use? 
Was their timing right? Would they run into 
the same difficulties in any new job? In a word, 
were their beefs and gripes realistic? 





PHOTOGRAPH BY BO AND JOAN STEFFANSON 


It is most difficult for the individual to look 
at his problem objectively. His appraisals are 
always prejudiced or biased by his own emo- 
tional involvements. However, some hints and 
suggestions can be made to help oneself become 
more objective and to dig beneath the surface 
and face the facts as they really are. 

John, Henry, and Mr. Tate were blinded to 
their real motives for wanting different jobs. 
But these motives were unpleasant, injurious to 
their vanity, and were better left unknown. 
They, like many of us, projected their troubles 
to others, rationalized their faults, and external- 
ized all their difficulties. | 

One of the most important characteristics of 
the neurotic problem—one not founded on 
reality—is that it is repetitive. If one has had 
repeated experiences of not getting along with 
the boss and the organization, or if one has had 


iN Dow: 7 2a 


Go / 


“7. Zd 


repeated gripes, then one should suspect himself 
as being the real cause of the trouble. 

Even the well-adjusted person may on occa- 
sion have difhculty, but ordinarily he soon learns 
not to repeat the same mistake and hence his 
problems are likely to differ from each other. 
But the poorly-adjusted person makes the same 
mistake over and over again, choosing subcon- 
sciously the same kind of environment each 
time because it satishes a neurotic need. 

At this time it may be well to point out that 
the word neurotic has no terrible meaning, nor 
does it imply any stigma. It simply means that 
the pattern of reaction is not founded on present 
demands of reality but has been transterred 
from some previous situation. 

Let me illustrate with John’s problem. John, 
it was disclosed, had a very domineering mother. 
He early developed a method of coping with her 
by giving in to her wishes—as a child this was 
the easiest thing for him to do. But he never 
really quite accepted her overbearing, dictatorial 
manner. He merely created a facade of accept- 
ance. Inside he rebelled at taking orders and this 
reaction was still present. He was now refusing 
his own orders. : 

John’s problem was neurotic, but by effective 
counselling he was enabled to cope with his 
problem and finally handle it. 

But note this: He resented taking orders, on 
the job and off. His pattern of reaction to orders, 
or what he interpreted as orders, was resistance. 
He couldn’t, at first, either see this or accept it 
because it put the blame on him. It was easier 
and far more acceptable to him to blame the job. 
It was not time for a job change for John. 

Look, then, for repetitive and compulsive pat- 
terns of reaction; of unrealistic reactions which 
depart from the so-called “normal.” 

Look for emotional reactions 
stronger than usual, as in this case: 

Henry felt unappreciated, felt that the front 
ofice only cared about profits. They had no 
soul. They were indifferent to him. 

Henry should have looked around and com- 
pared his attitude with the rank-and-file of his 
associates. Did they agree with him? Was he, 
perhaps, out of step? Did Ae always agree that 
management was at fault? 

Pursuit of this line of thinking might have 
proved to Henry that he had better re-examine 
his premise that his failure to advance further 
was solely the fault of management. 

Mr. Tate had the happy faculty of facing facts 
when the chips were down. For some time he 
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*This case history, taken from an impartial study, 
can easily be the story of your company... 


“The Ditto order-and-invoice plan prevents errors 
because names, addresses, and items are written 
only once ... saves checking and correction time 

. speeds orders to shipping point and so speeds 
merchandise to customers. Ditto plan makes earlier 
payment of accounts receivable resulting in lower 
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interest or carrying charges ... 


{iis SAVES SIMONIZ 


Now just 5 people 


handle what formerly took 15 typists and clerks. 
What is more, our improved forms cost less than 


those we used with bookkeeping machines ... 


’ 


So writes, Mr. H. Carr, Controller, Simoniz Company. 


Let us show you, without obligation, how easily 
Ditto One-Writing System can be adapted to your 
company’s operation. Mail coupon or write us today. 
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DITTO inc. 610 S. Oakley Bivd., Chicago 12, 11. 
In Canada: DITTO of Canada, Ltd., Toronto, Ontario 


In Great Britain: DITTO Britain Ltd., London, England ; 
At no cost or obligation, please send me more information on 9 
how you can save us money, time and effort with the DITTO # 
One-Writing System for , 
{_jOrder Billing ()Production ()Purchasing-Receiving (_jOther ; 
()Payroll [jinventory Control § [)Hospital Admittance : 
a , 
company , 
address RES : 
city county state ison 
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had had the smoldering thought 
that he was ready for better things, 
perhaps a bit ahead of his directors, 
and yet he wasn’t quite sure. But 

Tate had formed the habit of yell- 
ing for expert help when he needed 
it. So he talked it over with a pro- 
fessional counsellor. 

It appeared that Tate was right— 
it was time to move on. He care- 
fully appraised his assets, then 
planned his campaign, and eventu- 
ally found something better. His 
frustrations disappeared; so did his 
ulcer. Moreover, he brought to his 
new company an enlightened man- 
agement. He set up an atmosphere 
in which employer-employee com- 
munication was facilitated, where a 
better exchange of ideas and feel- 
ings was encouraged, and set the 
stage so that men could express 
themselves. 


Rate Yourself 
How about Do 


generally think you are better or 
worse than your business associates, 


, = 
yourself ? you 


friends, and acquaintances? 

Here again, realistically, you may 
be smarter or more experienced, 
but we mean, do you feel that you 
are better, without a real regard 
for the facts? 

Do you unconsciously compare 
yourself with others even 
there is no need for doing so? If 
you take a good look at yourself, at 
your reactions to situations where 
it really doesn’t matter whether 
you are better or worse, then you 
might see that what you are trying 
to do is live up to an idealized 
Since this 1s 


when 


image of yourself. 
ordinarily impossible to realize, you 
try to blame your job, management, 
and others for your failures, real or 
fancied. 

Thus, you must reevaluate your 
basic concepts of yourself and your 
goals in life and see how truly 
realistic they are. 

It would be wise, before you de- 
cide on a job change, to determine 
if the decision is based on an emo- 
tional need which is not satisfied. 
For example, John sought a job 
change which seemed to be because 
of dissatisfaction with his job. His 
desire was to get away from orders. 
In any job he might have changed 
o, he would have found the neces- 
sity to take orders from a boss or 
himself. 

This pattern may be seen also in 
a different guise with Henry, who 
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Carty HANGING FOLDERS 


EXECUTIVES: Your stylish “traveling 
office’’, for reports, letters, minutes. 
SALESMEN: Carry price books, photos, 
testimonials, samples, other sales data. 
HOME “MANAGERS”: Perfect for household 
papers—bills, budget, taxes, insurance. 
Made of lightweight steel, tan finish. 
Brass lock, leather handle, piano-hinge. 
Holds 25 Pendaflex celluloid-tab hang- 
ing folders, which can’t slump or sag. 
Clip for free catalog, name of dealer. 
Oxford Filing Supply Co., Inc. 
21 Clinton Road Garden City, N.Y. 








You Get Things Done With 
Boardmaster Visual Control 
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sx Gives Graphic Picture of Your Operations — 
Spotlighted by Color 


sv Facts at 
Money, Prevents Errors 


a glance — Saves Time, Saves 


xx Simple to operate — Type or Write on 
Cards, Snap in Grooves 

sv Ideal for Production, 
Scheduling, Sales, Etc. 


vy Made of Metal. Compact and Attractive. 
Over 50,000 in use. 


Cc let i 
ompiete price $4950 including cards 


24-PAGE BOOKLET NO. D-300 
FREE Without Obligation 


Write for Your Copy Today 


GRAPHIC SYSTEMS 


55 West 42nd Street © New York 36, N. Y. 


Traffic, Inventory, 
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plastic fuselages 
for 
guided 
missiles 


Plastic fuselages for guided missiles will be lighter, stronger, 
and offer a smoother skin for minimum air resistance. They 
will resist corrosion or variation in dimension with tempera- 
ture changes. They'll be color-coded by type—and, through 
Genera! American's unduplicated production facilities, they’l| 
ole cele) (o(xeMeltilo ahmrtetemoue neste ine 

Men with creative imaginations capable of conceiving 
similar exciting ideas for your products are at your service at 





PLASTICS DIVISION 





General American—to inspire your designers; to help your 
production men. General American s plastics experts are ready 
to work with your men from the beginning—to create better, 
more saleable products with built-in benefits. 

If you now use wood, metal, ceramics or glass; you Il 
find you probably can do a faster, better job at lower cost in 
plastics by General American. Call or write our Plastics Divi- 
sion for further information. 


GENERAL AMERICAN TRANSPORTATION CORPORATION 


135 South LaSalle Street 


- Chicago 90, Illinois 


Facilities unmatched anywhere: injection presses to 300 ounces—compression presses to 2,000 tons—reinforced and vacuum-formed 


plastics —painting—metallizing—finishing—assembling—packasging. 
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Now! Nigh Fidelity 
error-tree, cost-tree 
dictation with 


MATCHLESS 
SIMPLICITY 


Comptometer announces a revolutionary new dictation 
machine that pays-for-itself as you enjoy years of the 
finest high fidelity, magnetic dictation. Now dictation 
becomes as easy and natural as talking to your secretary. 
The amazing lifetime guaranteed magnetic Erase-O- Matic 
belt can be used thousands of times over again. No 
expensive discs, cylinders or records to continually buy. 


The letters you dictate are so error-free...so easy to 
understand, because of the high fidelity voice reproduc- 
tion, it makes any typist a secretary. Here truly, is 
America’s finest machine with savings 

that now bring dictation within the 

means of every business. Mail coupon 

for complete information on this com- 

pact electronic achievement by the 

makers of the world renowned 

Comptometer Adding-Calculating 

machine, since 1886. 


Comptometer 
Dictation Division 
Felt & Torrant Mfg. Co. 


Compt ometer 


DICTATION *FRANSCRIPTION. MACHINE 


50) 


HIGH FIDELITY - 


COMPTOMETER Dictation Division 

Felt & Tarrant Mfg. Co., 1722 N. Marshfield Ave., Chicago 22, III 

Gentlemen : We are interested in the Comptometer Office Dictation- Transcription Machine 
with the Lifetime Guaranteed Erase-0-Matic Recording Belt. Without cost or obligation: 


["} Arrange for a Demonstration [} Arrange for a Free Office Trial 
“) Please send Complete Information 


Name. 











Company 
Address ___ 








City 











actually felt frustrated, whose ego 
had been wounded, and whose un- 
fulfilled desires to be a top dog in 
the company had not been realized. 
He failed to recognize that he 
would probably meet the same kind 
of problem in any company. 

This article cannot, of course, 
run the gamut of the myriad types 
of defenses. It might be interesting, 
though, to set forth some of the 
superficial indications of neurotic 
drives in the checklist at the end of 
this article. And remember, answer- 
ing “yes” to one or several ques- 
tions does not make you a “neu- 
rotic,” as the expression is popularly 
used. We all have slightly neurotic 
tendencies that are harmless and 
may be disregarded. They are chief- 
ly important when they interfere 
with our goals. 


Face Facts 


The emotional bias checklist is 
simply suggestive as a springboard 
which may start you on a search 
that might lead you to discover 
your hidden motivations and goals. 
If you find that these motivations 
and goals are realistic and logical, 
and reasonably susceptible to ful- 
hllment, then you are ready for the 
next step to see if it’s time to change 
your job and appraise your com- 
pany. Make due allowances for pos- 
sible bias that may exist in your ap- 
praisal by virtue of possible neu- 
rotic trends within yourself. (See 
checklist, page 52.) 

Those who jump to the conclu- 
sion that it is time for a job change 
will not really consider the facts; 
and actually do not want to ex- 
amine the question at all. In other 
words, they are afraid of a soul- 
searching examination into all the 
reality factors. If that is the fear or 


if, for other reasons, there is stub- 





“I’m sorry, Mr. Bombard, this is 
the sales chart. That's just a little 
record of my blood pressure.”’ 
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GREAT NEW 
OPPORTUNITIES 


FLORIDA 


KEEP ABREAST OF NEWS, FACTS, 
VITAL DEVELOPMENTS THRU THE 


FLORIDA BUSINESS LETTER 


Florida’s dynamic economy is unique, fast- 
changing, filled with opportunities —if you 
know bow and when to act. The Florida 
Business Letter provides this vital informa- 
tion twice-a-month the year round! 


invaluable tool for businessmen, property- 
owners, investors, for making plans, evalua- 
ting markets, conducting business. 


Answers questions about markets, new indus- 
tries, real estate trends, business conditions. 


Condenses a world of information into a 
“teletype style” 4-page report for easy reading. 
... a complete service, including maps, news 
flashes, special reports by a staff of expert 
business analysts—for only $2 a month, 
$24 for the entire year. 


FREE TRIAL! Clip this ad to your letterhead 
and we'll send you details and start your 
subscription. If not satisfied after 3 issues, 
you may cancel without paying a cent! 





OF FLORIDA se 
921-E FIRST NATIONAL BANK BLDG. MIAMI 





Oo a and 








EXTRA! EXTRA! 











NOW You CAN RENT THE WORLD'S "FOREMOST: 
DUPLICATING ISTE F FROM HE 50 A MONTH 


Now you can RENT 
one, a dozen or more 
OLD TOWN Spirit 
Duplicators ... 

install a complete, 
modern Duplicating 
System in your office 
with no capital 
investment. And even 
before you rent, you can 
have a 10-Day Free 
Trial ... to prove how 
an OLD TOWN 
Duplicating System 
reduces and expedites 
paper work — 

saves you | 
time and money, 








Make all the copies 
you need, of 
everything you 
write, type, or draw, 
in 1 to 6 colors. 


Trade in your old 
machine ... your 
outmoded “smudge pot” 
is still worth money 
when you trade it 

in on the new 
precision-engineered 
OLD TOWN 
Duplicator. 


Get all the facts on this 
history-making offer — 
mail the coupon now! 




















rial 
q | Old Town Corporation, Dept. DR-3 345 Madison Avenue, New York 17, NY. 
orld’s foremost 
© f J Please send me complete information Company Name 
maker of carbons, on the OLD TOWN Duplicator, includ- . + tio, 
: On i age ing 10-day free trial, rental and trade-in. 
ribbons, duplicators CORPORATION ' Saint Gaaiaahen PRE 
and supplies 
t [] You may arrange a FREE Trial City Zone State 
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Rolling 
Doors 


Kinnear Rolling Doors are as well known 
for extra years of service as for conven- 
lence, space-economy and protection. 





Two of the major reasons for this are 
shown in the drawing above at right. 


The rugged interlocking steel slats are 
heavily galvanized — with 1.25 ounces a 
pure zinc per square foot of metal, | 
ASTM standards. 


Then Kinnear’s Paint Band, a special 
phosphate solution is applied to make 
sure paint applied later will cover thor- 
oughly, adhere immediately, and stay 
on longer. 


That’s why Kinnear Rolling Doors cut 
maintenance costs to the bone, and de- 
liver peak efficiency year after year! 
Opening straight upward, Kinnear Rolling 
Doors coil compactly out of the way above 
the doorway. Materials placed within 
inches of the face of the door curtain 
won’t hinder its smooth, easy operation. 
Surrounding floor and wall space is fully 
usable at all times. 


Kinnear Rolling Doors are built to fit 
openings of any size. Kinnear Motor 
Operators add the convenience of push- 
button control, with remote-control 
switches at any number of points, if 
desired. 


Write for the latest Kinnear Catalog! 
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Heavily 
Galvanized 


No wonder users 
report 30, 40 and 
50 years of 
efficient, 
daily service 
from 


ROLLING DOORS 
Saving Ways in Doorways 





The KINNEAR Mfg. Co. 


FACTORIES: 
1500-20 Fields Ave., Columbus, Ohio 


1742 Yosemite Ave., San Francisco 24, Calif. 


Offices and Agents in All Principal Cities 





born refusal to look the situation in 
the face, this is where the services 
of a professional counsellor enter. 
Although the emphasis has been 
to stress the danger of jumping to 
a decision to change jobs, the 
author believes that it is equally un- 
fortunate to decide arbitrarily to 
cling to a job and refuse to make 
any change or ask for promotion. 


Evaluate Motives 


A man may refuse to recognize 
that there is no future within his 
company for the very reasons that 
another wants to get out as fast as 
possible. Both are usually motivated 
by some type of insecurity, but the 
one solves it by clinging to that 
which he knows for fear of the un- 
known, and the other solves it by 
believing that anything can be an 
improvement. Thus the man who 
clings to his job should continually 
appraise his situation in much the 
same way as the man who seeks to 
change his job. 

Therefore, 
hoove anyone who is not satisfied 
with his present progress in life to 
make a strenuous attempt to ob- 
jectively review his past accom- 
plishments. He should consider the 
reasons for his successes and fail- 
ures, and those of his contempora- 
ries, so that he may chart his future. 


it would seem to be- 


Emotional Bias Checklist 


The following checklist is to de- 
termine compulsive tendencies. Ob- 
viously one must please others to 
get along, but the normal person 
does this out of free choice. How 
do you rate? 

DO YOU: 
|] indiscriminately need to please 
others and be liked? 

[-] unconsciously and_ ordinarily 
live up to the expectations of 
others ? 

[| fear self assertion? 

[-] fear hostility on the part of 
others or in yourself? 

[_] want to be liked or “loved” for 
yourself ? 

[ ] find it necessary to be unde- 
manding and restrict your ambi- 
tions? 

[] find it necessary to belittle your 
skills and potentialities or those of 
others? 

[ ] imagine yourself the boss? 

[|] have contempt for your fellow 
employees or the boss? 

[_] believe that given the chance, 
you could show them? 
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Quickly, Easily, Effectively Destroy confi 
dential papers, records in your own office! 


NEW ” Banta mm 10 








portable shredding gata designed especially 
for office use! Quiet, compact, streamlined! 


Never before an office shredding 
machine combining the speed and 
economy of the new SHRED- 
MASTER BANTAM 10. Anyone can 
operate it. No fuss, no trouble! 
Greater cutting width, speed, 
Capacity, and power than ever 
before! Safety throat! Smart func- 
tional design, about size and 
weight of business typewriter. 
Priced well within the budget of 
all businesses - large or small. 
















YOUR PAPERS 
GO IN HERE 
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A Division of Self Winding Clock Company, Inc. 


195 Willoughby Avenue 
Brooklyn 5, N. Y. 

















4 Materials handling 
, equipment too slow? Automatic 
. production machinery too fast? 
Then materials handling obsolescence 

is draining your profits. 


See hundreds of new developments in 
equipment, machines, supplies and 
services exhibited by the industry’s 

pacesetting manufacturers. Write for 
free tickets: Clapp & Poliak, Inc., 

341 Madison Avenue, N. 'Y. 17. 











Exposition 
International Amphitheatre, Chicago 
May 16-20, 1955 
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[-] feel deep down superior to 
other people? 

[ ] dread recognizing the limita- 
tions of your intellect, personality, 
skill, or judgment? 

[-] feel the need to exploit others 
and get the best of them by hook 
or by crook? 

[] dread being exploited? 

[_] want prestige for its own sake; 
would you like to be a big shot? 
[|] like to go against the tide? 

[ ] feel a need to surpass others? 
| press too hard? 

| _] take criticism easily? 

[ | like to dominate others just to 
be dominating? 


Check Your Job and Company 


[|] Has the company a systematic 
program of internal promotion? 

[ | Do you have objective exam- 
ples in others of the company’s ap- 
preciation of skills and talents? 

[ ] Have fellow employees been 
rewarded for their conscientious de- 
votion to their jobs? 

[ | Does the company have a gen- 
eral policy of regard for the feelings 
and welfare of its employees? 

| | Do your bosses have the per- 
sonality characteristics that mix 
with you or do you find repeated 





instances of hostility and friction? 
[_] Is your company progressing 
and expanding? 
[_] Does your company have room 
for you in an advanced position at 
greater salary or responsibility ? 
[-] How do you stack up with 
other people who would be glad to 
have your job? 
[_] How many people do you 
think would take your job at less 
pay than you receive? 
[_] Have you checked the labor 
market to see how much you are 
worth in that market? 
[_] Have you compared all the as- 
pects of the companies for which 
you might work with those which 
exist in your own company? 
[_] Have you objectively compared 
yourself with others in the same 
company as to skill, personality, 
productiveness, and tenure? 
[_] Have you consulted on an emo- 
tion-free basis with others in your 
line of endeavor for their unbiased 
opinion as to your skills and poten- 
tialities ? 
[_] Have you re-examined all the 
factors which you assume to be true 
before you arrive at your decision 
to change your job? 

THE END 








Some facts about 


HIGH MORALE AND EMPLOYEE 


EFFICIENCY 





AT REDUCED COST... 






Promote the decrease of absenteeism, the increase of 
on-the-job safety...build employee morale with 
Magne-Music. Relax mental and physical tension, 
reduce “‘sag”’ periods, stimulate creative thinking. Get 
better products and services from better, happier 
workers. 


Put background music to work for you. ..today. 


Now you can have on-location professionally pack- 
aged background music service by Magne-Music, a 
“product” of Magnecord and RCA, two of the greatest 
names in sound. ..and atacost so low it will amaze you. 


For facts about a mew kind of background music serv- 
ice, especially tailored to meet your requirements, 
write Magnecord, Inc., 1101 S. Kilbourn Ave., 
Chicago 24, Illinois. 
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NEW G-E TRANSISTOR SCORES BOTH 
COMMERCIAL AND MILITARY SUCCESS! © 


NOW AVAILABLE ... 





The electronics industry’s first Air Force Transistor 


General Electric’s New Junction Transistor, 2N43A, 
is the first to be written into Air Force specifications! 
MIL-T-25096 (USAF) was actually written around 
this G-E product development. 


In designing and mass-producing this audio ampli- 
fier at low cost, General Electric scores another tri- 
umph in transistor engineering. For this transistor 
offers performance characteristics second to none! 
Many additional industries now find new uses for 
transistors and other G-E germanium products. They 
cut production costs, reduce size and weight, improve 
the electrical stability of circuits. It will pay you to 
get expert counsel from our field staff. Write today 
On your company letterhead. General Electric 
Company, Germanium Products, Section X7835, 


Electronics Park, Syracuse, New York. 


Progress /s Our Most Important Product 
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A-L HOT EXTRUS 
may solve problems for you 
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We have a parts problem that hot 
extrusions might solve. Let’s seean AL 
representative for facts and figures. 


—] STAINLESS STEEL 

-} TOOL STEEL 

_}) HIGH TEMPERATURE STEEL 
-] OTHER STEELS 
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IONS (solid and hollow 








Where can these leading advantages of hot-extruded special alloy steels 
apply to your production? 

1. Hot extrusions require very little finishing before use, even in the 
case of involved shapes. The scrap loss is small and you can buy raw 
materials closer to finish size. You buy less high-cost steel, cut away less 
of it. . . save both in time and material cost. 

2. The range of shapes, solid or hollow, which can be hot-extruded is 
almost infinite. They can be easily and quickly produced in any quantity. 
Dies for new or experimental parts cost little and can be made up fast. 

@ We're ready to serve your needs with hot extrusions in any grade of 
stainless or high temperature steel, many tool steel grades and other 
steels. Call us in to help. Allegheny Ludlum Steel Corporation, Oliver 
Building., Pittsburgh 22, Pennsylvania. 


Leading Producer- High Alloy Steels 


Allegheny Ludium 
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Hard Facts 


The immense importance of 
minerals to our lofty living stand- 
ards is demonstrated by data such 
as these: iron output in India is 
eight pounds per capita and about 
1,500 pounds in the United States. 
Economist Walter H. Voskuil of 
the University of Illinois has dug 
into the mine of available informa- 
tion about minerals and refined the 
inert data so as to present a con- 
cise, easily readable account in Min- 
erals in World Industry. 

Proceeding trom the premise that 
iron is the key to modern indus- 
trial society, the author describes 
the functioning of the world econ- 
omy in terms of steel, manganese, 
copper, oil, coal, and other essen- 
tials. The book offers both a realis- 
tic appraisal of the metallically hard 
facts behind international tensions 
as well as much valuable informa- 
tion on the present uses and future 
supplies of minerals. 

McGraw-Hill Book Company, 330 West 
42nd Street, New York 36, N. Y., 324 pages, 


-~_—_ 


$5.75. 


Making Sales Profitable 


In recent years, inspirational 
books on how to sell have been as 
numerous as sales managers’ pep 
talks. A recent volume approaches 
the problem from another direc- 
tion. 

Management engineer John D. 
Corrigan, who serves many compa- 
nies both large and small, has put 
his program for sales improvement 
between the covers of How to 
Build Profit Value in Your Sales 
Dollars. Written expressly for sales 
managers and others directly re- 
sponsible for boosting income, the 
book demonstrates how to cut the 
high cost of not selling and how to 
pack profit-power into each sale. 

Author Corrigan disputes the fre- 
quently expressed yearning for a 
return to “old-fashioned selling.” 
Instead, he insists that sales man- 
agers need to apply the techniques 
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of scientific management which 
have proved most efficacious in oth- 
er segments of business. He offers a 
blueprint for using the latest tech- 
niques of job evaluation, break-even 
charts, systematic selection, train- 
ing, and control of salesmen, and 
other methods for boosting sales. 


The Ronald Press Company, 15 East 26th 
Street, New York 10, N. Y., 242 pages, 
$3.95. 


To Prevent Waste 


Of all the modern inconveniences 
that bedevil business, none is more 
constant than the decay and deteri- 
oration of materials. To make your 
efforts to resist rust and rot just as 
constant, there is a new, compre- 
hensive manual, Deterioration of 
Materials: 
Techniques, which is the first vol- 
ume of its kind. This study, which 
developed from Government re- 


Causes and Preventive 


search programs, is a joint effort of 
the Department of Defense and the 
National Academy of Sciences-Na- 
tional Research Council. 

Editors Glenn A. Greathouse and 
Carl J. Wessell bring together de- 
tailed directions from two dozen 
specialists on how to make durable 
goods endure and make soft goods 
more hardy. The most up-to-date 
tested techniques for preserving all 
varieties of metals, wood, paper, 
textiles, leather, plastics, rubber, 
paint, and many other materials 
against climatic, chemical, physical, 
and biological agents of deteriora- 
tion are included in this volume 
which many readers will certainly 
do their best to preserve. 


Reinhold Publishing Corporation, 430 Park 
Avenue, New York 22,N.Y.,835 pages, $12. 


Basic Readin g 


One of the standard works on 
managing a manufacturing enter- 
prise, /ndustrial Management, by 
William R. Spriegel and Richard 
H. Lansburgh, has been brought 
up to date to reflect the advances in 
management methods in recent 
years. Rich with paper-work forms, 
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Getting workers to: THINK safety... 


Clark Equipment Company does it with movies 


Safe working methods boost employee mo- 
rale and save dollars for the employer. But 
many workers resist safety training like 
schoolboys shying from dancing lessons. 
The Clark Equipment Company, how- 
ever, has found the answer. Their 25-minute 
movie, “Safety Saves,’ teaches safety pro- 
cedures to users of Clark lift trucks and 
other materials-handling equipment. Dra- 
matic and entertaining, the film teaches 
more than basic safety techniques. It stimu- 
lates the workers to think in terms of safety. 


Selling ability, too 

The movie is part of a mobile training school 
on the use and maintenance of the com- 
pany’s equipment. The school is transported 
all over the country by trailer truck as a 
service to Clark Equipment Company cus- 
tomers. It pays off handsomely as a sales 
stimulant and good-will builder, too. 

Since this “school on wheels” is packed 
and unpacked in a hurry, Clark must use 
movie projectors that combine simplicity 
and ruggedness. To meet these specifica- 
tions with projectors that also deliver superb 


sound and visual reproduction, Paul King 
of Krum’s Audio-Visual in Battle Creek, 
Michigan, recommended Kodascope Pag- 
eant Sound Projectors. Here’s why: 


Pageants never need oiling 
Only Pageant Projectors are permanently 
pre-lubricated to by-pass the common 
trouble spot of improper oiling. To Clark, 
this means worry-free projection on the 
road, where repairs are usuaily impossible 
And thanks to the versatility of the sound 
mechanisms, Clark is able to use Pageant 
amplifiers and speakers as a public-address 
system during non-film portions, eliminating 
the need for special extra equipment. 

The rugged dependability of Pageant Pro- 
jectors makes them ideal for industrial use. 
There are 6 models to choose from, and 
prices start at $425 (subject to change with- 
out notice). Think over your own selling and 
training problems—chances are that movies 
can help solve them easily and effectively. 

Ask your Kodak Audio-Visual Dealer for 
a free demonstration. No obligation. Or 
mail the coupon for full details. 


IN ADDITION to 16mm. projectors, there is also a wide range of other Kodak 


audio-visual equipment . .. 16mm. movie cameras; 35mm. still and stereo cam- 


eras; stereo viewers; table viewers; projectors for Kodachrome slides and 


filmstrips; high-speed movie camera for engineering and methods studies; plus 


a complete range of special aids for making better business pictures. 
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EASTMAN KODAK COMPANY, dep. 8-v, Rochester 4, N. Y. 


Send name of nearest Kodak Audio-Visual Dealer and complete information on: 


[_] Kodascope 16mm. Pageant Sound Projectors 


["] Other equipment as indicated: 
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plant-layout illustrations, and ex- 
amples of procedures in many 


plants, this volume should be ab- TRANSFER RECORDS 


sorbing reading for industrial exec- THIS EASY WAY 
6 a , AND HAVE... 


ulives. | oe ECONOMY, 
Among the many topics treated { © i) SYSTEM, 
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Executive Development, A Bibliog- 
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this bibliography were works on 
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PLAIN AND FANCY FLAME-CUTTING e There’s a lot more to weldments than welding alone. At the Bethlehem Weldment Shop, where complex 
jobs are commonplace, this elaborate flame-cutting equipment rarely gets a breather. Set for either magnetic or electronic tracing, it can cut plain or 
fancy shapes in thick steel plate— and fast! Big jobs are no problem. The bed of the cutter measures 12 by 60 ft. 














HIGH-CAPACITY MACHINING e If your weldment calls for machining, as 
did this big sheave, it’s easily handled by Bethlehem. Our shops are equipped with 
some of the highest-capacity machines to be found anywhere. This 25-ft vertical 
boring mill is a good example. 


COMPOSITE WELDMENT e You sometimes find that com- 
posite construction fills the bill. For instance, this 17-ton main 
frame for a powerful billet shear was fabricated from rolled 
plate, forgings and castings, all manufactured, machined and 
assembled by welding here at Bethlehem. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 


For further information about Bethlehem W eldments, just call on the nearest Bethlehem sales office. wm 
gETHEEHEN 


BETHLEHEM STEEL ui 
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Every age has fathered its artisans. In the past, wood carvers, 
silversmiths, steel forgers all fashioned useful and beautiful 
products from the materials at hand. 

Today, new kinds of materials have been created. And a new group 
of craftsmen—the molders of plastics—has emerged to blend 
timeless skills into modern techniques of mass production. 
Pictured here are two of the many specialists who 

are now molding plastics materials into products that 

are serving every industry, every home. 

Monsanto, a major producer of high-quality plastics materials, 
salutes these craftsmen who are helping to mold America’s tomorrow. 
Monsanto Chemical Company, Plastics Division, Springfield 2, Mass. 


When your plans call for,piastic parts or products, consult an expert custom molder. 


Oscar Niemi, Supt. Injection Moiding, Santay Corp., Chicago 


Over the last 15 years Mr. Niemi has turned out plastic 
products on all types of equipment, ranging in size from 
2-0z. to 60-0z. machines. Perhaps the most outstanding 
job under his guidance has been an electronic part, a coil 
form with 4-wire inserts molded in. The coil form has 
been running over 5 years, 85 shots per hour in a 12- 
cavity mold. He has also run a 21-in. television “lens” in 
a single cavity mold (using 8 different molds) for over a 
year and a half, each molding optically perfect. 


Cornelius DeBiock, Mack Molding Co., Arlington, Vermont 


More than 26 years ago “Casey” DeBlock began learning 
mold design and plastics technology in the machine shop 
of Mack Molding. Today, as pulse-taker of Mack’s pro- 
duction line, he supervises the operation of injection 
molding presses which vary in capacities from a few 
ounces to 15 pounds per “shot.” Casey was one of the first 
to recognize the need for “lubricant” in injection molding 
compounds. His suggestions helped chemists improve the 
performance of plastics materials for broader use. 
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SPECIAL BEC FEATURE 


TRAFFIC MANAGEMENT: 
Gold Mine in transit 


It’s a $90 billion annual expenditure, yet management 


accepts costs often more than 20 per cent of sales 


on blind faith, with no control over decision-making. 





Savings: 1954 


Stop-offs in transit for partial 
unloading and for consolidat- 
ing motor carrier shipments... $61,450.26 


Stop-offs in transit for partial 
unloading and for consolidat- 
ing rail carload shipments... $53,287.52 
Arranging for expedited serv- 


ice in lieu of specified costlier 


SUED. 6 5.dcebaaks $12,929.79 


Freight charges reduced be- 
fore payment........ $11,167.53 
Overcharge claims collected. $ 1,790.56 


Loss and damage claims 
CNN. bis ove cédeckdnsscs SURI 


Trucking Division savings.... $29,019.35 
Other savings.............. $77,940.40 


Grond Total.......... $267,163.63 











The savings are substantial 


The example is not typical 


The savings above, taken from Otis Elevator’s 
general traffic manager's report to management 
for 1954, represent about 12 per cent of the com- 
pany’s actual freight bill for the year. It shows 
what an alert traffic department can accomplish 
for management when management knows how 
to co-ordinate traffic functions with other de- 
“atkcpe agen Trafhic’s work with packaging at Otis, 
or instance, may save the company as much as 
$40,000 this year by showing that half-inch 
lumber could be substituted for heavier crating 
without risking damage to products during ship- 
ment. Few companies maximize the effectiveness 
of their traffic department, mainly because 
they have no concept of the services available. 


JAMES K. 


BLAKE 


Marketing Editor 


Last November the editors invited 
24 of industry’s leading traffic experts to com- 
ment on the results of a pilot survey made of 
over 300 manufacturing companies. The sur- 
vey’s purpose was to develop a number of traf- 
fic costs-gross sales ratios on an industry-by- 
industry basis. Refined and expanded, such 
ratios could provide a valuable control tool for 
management. When the editors proudly un- 
veiled their handiwork, the experts were aghast. 
The results, putting it mildly, were rotten. In- 
accuracies and distortion abounded in every 
ratio, for every industry. 

As the conference dug deeper into the facts, 
it became clear why. Less than 10 per cent of 
the respondent companies maintained accurate, 
current cost data—the others, stating that cost 
data were not available, returned to us their best 
estimates. Most of these estimates were incorrect! 

Considering the fact that millions of dollars 
in transportation charges are involved for larger 
companies, many of the responses were little 
short of fantastic in this cost-conscious era. For 
example, one of the biggest chemical companies 
wrote, “Unfortunately we do not keep any rec- 
ord, accounting-wise or trafhic-wise, of inbound 
or outbound transportation charges paid for our 
purchases or sales.” 

A prominent electronics corporation returned 
what appears to be an incautious non sequitur: 
“Several years ago we discontinued keeping de- 
tailed data such as would place us in a position 
to properly answer the questions you are seeking. 
Notwithstanding this, we have complete con- 
trol over all our transportation costs.” AnotlHer 
electronics manufacturer carefully explained: 
“The numerous articles we manufacture and 
purchase for use by . . . plus the fact that the 
materials may be shipped from or to any point 
within the country, makes it impossible to an- 


swer with any very high degree of accuracy.” 

Though it begs the question to ask how cost 
control is possible without knowledge of costs 
or why decentralization does not triple the need 
for maximum control, it is pertinent to inquire 
why top management in many, if not most, 
companies accepts on blind faith expenditures 
frequently amounting to more than 20 per cent 
of net sales. 

The major, fairly obvious, answer is that ex- 
ecutives in many companies, including those to 
whom the general trafic managers report, be- 
lieve that the total traffic cost is as inevitable as 
the need for bringing raw materials into the 
plant or shipping products to the market. As 
the president of a machine tool company said, 
“What can we do about it? The Commission 
makes the rates and we've got to pay them.” 

This type of thinking has resulted in possibly 
less knowledge and understanding of the work 
of the trafic department than of any other de 
partment of the company. Buying transporta 
tion service is much like buying any other serv- 
ice or materials, except that the pricing struc- 
ture is highly complex. Inefhcient buying wastes 
thousands of dollars for many companies each 
year. Many additional thousands are wasted be 
cause many firms, having committed the cardi- 
nal management sin of failing to control the 
trafhe department, fail to use the auxiliary serv 
ices that department should and can provide to 
other departments. 

A mammoth Eastern manufacturing company 
at the end of the war needed additional plant 
facilities. The Federal Government put on the 
market a war surplus plant at a price about $1 
million under a fair appraised value. It looked 
like a steal. A hasty survey determined the suit- 
ability of the layout and physical facilities. The 
labor supply was adequate, other major con- 
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“INDUSTRY’S FLYING PARTNER”’— 
UNITED AIR LINES 





In today’s fast-moving business world the difference between profit and loss is some- Sir: cements alienate Mitel tiie 
times only a matter of hours. That’s why industry is turning more and more to “Industry’s Flying Partner,” Cargo Sales, 
, ; ‘ : : Dept. Z-2, United Air Lines, 
dependable air freight to tap new supply sources, to open new markets, and to speed : »¢ 5959 S. Cicero Ave., Chicago 
ancouveft, 







Seattie { 


up and streamline existing operations. 
Portland 


Soe Bake t 


THE NATION'S GREATEST HIGH-SPEED AIRLIFT is offered by United Air Lines with 
new six-mile-a-minute DC-7s that can speed your product coast-to-coast in less than 
} hours! In all, United’s vast fleet of cargo-carrying Mainliners” serve 80 major 
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Washington , D.C. 





‘ 

U. S. cities. es 

UNITED’s NEW RESERVED SPACE AIR FREIGHT PLAN is a new and exclusive service 

that allows you to reserve in advance, space for your shipments in or out. It’s almost 

like having your own shipping space to use at will, previous consideration having 

been given mail and express needs. Reserved space to 84 countries the world over! 
MORE THAN 254 UNITED FLIGHTS DAILY—AIR CARGO ON EVERY ONE 
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siderations were not unfavorable. The general 
trafhc department was not consulted and, in 
fact, knew nothing about the negotiations. 
Transportation costs were not appraised, al- 
though the project was strongly supported by 
the sales vice-president, who should have known 
better. 

The plant was bought. The traffic department 
then quietly studied the transportation situation, 
finding that the plant suffered an annual pen- 
alty of half a million dollars in freight charges 
because of its location remote from supply 
sources and market centers. As the market for 
the plant’s products is increasingly competitive, 
there is serious doubt that the plant can con- 
tinue to operate with a freight charge of 2 cents 
per pound (or about 4 per cent of the selling 
price of the product) higher than at a favorable 
location. Belatedly, the company’s trafic depart- 
ment is now a member of the executive planning 
committee. 


How Not to Control! 


In the files of Rogers, Slade & Hill, one of the 
first consulting firms to move into traffic analy- 
sis, are scores of examples of needless waste and 
inefiiciency, stemming basically from lack of 
knowledgeable management control. The presi- 
dent of a container manufacturing firm, for in- 
stance, was amazed to learn he was paying 
about 10 per cent of gross sales for traffic charges, 
or about $5 million annually! More startling 
was the fact that the money was being spent by 
a trafic manager who was actually a glorified 
rate clerk, and a totally inadequate staff. The 
trafhc manager may have been competent 
enough 20 years ago, but because the top brass 
did not see and was utterly disinterested in the 
key nine-tenths of his performance, he had al- 
lowed his position to deteriorate to the point 
where he was doing little more than personally 
procuring travel reservations and tickets for ex- 
ecutives, and actively directing a handful of 
company-owned trucks. As a result, nearly $50,- 
000 that should have been in the profit column 
was being spent on needless freight charges. 

In another company, a dominating manufac- 
turing vice-president insisted on receiving a cer- 
tain chemical in drums because of the greater 
convenience in handling. It was with consider- 
able reluctance that he agreed to examine a traf- 
fic study which showed that the difference in 
price between bulk and drum purchases would 
write off the cost of new bulk storage and han- 
dling equipment in six months and that the 
savings in transportation costs alone would 
amount to more than $2,000 a month. 

Many sales departments are totally unaware 
that they waste thousands of traffic dollars. 
Hypnotized by the magic phrase “service the 
account,” sales management often insists on the 
fastest form of delivery, regardless of cost. A 
machinery manufacturer discovered last year 
that 40 per cent of all shipments were being 
made via fast, premium-cost, rail and air express. 
It turned out that more than two-thirds of the 
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HERE’S WHAT TRAFFIC 








MANAGEMENT SHOULD 
BE DOING FOR YOUR 
OTHER COMPANY DE- 
PARTMENTS 


EXECUTIVE DEPARTMENT 


ACCOUNTING DEPARTMENT 


SALES DEPARTMENT 


PURCHASING DEPARTMENT 


MANUFACTURING DEPARTMENT 


LEGAL DEPARTMENT 


PERSONNEL DEPARTMENT 














FU CRONE vntivnndckscnperndas 
Siding and other carrier agreements _................ 
PenGudtion PRAGA «cies cnc ckinlavbisockebocdnue 





ST CUNT WE ccsccdonns 00 0dashiucheesiaiac Samer 
Furnish proof of delivery to credit division 
File claims for over-charge, loss and See 
damage, or reparations _-..... hon Geh c20- cence SO 
Work out credit arrangements with carriers 


Furnish rate memoranda to salesmen _____.......... x ; ee ‘ bi 


Information on competitors’ rates dnd rate 
POQUOSIS 22 cn ccc cc cece en coc ccecesccccs cecccccecccccces 
Furnish rates for prospective customers ....___. 
Show best sales areas from traffic 
standpoint " 
Assist customers in transportation 
CRITIINE  cciiccccn am ssnatinbasssdanaigiia 
Furnish information on warehouse location 
Operate or advise on operation of 
warehouses ..* ‘ A RE Se 
Furnish data on impending rate and 
PO ee EE BET 
Furnish cost data for determination of 
salesmen’s mileage allowances .................. 














Show most qdvantageous purchasing 
POND: vincuct-asncddnlsacissdctnidinbabioieimenuckaan 

information on economic size of purchase 

Work to consolidate I.c.l. shipments .............-. 

Assist in preparation of contracis where 
terms affect traffic 

Furnish information .on impending rate and -S 
CEPR SRER CHENION o06adenidkscnd décnccinens 


Suggest methods of materials handling ------------ — 
Advise on package specifications and Vo 

ERIN sncccton saussdnnaudetinun nehisbankiines 
Advise on materials handling equipment 
Prescribe or advise on operation of shipping 

and receiving departments ................-.--.-- 
Maintain a steady flow of two-way traffic 
Advise on product design _.... 
Advise on warehousing 














Prepare rate case evidence 
Prepare loss and damage claim evidence _.._._... 
Appear before rate and regulatory bodies 
Advise on transportation equipment 


contracts -..-... oa mmmnee cieccnsneinnnenecone SRS RRR er 


Facilitate passenger movement 


Handle transportation of household effects..._____. A RR RR 87 


ADVERTISING DEPARTMENT 


Advise on descriptive matter on packages, 
and in advertising literature, with respect 


to classification probeniiiiie ..<....-1......: Re eee 


Place advertising on company operated 


ahaa aaa ...--- a 41 


Source: Data collected for study by Indiana State Chamber of Commerce and Indiana Universit) 
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Any size, Any shape 


No matter where it's bound 
SHIP IT WIREBOUND! 


LOWER 


EASIER 
HANDLING 
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There is practically no limit to what 
you can ship in a Wirebound... for 
Wirebound is a most versatile container, 
Wirebounds combine the strength of steel 
wire with the resiliency of wood in 
limitless combinations. For example, 
look at the rock bit box on the left. This 
small, rugged Wirebound eliminated 
previous stacking failure and in-transit 
damage losses. So did the Wirebound 
band saw crate on the right. For greater 
safety and greater savings, investigate 
Wirebounds . . . today! 


MAIL THIS COUPON Now [ 
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WIREBOUND BOX MANUFACTURERS ASSOCIATION 
Room 1151, 327 South La Salle Street, Chicago, Illinois 


[] Have a sales engineer give me the whole story 
C] Send me a copy of “What to Expect from Wirebounds” 


Name 





Firm Name 
Address 
City, Zone and State 




















express shipments could be made 
by a slower method without dam- 
aging customer relations in any 
way. Savings: $3,700 per month. 

The general trafic department 
seldom has the ear of top manage- 
ment. (Some notable exceptions— 
and some notable results—are de- 
scribed in the article beginning on 
page 75.) Consequently, traffic man- 
agement is often unable to push 
through operating economies which 
involve changing practises in other 
departments and it is here that 
some of the most dramatic oppor- 
tunities lie. 

One Midwest manufacturer is 
ideally located close to materials 
and to his market, which is re- 
gional. Transportation costs should 
have been low, yet he was having 
difficulty meeting competition from 
companies located as distant as 
New England. Though it is not a 
large firm and, consequently, con- 
tacts at all levels of management 
could be expected to be frequent 
and fairly intimate, the president 
consulted for the first time with 
his trafic manager. In this company 
the trafhc manager was efhcient and 
able, but though he controlled mil- 
lions of dollars in annual expendi- 
tures he reported to a shop superin- 
tendent. Top-management control 


Air, Water, Rail and 
Motor freight charges only 


Warehouse costs included 


-Company-owned vehicles 
included .... 


HERE‘S HOW 244 COMPANIES 
[DEFINE “TRANSPORTATION COSTS” + + 


Trafic cost responsibilities shown here point up 
growing management trend; giving the traflic de- 
partment control of all functions relating to move- 
ment of materials and goods, including warehousing, 
materials handling, packaging and package research. 


simply did not exist. Their talk 
brought into the open the type of 
roadblock that traffic departments 
meet constantly. 

Traffic costs were exorbitant be- 
cause the shipping room foreman 
was insistent on keeping the ship- 
ping room floor clear. Every order 
was shipped almost immediately, 
regardless of size, which greatly 
improved the neat appearance of 
the shipping department. The traf- 
fic manager, whose office was un- 
der a dark, back stair, had no con- 
trol over shipping practises, and 
though he constantly reported the 
waste to the shop superintendent, 
that gentleman was overruled by 
plant management to whom the 
shipping room foreman reported. 

When, faced with a hot fire to 
put out, management accepted the 
recommendations of the traffic man- 
ager (which involved definite poli- 
cies on quantity shipments, close 
co-ordination trafhc, pro- 
duction, and sales, and setting up 


among 


controls to measure accomplish- 
ment) the manufacturer within one 
year dropped his transportation 
costs from an excessive 7.6 per cent 
of gross sales to 5.8 per cent. The 
net saving equalled more than 
$250,000. 


The complete unawareness of 








included 


Traffic Department overhead 





Legal expenses 
Claims costs 
Library 

Etc. 





Materials Handling (Equipment, 
maintenance, labor) included 


Packaging and research included [2 


fractional 








Source: Survey conducted by editors. 












Most ingredients that go into a new plant can be measured by 
feet or yards, pounds or tons. But there are other things— 
9 far more important—that physical yardsticks can’t size up. 





Experience, for example. Ebasco experience spans half a century, 
and includes the engineering and construction of more than two 
billion dollars of plants in the United States and abroad. 






Skill and integrity are evidenced in each phase of an Ebasco 
9roject. Ebasco’s highly qualified technical skill is utilized 

in every part of the work—-from site selection and preliminary 

planning, through finished construction, to successful operation. 






Together these unseen elements add up to quality construction, 
the common denominator of every plant built by Ebasco. 





: If you are considering a new plant, write for our booklet, 
| “The Inside Story of Outside Help”. Address: Ebasco Services 
| = incorporated, Dept. A, Two Rector Street, New York 6, New York. 
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_ Consulting Engineering 
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“If one of the easily 
adaptable buildings that are 
now available does not quite 
suit your needs, we'll alter it 
—or build an entirely new 
plant for you—-to your own 
specifications ...”’ 


That is the straightforward, practical offer of many 
of the progressive medium-size communities we serve 
in the five states of Maryland, Pennsylvania, 

West Virginia, Ohio, and Virginia. 


They'll finance a new plant too, one designed for straight-line 
production—and usually for less than you’d otherwise 

pay as most community industrial corporations 

operate on a non-profit basis. 


What’s more, you'll be dollars ahead in reduced operating costs 
after you move in. Many materials you need for successful 
manufacturing are right in your own backyard. You save 
three ways: (1) reduced inventory (2) lower shipping costs 
(3) more productive labor. Ask us to prove it. 
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For quick facts on available buildings 
and sites, and on how to finance a 
new plant, phone our Area Develop- 
ment Department—wW Hitehall 4-3740 
—or send in the coupon below. 
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West Penn Electric System, Room 915 
50 Broad Street, New York 4, N. Y. 
Without obligation, please send me a hand-picked assort- 


ment of current Industrial Data Sheets on available 
industrial buildings and sites in your service area. 
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executives outranking the traffic 
manager of even seemingly ele- 
mentary facts about the movement 
of materials and products cannot 
be overstated. This month, for ex- 
ample, the vice-president of an 
Ohio manufacturing company, who 
is legitimately proud of his produc- 
tion efficiencies, will waste between 
$4,000 and $5,000. He insists that 
certain inbound materials be ex- 
pressed to the plant because he 
can’t afford production delays. But 
in the raw materials warehouse sit 
shipments of materials that arrived 
in January at a ¢ost three times 
over another form of transporta- 
tion which would have taken only 


two days longer! 
How to Throw Profits Away 


This recital of typical examples 
of needless waste could go on and 
on. One expert estimates that as 
many as 75 per cent of all manufac- 
turing companies are paying ab- 
surdly high demurrage costs. De- 
murrage is a penalty charge im- 
posed by railroads for the holding 
of cars by shippers or receivers of 
freight beyond a reasonable fixed 
time. Usually, these charges are ex- 
cessive because no mechanism has 
been created to provide for proper 
co-ordination among shipping and 
receiving, trafic and _ production. 
There is, in other words, a break- 
down in management control. This 
cost a large multiplant company a 
quarter-million dollars in 1952. The 
only need was for better housekeep- 
ing and policing. Within two years, 
this company’s demurrage bill was 
reduced to free over $170,000 for 
other purposes. 

In most companies, management 
has no way of knowing whether 
even basic functions in the trafhc 
department are being performed 
efficiently. Take rate work, for in- 
stance. The possible combinations 
of fixed rates for a multiplant com- 
pany may be in the millions and 
determining the lowest rate possi- 
ble, considering all factors involved 
with a shipment, is a complex job. 
But a smart trafhc department ne- 
gotiates whenever possible with the 
carriers to get an even lower, spe- 
cial commodity rate for the product. 
Yet management, not from a rea- 
soned assurance that sufhcient vig- 
ilance and ingenuity are being exer- 
cised in the traffic department but 
from lack of alerted interest, sel- 
dom controls this basic function. 














WHY If 
“BIG BUSINESS” 
LEASING 


Instead of 
Buying Its. 
Company Cars? 


The growing tendency among 
the top management teams of 
American and Canadian busi- 
ness firms is to favor leasing 
arrangements with reputable 
companies over the old prac- 
tice of owning a car fleet or 
paying intricate mileage allow- 


ances. 


Now. for the first time, 
The R. A. Company (one 
of the world’s largest 
and oldest auto leasing 
organizations) is offer- 
ing a completely docu- 
mented explanation of 
this trend. 


This booklet, free upon request. 
explains briefly and convine- 
ingly why leasing is the most 
economical, efficient, and con- 
venient method of fleet opera- 
tion. And, what is even more 
important, it shows how the 
R.A. 


mendous boost to employee 


Plan can give a tre- 


morale without a penny of 


extra cost to your company. 


Write now for vour 
complimentary copy of 
“The R. A. Plan’”’. 


THE R. A. COMPANY 


4038 CHESTNUT ST. 
PHILADELPHIA 4, PA. 
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There’s always something new in 


Ps Evel packaging! This year the emphasis 


IO. Us wees 9.6 : 

‘ impulse package, the cost. re- 
PACKAGING eh ducing automatic technique, 
} =P. @ =i oo }_ ®t x qK¢cy RI “4 : the new material that boosts 


J sales, increases efficiency of 


is on competitive selling— the 


April 18 to 21, 1955 
International Amphitheatre 


packaging, packing and shipping 


Chicago : consumer and industrial goods! 


You'll see nearly 400 leading exhibitors. 
You'll be able to compare thousands of 
materials, machines, equipment and supplies 
all in one place at the largest National Packaging 


Exposition in history. 


WYrite for tickets today! 


Address American Management Association 

330 West 42nd Street, New York 36, N. Y. 

for complete information about the Exposition 

and the concurrent National Packaging Conference. 
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LIGGETT E MYERS, DURHAM, N. C. PLANT MAINTAINS 





PEAK PRODUCTION WITH CASTERED SUPPLY LINES 


The productionof millions 
of cigarettes every eight 
hours at the Durham plant 
of Liggett & Myers Tobacco 
Company depends to a 
large extent on material 
movement of the highest 
efficiency. 


One very important oper- 
ation in the manufacture of 
cigarettes at Liggett & 
Myers is the transfer of 
tobacco between a con- 
veyor at the central tobacco 
truck loading depot and the 
hundreds of cigarette mak- 
ing machines in the man- 
ufacturing area. 


Box trucks equipped with four 


One company is still shipping 
a product under an optical equip- 
ment classification although _ its 
competitor had a similar product 
classifed as machinery five years 
ago. Since all rates are published, 
the company is losing thousands of 
dollars annually because the trafhc 
manager has fallen behind in his 
reading. 

What makes the traffic or trans- 
portation function a fascinating 
field for students of management is, 
of course, its undeniable importance 
to over-all company 
That importance grows as a cora- 
pany’s source of supplies and 
distribution area expands. To*many 


operations. 


students, it appears as though traf- 
fic management is in a transitional 
phase. Many trafic managers are 
still functioning as rate clerks, nor 
will management permit them to 
be more. Other trafic managers, 
in companies of equivalent size in 
the same industry, wield influence 
that would have been inconceivable 
20 years ago. The “trafic manager” 
of St. Regis Paper, for example, 
is a vice-president and a member 
of the board of directors. 

A notable instance of what might 








be termed the final phase of traf- 
fic management assimilation by the 
structure is in Lever 
Brothers (see page 80) where the 
“trafhc manager” is, as he puts it, 
“in charge of movement.” Every 
element affecting the movement of 


corporate 


raw materials or finished products, 
except only that intraplant move- 
ment directly related to manufac- 
turing processes, is under his direct 
or functional control. That includes 
all warehousing, materials han- 
dling, packaging, and the purchase, 
maintenance, and dis- 
about 1,100 
owned sales vehicles. 
Only a handful of companies 


operation, 


posal of company- 


have accepted this concept to date. 
Radio Corporation of America, for 
example, has a vice-president in 
charge of materials responsible for 
purchasing, inventory and move- 
ment of materials and products. 
The immediate crying need is obvi- 
ously for better control of current 
trafic Meanwhile the 
trend toward logical consolidation 


functions. 


of all responsibilities associated with 
the movement and storage of ma- 
terials and products under one ex- 
ecutive is beginning to emerge. 








Faultless 100 Series Truck Cast- 
ers, designed especially for the 
tobacco industry, are used exclu- 
sively in this operation. These 
highly maneuverable tobacco 
trucks have 4” diameter, plain 
bearing, semi-steel wheels. These 
low-operating-cost Faultless 





check 


Evansville 
in debt-free 


Indiona 





FAULTLESS Casters assure a constant supply FOR 
Lae of bulk materials to hundreds of PREFERRED 


Cigarette making machines. 


PLANT 
SITES 


Special king pin construction elimi- 


nates all possibility of breakage at me 
this vital point. The horn is made of in the 
heavy gauge steel, properly formed 

and contains about 50% more metal Heart 
than the ordinary caster. Available of the 

in a full range of wheel sizes in ee ° 
Semi-Steel, Ruberex, Rockite, Plaskite, American 


Vulcanized, Rubber Tired, and Drawn 
Steel. Thread guards are available 
in the majority of sizes, 


Ruhr’ 






500 Series 
Rigid Caster 














companion 
to 100 
Each month the solution to a Pang ior lf your industrial development in- ural coal and oil resources, central- 
real materials handling prob- sons-ctecl. cludes plant expansion or relocation ized for economical rail, truck, air and 
lem is fully presented in a free, roller bearing . get ALL the facts NOW on this water transportation —_ Evansville's 
wheel. progressive community of 133,800. industries are well stabilized. Pool of 


handy size folder. To get the 
complete story on the Liggett 
& Myers caster application 
mentioned above, write for 
your copy. 


dependable, loyal skilled workers 


available. 


A major port, ample water for 
processing, plenty of power, gas, nat- 





WRITE FOR FURTHER INFORMATION: 


1. Straight Facts File — 4 Brochures filled 
with up-to-date data. 

2. Sound and Color Film: ‘Balance Point, 
U.S.A."" See us by helicopter! 

3. Complete Analysis and Economic Survey 
by Indiana University. 







1 00 


~ 137 Locust Street 
+ Evansville 8, Ind. 
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Cuts 
Costs 


50% Man 


What you see here is a race between a wood- 
working shop’stwo bestcabinetmakers shown 
assembling haberdashery shelf dividers. One 
is doing the job the conventional way, with 
hammer, finishing nails and nail set. The 
other is using the new Bostitch T3 Air-Driven 
Tacker which drives and countersinks naik 
type staples semi-automatically. 

Results: staples beat nails better than 
2 to 1, with cost savings amounting to 50%. 


The Bostitch T3 won out on other counts, 
too. The shop foreman reports staples more 
accurately placed than nails. And each staple 
is neatly countersunk, its *4’” legs pressing 


with stapler beats man 


outward in the wood to give greater holding 
power. Pressing the slim nose of the T3 
against the work triggers its action, leaves 
one hand free for positioning and assembly, 
speeds dozens of nailing jobs. 

The new T3 is just one of 800 kinds of 
Bostitch staplers that cut costs all along the 
line in factories, shops, offices and stores. To 
help you pick the right staplers for your fas- 
tening jobs, Bostitch has 375 Economy Men 
in 123 cities in the U. S. and Canada—by far 
the largest and best-trained group of its kind. 


Call in your nearest Bostitch Economy 
Man for a complete study of your fastening 





with hammer 2 to I 


methods. There’s no obligation. 


He'll tell 


you honestly if stapling can save you money. 


Look up “Bostitch” in your phone direc- 


tory 


or write us. 


Fasten it better and faster with 



































BOSTITCH 


a ee a a. 


a. a?) i ee 


FREE time and money saving bulletins 
tell how stapling can cut your costs. 


BOSTITCH, 663 Mechanic St., Westerly, R.1L. 
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| 
| 
| 
| 
: 1 want to fasten: 
, )] wood '} light metals ~) leather 
| [} rubber || cartons } roofing 
[} plastics ([() fabric 
Desk staplers hi les ; eet Mont) 
Motor and air 7 
dri lea Company ____ Paseo . 
Staplin riven Staplers “il 
h P : Tackers Address __ 
Stapling pliers amme r Cle. Zon ie 4 
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YOUR OTHER COMPANY DEPARTMENTS: 


ON $ CH : D ULE e > > This executive checklist, based mainly on an analysis 


2 >- of the co-operative functions of Otis Elevator’s 
“is tel general traffic manager, C. H. Vescelius, shows the vital 
7 a . >. 5 e e 
>> Design and engineering details of the World's services your company should be getting from the traffic 
Largest Repair and Maintenance Hangar FSS cg RAE a Pa er ee 
>. 28 . . . , } PY 
met rigid U. S. Air Force schedules... in ws ih 7 en pee eran y Syereree 
just 90 days... marking another significant 
“first of its kind’’ achievement b 7 
“ Y | EXECUTIVE AND LEGAL DEPARTMENTS 
Kuljian engineers. 

[] Does the trafic manager have intimate knowledge of national trans- 
pill Covering a ground area of over 1,0080@0 sq. ft. portation legislation erecting the company and does he keep top 
: as with perimeter of structure measuring slightly less management informed : 

14 than a mile, this gigantic hangar represents a | [_] Does he submit monthly and annual reports which show clearly the 
new concept of modern facilities in air base amount of internal control he exercises over traffic expenditures? 
design. ““Advance”’ thinking on the part of | [ ] Does the traffic manager actively participate in Interstate Commerce 
U. 5. Air Force personnel va the “know-how Commission rate cases and vigorously negotiate with all carriers on 
and meticulous planning of Kuljian engineers... rate and classification matters? 








: SS} sie ‘ : OTE > a} >< re ‘or : ~ . . 
made possible total integrated maintenance | | | Is the traffic manager consulted on or does he, himself, negotiate con- 
all types of aircraft on a simultaneous 


j Syipset ; tracts for inland and marine insurance? 
“production line and “‘stall’’ basis. 7 


Is the trafic manager permitted to make transportation studies prior 
to selection of warehouse or plant sites, and does he consult with the 
legal department prior to completion of public warehouse lease agree- 








<< ments? 
oy ty r . ba . ° ° 
Ra |] Is he consulted on union contracts involving labor related to the 
K R: movement of goods ? 
— = |_|] Does he work with the legal department to establish the validity of 
Located of Kelly Air Force Base, ~_ damage claims? 
' Texas. Design & construction super- SEES ; . ' : 5 
vision by The Kuljian Corporation as |] Is he responsible for purchase and sale of all automotive equipment? 


under direction of Air installations 
Division, Air Materiel Command, 
U. $s. Air Force, 














T WHAT YOU PAY FOR! 














ATTENTION — INDUSTRIAL BUSINESS LEADERS 


The work performed by The Kuljian Corporation for the U. S. Air Force 
is typical of the large number and variety of imposing projects for which 
Kuljian has furnished complete engineering and construction services. 
Prompt and efficient planning continually play a vital part in Kuljian 


over-all operations. Seeing to it that tight schedules are met is just another 













reason why we have been winning new friends year after year. ‘ l, 


Whether your industry be Power, Petroleum, Chemical, Processing, 


Aviation, Textile...the wealth of experience gained by Kuljian in these HYDROS( ALE! > > 


fields can bring you fresh viewpoints ... new approaches to your problems. 


The next time you need outside help, why not contact a Kuljian Hydroscale will save you many times its cost by providing an accurate 
check on everything you buy by weight! Easily attached to any crane 
or hoist, it lifts and weighs in one operation—eliminates extra handling, 
the help you need, anytime... anywhere. delays and guesswork. 


With a Hydroscale you can make practical, cost-saving weight checks 
any place in your plant—anywhere your hoist will reach! There’s a 
Hydroscale to fit your specific needs. 108 models, 500 to 100,000 
lbs. capacity. Start cutting costs in your operation. Get the facts today! 


| 1 Ci nn loyoralion WRITE TODAY FOR ILLUSTRATED BULLETIN! 


engineer for preliminary consultation. He will be glad to provide 


% hul 











- i Hydroway Scales, Inc., 20624 West Eight Mile 
Dix Road, Department 312, Detroit 19, Michigan. ® 
YEAR engineers -« constructors 
, 1200 North Broad Street e Philadelphia 21, Penna. 
MEXICO CITY @e CARACAS @ BOGOTA e MADRID e ATHENS e BEIRUT @e TOKYO e CALCUTTA @ RANGOON Attractive Territories Available. Write for Details. 
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WHAT TO EXPECT FROM TRAFFIC? 


[ ] Does the general trafhc manager negotiate all weight and railroad 


siding agreements with the carriers? 


SALES DEPARTMENT 


[|] Does the trafic manager work closely with the sales manager to de- 
termine what might be called a tonnage distribution policy—in other 
words ,when rates and service are comparable, to decide which carrier 
should be used for the best advantage of sales? 
|_| Does the trafic manager work with sales to achieve the maximum 
number of freight consolidations and pooling arrangements; a mini- 
mum number of LCL or LTL shipments to dealers? 
|_| Does he provide full data on competitors’ freight rates and the prog- 
ress of rate requests which might affect the company’s regional dis- 
tribution pattern? 
|_| Does he hold a tight rein on all sales department requests for fast 
shipments via premium freight and cover all trends in his reports? 
| Does he actively co-operate with sales to extend the marketing area 
through negotiations with the carriers for special rates? 
Has he prepared a schedule showing most economic units of sales to 
various markets on the basis of current rates? 


Is he permitted to advise customers on transportation problems? 

| Does he have full charge and control of all sales vehicles? 

Does he check advertising on containers to ascertain that advertising 
on them does not conflict with the classification under which the prod- 
uct is being shipped? 

[-] Is he consulted by sales on long-range planning involving new mar- 
kets or “crash programs” in existing markets? An increase in tonnage 
shipments can alter the rate structure considerably. 
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DON’T WALK... 
push a button and TALK! 





© Compute the cost of time wasted 
by running back and forth for infor- \ 
mation and instructions. That’s how | 
much the new Executone Intercom 
can save you! 
Double office suite or sprawling 
plant, Executone’s crystal-clear, voice- 
to-voice contact links departments in 
split seconds...turns walking time 
into working time. | 
Busy switchboards are relieved... \ 
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LOOKING FOR INDUSTRIAL SITES? 


Let ‘“‘Nick Plate’’ send you our detailed and accurate “Along 
the Line’’ surveys covering natural and agricultural resources, 
utilities, labor and other pertinent data relating to each specific 
location. Just tell us the area or type of location you are inter- 
ested in. Call or write: 











H. H. Hampton, NICKEL PLATE ROAD 
1407 Terminal Tower, Cleveland 1, Ohio 
Phone: MAin 1-9000 


hard-to-locate employees are found 
... production is speeded up. 

Mail the coupon now and let us \ 
prove to you that Executone quickly 
pays for itself many times over. No 
obligation, of course! 


Executone distributors maintain staffs 
of factory-trained technicians who 
provide dependable service on your 
premises. 


Lrecilone ~ 


INTERCOM SYSTEMS 


p------- nn 
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| EXECUTONE, INC., Dept.Q.4 415 Lexington Ave., New York 17, N. Y. | 
| Without obligation, please send me | 
| full data on Executone Intercom. Name | 
I am particularly interested in: , 
Title 
| (J INTER-OFFICE COMMUNICATION i 
| (J INTRA-PLANT COMMUNICATION Firm / 
| (CJ) SwitcHBOARD RELIEF | 
Address 
[] LOCATING PERSONNEL 
i [_] HIGH NOISE LEVEL COVERAGE City — o 
In Canada—331 Bartlett Ave., Toronto 
MARCH 1955 > £69 





tHis FREE procHure WILL HELP YOU 
CUT MATERIALS HANDLING COSTS 









The Patios Doli, 





-~ you Sil the many ways” 

im which Pallet Dollies are ‘aeeng 

unit load handling more profi | 

_. Alone or in combination with roller. é 
conveyors, these versatile accessories ate _ 
being used more and more to speed up fork 
truck operation. Why not get all the facts now? 





Learn the answer to eleven ee. 


materials handling problems “ 


This “how-to-do-it”, fully illustrated brochure will show you how yon 
can niet Palict Dollies for handling unit loads in and out of motor 
trucks and freight cars, even where there is no dock or where ope 
difference if height between dock level and carrier bed is a pro - 
lem; also how they are used to eliminate bottlenecks in elevator 


_operations—and many others. Wise for your ae copy a 














_EQUIPMEN - CORP. 


27-01 Bridge Plaza North 
ted Island edd 1, N.Y. : 


- 





ag 


PACEMAKERS OF PROGRESS IN CONVEYING AND MATERIALS HANDLING 
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Continued 


WHAT TO EXPECT FROM TRAFFIC? 


HOW TRAFFIC SHOULD CO-OPERATE 
WITH THE PURCHASING DEPARTMENT 


Is there regular consultation to determine the most economic pur- 
chase quantities in relation to transportation units? Trafic manage- 
ment should audit all inbound freight bills to control this factor. 

Do trafic and purchasing confer whenever necessary on purchase 
terms to effect the lowest possible rate—to seize, for example, every 
opportunity for freight equalization? 

Are seasonal overflows or emergency storage of materials and com- 
ponents a joint responsibility of trafic and purchasing? 

Does trafic work closely with purchasing on loss and damage claims, 
on expediting and tracing shipments of inbound materials? 

Does the trafic manager use company-owned equipment to carry in- 
bound materials where possible? 

Does trafic inspect and verify all inbound freight classifications? 
Vendors do not always describe their products to purchasers’ satis- 
faction, with adverse affect on the shipping costs. 

Does trafic supply purchasing with freight rates to the plant from 
alternate suppliers? In some instances, a lower shipping cost may 
more than compensate for a higher purchase price. 

Does the trafhc manager keep purchasing in touch with developments 
relating to upcoming rate or classification changes, or with the pos- 
sibility of labor trouble affecting inbound shipments? 


FINANCIAL DEPARTMENT 


Does the trafhc department prepare full data on the following: 
All freight bill audits? 

Duplicate payments? 

Vendor transportation charges? 

Claim collection? 

Carrier credit arrangements? 

Transportation costs analysis? 

Tonnage reports? 

Automotive equipment operation costs? 


PRODUCTION DEPARTMENT 


Does the traffic manager work closely with production management 
to co-ordinate arrival of cars or trucks for loading with actual pro- 
duction? Delays add to demurrage, raise costs. 

Is the traffic department permitted to advise or to supervise the design 
and packing of all shipping containers: 

Are all markings on finished products and containers checked with 
trafic to eliminate possibility of conflict with freight classification? 
Has traffic compiled a marking manual? 

Does the traffic department have at least functional supervision of all 
transportation among buildings at the same site? 

Does traffic have functional or direct supervision of all materials-han- 
dling labor and equipment related to the movement of materials or 
hnished goods? 

Does traffic have functional control or advise on production material 
waste disposal activities involving pick-up, assembly, and shipment? 
Does traffic monitor all carrier pick-up service closely ? 

Does traffic, before decisions are finalized, prepare studies for all 
future plant locations? In such studies, does traffic make full use of site 
studies made by the carriers and by public agencies? 

Does trafic work with production on redesign of products or pack- 
ages when excessive damage has been reported during shipment? 
Does traffic require more status to make recommendations for proper 
operation of the shipping and receiving departments so that products 


and materials move in a steady flow? 
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Porcelain Insulators container saves 25% of over-all packaging costs. 
High finish, hard-to-pack items like these become easier to pack with positive 
product protection in General Box engineered containers. 


ER A A Ay lati 


Instrument Cabinet container weighs 230 pounds less than former, 
costs 42% less, is packed in one fourth the time— General container engi- 
neering saves this customer $8,000 a year. 


Pressure Sterilizer container saves 17% of cost of packaging materials, 
60% of packaging time, 9% of shipping weight. Customer uses eleven 
other General Box engineered containers. 


Control Valve container eliminates complicated blocking that required 
71 nails; cuts packing time 60%, shipping weight 10%, cuts container 
costs $1,500 to $2,000 in year. 


Four examples of engineered savings 
from General Box Laboratories 


These are results obtained by practical, imaginative 
container engineers who have the finest of design and 
testing facilities to work with. They create custom- 
designed containers for dozens of different products, 
month in and month out. 

Chances are it will pay you well to find out how 
much better your containers can be. It’s easy to do. 
Best and fastest way is to have a General Box man call. 
There’s no obligation. Consult your local directory, or 


Engineered Containers for Every Shipping Need 


© Wirebound Crates and Boxes @ Generalift Pallet Boxes ¢ Corrugated 
Fiber Boxes @ Cleated Corrugated and Watkins-Type Boxes @ Stitched 
Panel Crates @ All-bound Boxes 


write direct. Ask for free copy of illustrated booklet, 
“The General Box.” 


Factories: Cincinnati; Denville, N. J.; East St. Louis; 
Detroit; Kansas City; Louisville;. Milwaukee; Sheboy- 
gan; Winchendon, Mass.; General Box Company of 
Mississippi, Meridian, Miss.; Continental Box Com- 
pany, Inc., Houston. 


Genetal BOX 


1813 Miner Street, Des Plaines, Ill. 


* * * * * 
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We sponsor this series of advertisements about the Traffic Manager and his job because we believe 
the Trafic Man is management's answer to better and more economical movement of material 
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A case history that shows how close cooperation 
between Production...Sales... Purchasing and Traffic 


-». Saves an industrial company up to $400,000 a year ! ete 

on one shipping operation! Me 

ee 

That seems to be a pretty abrupt memo Full Access to Company Information ae Pe 
* ocelhl er prac East of Pittsburgh”... ‘This Traffic Manager has the full confidence of ee 

It would cause a palace revolution in a great se : 
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The Wooden Indian 
that Came to Life 
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The Traffic Manager was intended to be te Seat 
no more active than a “cigar store Indian.” aes se 
Up to a few years ago this large manufacturing company handled traffic baths og s 3 
as a purely clerical function of the accounting department. The only f eyvter! ¢ 
reason it created the post of Traffic Manager was that the General Auditor Te 
grew tired of being polite to traffic solicitors. As the present Traffic ee 
Manager puts it, “Somebody had to talk to the visiting solicitors, so the Wshete ns ; 
Traffic Manager was just a sort of cigar store Indian.” At Hb t neta 


“Rates are all the same,” the Auditor told him. “They are set by pee OSS A 
the Government.” 


Then A Live Wire Got the Job eros 
But presently there came to the “wooden Indian” post a man who was Serr eee Mae" 


not content merely to sit and listen. He studied rates and rules and routes. tins ams 
Through application of his expert knowledge he was able to show a tt 


saving in transportation costs running into several hundred thousand so 3 te 


dollars a year. Then, in cooperation with the other departments involved ~ moa 
he worked out a new distribution set-up with 34 regional warehouses. A aca 
Carload shipment gave a freight saving that offset the warehouse cost, ry * oe 
so the company was able to give its customers prompt delivery at no “ena heetehe > 
Today the Trafic Department enjoys equal status with Sales, ate 2 


p CNS and its head sits with the other department 
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Let’s stop 
patching 
the patches 


America’s transportation system is operating under a code of regulations 
that was originally written in 1887. Since then the era of the electric 
lines has come and gone. Since then have come the automobile, the bus, 
the truck, the airplane. Still we try to regulate transportation accord- 
ing to 1887 ideas. 

Today a new generation of Traffic Managers with scientific training 
and a professional approach are developing new techniques of transpor- 
tation that are in step with our modern techniques of manufacture and 
merchandising. But in doing so they are constantly bumping their heads 
on these antiquated regulations. 

Let’s give them a chance to bring transportation up to date. Let's 
stop patching a garment that previous generations have worn out and 
outgrown. Let’s ask Congress to scrap our 1887 breeches and give us 


a 1955 model. 








Chesapeake and Ohio 
Railway 


C & O sponsors this campaign in the belief that a strong and efficient 
transportation system is essential to the nation’s growth and prosperity; 
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and that sound transportation policy must be founded on public understanding kein ian’ cael ienlniees enn oo ada 
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The director of traffic 


is playing 
with blocks again 





With the blocks he is demonstrating to Sales and Pro- 
duction that a change in the shape of the packing case 
will let the cases stack in an interlocking pile. 

Because the interlocking piles are far stronger they 
can be stacked three pallets high instead of two. This 
rneans half again as much goods can be stored in the same 
warehouse space. It also means less breakage and damage 
to containers so the packages reach the dealers’ shelves 
in a more attractive condition. 

Will Sales and Production buy this idea? 

Yes! Because Traffic has backed it up with figures 
showing an annual saving several times the cost of the 
proposed changes. 

. At the same time, the incident of the blocks demon- 
strates another valuable lesson: A business organization 
is strongest when Traffic interlocks with Sales, Purchas- 
ing, Production and Advertising, so that each contributes 
of its special skills and knowledge to the better function- 
ing of the other. 

This result can be best achieved when the Traffic 
Executive operates at the same. management level as the 
heads of these other departments. ro ae 
PROGRESS 


Chesapeake and Qhio Railway 


TERMINAL TOWER, CLEVELAND 1, GQHID 
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that cut packing and shipping costs... 


help increase sales 


New developments in corrugated containers make it imperative for you 
to re-examine your shipping and packing problems! Your containers offer 
a too often overlooked opportunity for worthwhile packing economics 
and dynamic help to your advertising, merchandising and point of pur- 
chase display at practically no cost. Many of the largest users of con- 


tainers in the country have checked into Stone’s new ideas and benefited 


greatly. Why not you? 


New free kit on Container Ideas 
plus Container Evaluation Check 
List now available 


Now ready is a complete file folder kit 
of new ideas on corrugated containers... 
ideas that can cut shipping costs and en- 
able containers to increase the sales of 
your product. Just mail the coupon to get 
your kit along with an Evaluation Check 
List to help you analyze your shipping 


containers. 


stone 








corporation 
GENERAL OFFICES 
4200 W. 42nd Place, Chicago 37, Ill. 


Plants and sales offices in most principal cities. 


container 





D 


New Moder 


"Ow con 
tainers 
Prestige 


ainer © 2, ll 
Stone grt Place, Chicag? free kit on new con 
4200 W. ' obligation your Check list so | can 
Rush me neagures your Evaluation 

ideas P , 
poor step shipping containe’® asad 
an a 
Name——— a eae nen 
ho: ei epee a eT 
Firm ——————— oa ii anne” ORF as 
Rovanremn 

Address———— __State- tins 


City 


ee eS 


nb 
na ©omplete 


om a 
buildin, 9 


orporation 


cee 





I 


E 




















W 


and 














GOLD MINE in transit 








Five Companies realize 
traffic’s potential—Here’s How 





Do your production, sales, purchasing, and traffic departments 


work as a team? They do in these companies and the results show up in 


satisfied customers, higher sales, and savings of thousands annually. 


I IS not necessary for trafhc man- 
agement to have a high corporate status, but it 
frequently helps. The growing concept of en- 
larged service functions or the advisory capacity 
of the trafic department is an empty idea when 
the trafic manager lacks the authority to func- 
tion in this specialized field. Without exception 
the companies analyzed in this article have 
given the trafhc manager sufhcient status to 
facilitate co-operation with other company 
departments. 

In the Eastman Kodak Company the general 
trafic manager, Kenneth Jamieson, reports di- 
rectly to the vice-president and general man- 
ager. Over the past two years, the traffic de- 
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How the purchasing department cancut costs in Eastman Kodak is 
shown graphically in charts prepared by the traffic department in effort to 
encourage closer interdepartmental co-operation. Routing in pool trucks 
from Chicago area alene to Rochester, N.Y., saved over $15,000 in 1953. 
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f in use OF Pool Trucks for inbound Shipments 


A TYPICAL SHIPMENT FROM CHICAGO IS SHOWN Volume and CC 
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j 
partment managed to save well over $1.5 mil- 
lion. To a large degree, these savings were pos- 
sible because of excellent high-level co-operation 
among traffic, sales, and purchasing. 
Technically, trafhc management at Kodak as- 
sumes responsibility for a shipment of goods at 
the door of the shipping department and is re- 
lieved when the consignee receives the shipment. 
Actually, the services of the department extend 
far back into purchasing, into packaging and 
packaging design, and forward into sales plan- 
ning, new plant and distribution-center location 
studies, and even into such areas as dealer rela- 
tions, where shipping savings earn good-will. 
In the trafic department’s 1953 annual report 
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to management; for example, is a paragraph of 
enormous, though understated, significance for 
sales management: 

“In collaboration with the Chicago Branch 
Trafic Manager, the possibility of establishing 
pool truck distribution rates to additional points 
in the Chicago Branch territory was explored. 
This activity resulted in the establishment of 
commodity rates on mixed truckload shipments. 
The regularly scheduled pool truck service has 
been established during the year from Chicago 
to those additional points. From the Chicago 
Branch, dealers and stores located in fifteen 
cities are now served by pool trucks. This meth- 
od of shipment lowers the transportation costs 
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Inbound shipment cost trends show purchasing relative shifts in volume 
and costs, are accompanied by detailed charts showing penalty costs of 
shipping less than car or truckload and of emergency ordering, points up 
value of liaison among purchasing, production, and traffic departments. 
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The yak—beast of burden 
in mountainous Tibet—also 
provides Tibetans with 
their chief source of meat, 
milk, butter, cheese and 
hair for cloth and rope. 


MULTI-PURPOSE CONVEYORS 


Modern industrial conveyors are 
frequently designed to accomplish 
more than one useful production 
operation. 

That’s why some of Allied’s most 
interesting and unusual installa- 
tions have been those that best 
illustrate Allied ability and versa- 
tility for creating multi-purpose 
material handling equipment. 
Allied have been Automation spe- 


PIONEERS IN AUTOMATION .. 


cialists for years—their installa- 
tions include various types of 
conveyors, multiple transferring 
equipment, and highly engineered, 
fully automatic material handling 
systems. 


If you are faced with a peculiar 
kind of material handling prob- 
lem, you can confidently expect 
Allied to come up with a depend- 
able and efficient solution. 


. the design and fabri- 










in excess of $110,000 under charges 
applicable if such shipments w>: 
forwarded as single shipments di- 
rect to the consumer via less-truck- 
load, express, freight forwarder, or 
parcel post services. Pool truck op- 
erations from New York resulted 
in a savings of $19,199; and from 
Dallas, $17,598.” 

The key fact about these savings 
in excess of $146,000 is that the 
money was saved for the dealers 
who pay shipping charges from the 
regional branches. Under the for- 
mer routing arrangement, dealers 
received in some cases almost daily 
shipments from the branch office 
and paid for the convenience. 

Working with the sales depart- 
ment, trafic management was able 
to show the dealers that with bet- 
ter inventory planning they could 
operate with fewer and cheaper 
shipments. They showed, for in- 
stance, that on shipments of photo- 
graphic supplies alone to one De- 
troit dealer annual savings would 
amount to $3,500. 

Opportunities to expand the 
freight pooling plan are under re- 
view on three fronts; shipments to 
branches, from branches to dealers, 





and on all inbound shipments as 
well. The pay-off is in lower dealer 
costs and creation of a sales-con- 
scious trafic team. 

Each of these techniques was de- 
veloped with close sales manage- 
ment co-operation and the field 
sales staff has built into its presen- 
tations the full story of extra dealer 
profits. Mechanically, pool trucks 
and consolidations require tight li- 
aison among the branch sales and 
trafhc departments. 

Another key area where the traf- 
fic department and sales work close- 
ly together is in the selection of new 
sites for plants and branch opera- 
tions, Last May Eastman Kodak 
opened a sales division and proc- 
essing station in Chamblee, Ga., a 
suburb of Atlanta. Selection of the 
site was a product of joint studies 
made by sales, engineering, and 
trafic. The initial decision to locate 
in the Atlanta area was sales man- 
agement’s, based on current de- 
mand and sales potential. The final 
decision, however, hung fire until 
the trafic department was able to 
determine whether the Rochester 
plant could ship to the Atlanta area 
competitively and whether rail 
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, 1S YOUR FLEET 
. COST OVER 
6° A MILE? 


INCLUDING GAS, OIL, MAINTENANCE | 
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cation of fully automatic material handling systems 






is Cutting Costs 
for Leading Firms 


@ Marsh & McLennan 


e York Corp- 


FLEETS OF 25 TO 5,000 BRAND NEW 1955 
FORDS, PLYMOUTHS, CHEVROLETS READY FOR 
IMMEDIATE DELIVERY AT LOW COST RENTALS 


One example of highly 
specialized Multi-purpose 
Equipment is this combina- 
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t DeNemours surance and T Ld Monthy et 
and conveyor, designed : . gee Corp. Besa v) 25,06 Md 
and built by Allied for an » Factory Ins. nee: ol gia (Slightly Higher in West) 
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© American Bridge 


automobile manufacturer. Certified facts prove that General Auto Rental plans cost 

less than company-owned or salesmen-owned car plans. 

And — entire cost is tax deductible no capital tied 

up in frozen assets. 

All plans include immediate replacement in case of fire, 
eft or serious damage; new cars every 12 months. 

Special plans to meet specific needs. 





Write - Phone- Wire 


/ For further information request Allied Catalog 953 


HIGHEST PRICES PAID FOR YOUR PRESENT CARS 

ALLIED AUTOMATION DIVISION RENTAL CO. 
a ALLIED STEEL and CONVEYORS, INC. G E N ER AL AUT COAST-TO-COAST 
17367 Healy Avenue, Detroit 12, Michigan Harold @6. Aobinson - Livingston 8-5000 
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PLANT WILL GROW IN THE ERIE AREA 





New Plant of Harvell Manufacturing Corporation, 
Hubbard, Ohio, Manufacturers of Decorated Housewares 
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RESIDENTIAL 


Here's the middle-sized town —right site for your plant! 
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@ Where are the new plants going? Figures 
show that the middle-sized town is getting the 
major share because of its opportunities for better 
living for all personnel. 


These pictures from middle-sized towns in the 
Erie Area, give you some idea of their better life. 
Their social and recreational facilities make for 
better human relations—an intangible that finds 
its way into the company’s balance sheet. 


Then, of course, industry has room to grow in 
these middle-sized towns in the Erie Area that fit 
in with the Government's Dispersal Program. 


The Erie Area is in the heart of the nation’s largest 
single market. One-third of America’s people live, 


work and buy here. Raw materials, production 
and markets are close together. 

Industry is served by the dependable Erie Rail- 
road which offers unsurpassed service between 
New York and Chicago and nationwide by con- 
necting railways and connects direct with New 
York Harbor for export business. 

Our experienced personnel will be glad to discuss 
desirable locations with you—in strict confidence, 
of course. 


Erie Railroad 


SERVING THE HEART OF INDUSTRIAL AMERICA 
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D. M. Lynn, Assistant Vice President TODAY! 
Industrial Development, Room 531-A Erie Railroad 
Midland Building, Cleveland 15, Ohio 





Dear Sir: We are interested. Please send us your Specification Card 




















on 
which we can list our needs. 
Name ____ 
Title — __._ Company 
Address ___ i 
City Zone State 
MARCH 1955 . 7/7 
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HAVE YOU TAKEN ACTION? 
to rid your docks of this big obstacle to 
SAFER FASTER LOWER COST loading! 


MAGLINER MAGNESIUM DOCK BOARDS HELP MANAGEMENT 
ACCELERATE SHIPPING-RECEIVING FLOW AND INCREASE DOCK 
CAPACITY ... WITHOUT CAPITAL COST! 


LOADING IS FASTER BECAUSE... 


Magliner dock boards are custom engineered for your 
docks, your equipment, your loads . . . to provide a safe, 
smooth transit-way between dock and carrier. By effect- 
ing major reductions in loading time, they speed in-and- 
out shipping, and greatly increase dock capacity! 




















LOADING IS SAFER BECAUSE... 


Cross-over is safer for men, loads, and equipment! 
Magliners automatically adjust to every change in 
height difference due to truck spring deflection under 
load—thereby insuring added safety and sure-footed- 
ness for power trucks. A one-man handling job, Magliner 
magnesium dock boards provide the strength of steel at 
only 1/3 the weight! 


LOADING COSTS LESS BECAUSE... 


Faster loading saves manpower and dock time! With 
Magliners on the job, unit loading costs drop rapidly. 
Initial costs are less too! Magliner magnesium dock 
boards are but a fraction the cost of other types of dock- 
leveling equipment. And Magliners are movable—can be 
job-spotted anywhere on the dock! 











and postal facilities were adequate. 

Negotiations with the carriers 
were carried out and completed be- 
fore a decision to build was made, 
not, as in many companies, while 
the structure was being erected. 
Trafic department studies showed 
that the competitive rate position 
was O.K. and shipments could be 
made by negotiating rate adjust- 
ments with carriers. Result: sales 
management got a new branch lo- 
cation and shipping costs to Cham- 
blee were reduced about $70,000 for 
every ten million pounds shipped. 

The influence of the traffic de- 
partment reaches equally far into 
production and purchasing. For in- 
stance, any new package design or 
proposal must be okayed by the 
general trafic department. If a 
product shows signs of stress or 
damage during shipment, traffic 
makes recommendations for rede- 
signing the product after investigat- 
ing the packaging and handling en 
route. 

Recently, the general traffic man- 
ager met with the purchasing heads 
of Kodak’s five Rochester plants. 
He told them, in essence, that he 
wanted to improve the service func- 
tion of the traffic operation and 


that he was anxious to trade infor- 
mation on suppliers. He showed 
how, by exchanging data, he could 
improve purchasing’s records on 
their suppliers. He could, for ex- 
ample, if he had intimate knowl- 
edge of their purchasing data, give 
them transportation cost figures 
from alternate supply — sources 
where, although the cost per pound 
might be 2 cents higher, the ship- 
ping costs might be 5 cents less. 
He briefed them on the progress of 
pool car and pool truck savings, 
showed the effect on inbound ma- 
terials costs of buying full carload 
or truckload over LCL or LTL. 
Purchasing now has more initiative 
in dealing with suppliers. 

These examples show only a 
handful of the many benefits top 
management at Kodak receives 
from intelligently directed traffic 
management. Placing the general 
trafhc manager at a level where he 
reports directly to the top  vice- 
president; putting him on executive 
committees directly or indirectly af- 
fected by transportation are impor- 
tant, basic steps in coordinated gén- 
eral management. 
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Users of L.A.B. Package Testers are cut- 
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: ting shipping losses to the very minimum. 
‘. In addition, this equipment permits them 
to develop the most economical shipping 
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Typical L.A.B. Package Testers 
Incline-impact tester shown (left) has 


* 
SMragkiner FOR RAIL OR container that will do the required job — a capacity of 600 Ib. Vibration tester 
jm another important saving. Often, unsus- (right) has a capacity of 1000 Ib. and 
—— ——-—- GET THE FACTS TODAY!———, pected weaknesses of the product itself, as can be set for a variety of motions to 





duplicate freight car or motor truck 
vibrations and shocks. 


well as the package, are revealed by L.A.B. 
Package Testers. Pre-shipment package 
testing in your plant will pay for itself 
many times over. 


Please send me complete information on Magliner Dock Boards 
for: ("| RAIL DOCK {| TRUCK DOCK | YARD LOADING 


MAGLINE INC. 
P. O. Box 350, Pinconning, Michigan 





L.A.B. Package Testing Equipment 
was instrumental in developing test 
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L.A.B. incline-impact (“‘conbur’’) testers procedures of the National Safe 
nici | | and vibration testers range from 400 lb. to Transit Committee and the American 

| | 10,000 Ib. capacity with table sizes up to Society for Testing Materials. L.A.B. 
Company | | 8’ x 12’. The L.A.B. Drop Tester handles equipment meets all requirements of 
Address | packages up to 100 Ib. these procedures. 
City State For full information, ask for our complete catalog. 
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L.4.B. Corporation 


P.O. Box 279 Skaneateles, New York Phone 1161 














HOW to get rid of these 
SIX BIG HEADACHES in your business 


1. Huge capital investment in trucks 
2. Costly truck breakdowns 


If yours is like most companies, chances are you’re constantly faced with the 
six big trucking problems listed above. But now you can solve all of these 
problems simply ... quickly with Hertz Truck Lease Service, the oldest, 
largest truck leasing organization with 31 years’ experience. This service is 
easily available to you no matter how big or how small you may be. It’s 
extremely flexible: you may use all or any part of the benefits listed below, 
or you may add others which are not shown. And Hertz Truck Lease Service 
is available to almost every type of business: Among Hertz Truck Lease 
customers, for example, are manufacturers, wholesalers, distributors, retail- 
ers—restaurants, laundries, cleaners and dyers, department stores, grocers, 
specialty shops and many more. 

Here’s how Hertz Truck Lease Service works for you: 
1. No capital investment— Hertz Truck Lease Service supplies all the trucks 
you need. Releases your capital for other company finance needs. 
2. Hertz will buy your present trucks at mutually agreed prices, and keep 
them in service; or, if worn out, will replace them with Fords or other fine trucks. 
3. Hertz services all trucks—Hertz washes, garages, repairs, maintains all 
trucks in top condition. Furnishes anti-freeze, tires, etc. 


4. Trucks engineered to your needs— Hertz supplies the exactly right trucks 
for your precise needs, whether you need one truck or one hundred. Our truck 
engineers are at your service. 


HERTZ /Jruck Rental SYSTEM 


3. The waste of idle trucks 
4. Truck maintenance worries 


5. Expensive bookkeeping on trucks 
6. Handling of peak loads 


5. All gasoline, oil, ete., supplied by Hertz— You furnish one thing only— 
a driver. Hertz takes care of everything else. 

6. Insurance protection provided to suit your needs. If you prefer, we will 
place the policies through your own broker or agent. 

7. Extra trucks when you need them. In case of peak periods or rush loads, 
Hertz supplies extra trucks. 

8. Easier bookkeeping for you. Instead of many bookkeeping items you 
have only the one bill sent by Hertz. It saves you the time and expense of 
keeping reports and cost sheets of numerous items for servicing, gasoline 
and oil, repairs, etc. 

9. Good-looking equipment adds prestige to your company. Your trucks 
always look attractive. Never dirty or run-down. It’s good advertising. 


Get a FREE analysis of your trucking operations 


Simply call your nearest Hertz office. You will find it listed under “H”’ in 
your telephone directory. Our representative, an expert trucking engineer, 
will make a free analysis of your problems 

and needs. 

PHON Eor write Hertz today: Hertz Truck 

Rental System, Dept. H35, 218 8. Wabash 

Ave., Chicago 4, Il]. Phone: W Ebster 9-5165. 


Need a car? Hertz has them, too! Low rate includes gaso- 
line, oil and proper insurance. Call your local Hertz office. 





























B&O Sentinel Service 
gives dependable 
answers to the 
shipper’s needs 


Day in and day out, shippers are 
getting their ‘when and where’ 
questions on carload movements 
answered—fast! The ‘‘Automatic 
Records’”’ feature of Sentinel Service 
provides those answers. 


Sentinel carloads do move on 
accurate schedules from siding-to- 
siding, but in addition you, as 
consignor or consignee, are notified 
immediately of any schedule inter- 
ruptions and reforwardings. Think 
what this means to your planning! 

Get the ultimate in carload 
dependability! Use Sentinel Service 
—no other service matches its proved 
dependability. Ask our man! 


: 


i Sentinel 
j FAST Pokusrr Sanyre & 
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Baltimore & Ohio 
Railroad 


Constantly doing things — better! 
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LEVER BROTHERS COMPANY: 
A TRAFFIC MANAGER’S DREAM 


The trend at tts logical peak. 


“T hope to see the traffic man- 
ager, or distribution manager of 
the future, responsible for all those 
expenses which add to the cost of 
the product but not to its original, 
basic value. I believe that packag- 
ing, materials handling, warehous- 
ing, transportation, and distribution 
are so closely interwoven as to make 
it mandatory that a total picture 
be portrayed of all these expense 
factors before one can determine 
the proper solution in the move- 
ment of goods.” 

Speaking, apparently in Greek so 
far as most traffic managers are 
concerned, is the General Manager 
of the Distribution Division of 
Lever Brothers Company. So far as 
he is concerned, the responsibilities 
are an accomplished fact. 

Lever Brothers assigns responsi- 
bilities to R. C. Waehner that, in 
a typical plant, would be spread 
out over at least four major com- 
pany departments. A fast outline of 
the General Distribution Division 
Manager’s chores and responsibili- 
ties would run like this: 

@ All transportation, warehousing, 
and materials handling involved in 
the receipt and eventual delivery of 
packing materials and sundry raw 
materials to the location where 
needed on the production line. 

@ All transportation, warehousing, 
and materials handling incurred 
after finished goods leave case seal- 
er until they are delivered to cus- 
tomers nationally. 

@ All transportation of personnel 
incurred in the discharge of their 
assignments; including travel by 
commercial carriers and the pur- 
chase, operation, maintenance, and 
disposal of approximately 1,100 
company-owned sales vehicles. 

In effect, this means that Lever 
Brothers’ transportation executive 
probably works closer with other 
executive departments than any 
traffic executive in the country. 
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With Sales Management he 
thrashes out deficiencies in custom- 
er service, areas of planned sales ac- 
tivities requiring special distribu- 
tion arrangements, changes in serv- 
ice requirements, and the practical- 
ity of proposed distribution meth- 
ods. 

He confers with Research Man- 
agement to develop improved pack- 
aging, package and case design of 
new products; and provides techni- 
cal assistance on weight maximums 
of various case packs as related to 
warehousing and distribution. 

Production Management and 
Distribution Management discuss 
proposed production schedules; low 
inventory levels which might re- 
quire emergency production; points 
of production from the viewpoint 
of penalty distribution costs are de- 
termined along with mechanical 
problems involved in storing and 
shipping production output. 

Conferences with Finance Man- 
agement involve accountability of 
stocks, accounting procedures and 
methods of getting better internal 
or external control of distribution 
accounts receivable and payable. 

Planning layouts of new ware- 
houses and improvements on physi- 
cal properties which will reduce 
distribution costs involves collabo- 
ration with General and Industrial 
Engineering Management. 

Conferences with Purchasing 
Management determine purchase 
commitments of packing materials 
and sundry raw materials; provide 
specifications on packing materials 
and suggest methods of achieving 
the lowest net delivered price. 

Contacts with the Board of Di- 
rectors include a periodical report 
of current distribution economy, 
recommendations for the geograph- 
ical location of future production 
facilities, and budget sessions for 
the approval of capital expenditures. 

In addition to these, the General 
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Manager is a member of the Pack- 
ing Committee, attends meetings 
of the Planning Committee (Mer- 
chandising, Manufacturing, Pur- 
chasing, and Distribution Division 
heads) and of the Management 
Committee which includes all of 
the company’s top officers. 

A few more examples will illus- 
trate the amazing amount of varied 
responsibility top management in- 
vests in “trafic” at Lever Brothers. 

The division 
tion schedules in advance, deter- 
mines the materials necessary to 
meet them and delivers them from 
storage to the point of use on the 
production line to maintain the pre- 
determined rate for each brand. 


receives produc- 


Distribution receives daily a list 
of all orders processed throughout 
the company. These are subtracted 
via punched cards from the total 
stock available, leaving a balance of 
“unreserved stock” which is ana- 
lyzed by the stock control section 
and compared with production 
schedules. 

When storage facilities are at 
capacity, the General Manager de- 
termines jointly with sales and 
manufacturing whether to continue 
production and buy public ware- 


house space or whether to slow 
down production. 

Mr. Waehner’s division also rec- 
ommends and approves the type 
and amount of materials-handling 
equipment needed—a radical de- 
parture from typical practise in in- 
dustrial management. 

To control these functions, the 
division is set up in six sections. 
The Stock Control and Warehous- 
ing group determine the quantities 
of stock that must be maintained at 
each plant and distribution ware- 
house to meet sales requirements. 
They also control the selection and 
physical operations of all ware- 
houses. 

The Transportation and Rate 
Section audits all 
charges and handles all appear- 
ances before the regulatory agen- 


transportation 


cles. 

The Distribution Analysis Sec- 
tion reviews all methods of distribu- 
tion to determine whether a better 
method exists. The Import-Export 
and Reservations group is self-ex- 
planatory, but this group also oper- 
ates the fleet of 700 tank cars. 

The Invoicing Section is respon- 
sible for the payment and review of 

Continued on page 84 














551 FIFTH AVENUE 


house Locations 


Rogers, Slade & Hill 


CONSULTANTS ON MANAGEMENT PROBLEMS 
NEW YORK, N. Y. 


Especially equipped to consult with Management 
on problems related to— 


TRAFFIC and TRANSPORTATION 


Organizing for Effective Traffic and Trans- 
portation Services ¢ Reduction of Excessive 
Costs in Traffic and Transportation ¢ Sim- 
plification of Traffic and Transportation | 
Procedures ¢ Classification Research and | 
Rate Adjustments ¢ Elimination of Exces- | 
sive Demurrage « Commercial Relations 
with Carriers ¢« Plant Site Studies—Ware- 


Manager Traffic and Transportation Services 
WESLEY H. LEES 


MURRAY HILL 2-2550 











OTHER FIELDS OF SPECIALIZED CONSULTING SERVICES: 


Marketing, Product Diversification and Acquisitions; Cost 
reduction programs; Systems, Procedures and Data Process- 
ing; Executive and Supervisory Development; Executive Ap- 
praisals and Compensation programs; Business studies and 
Organization reviews. 
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Barrett PalletOx Model PX 4” lift cap. 4000 up to 6000 Ib. 


BARRETT PALLETOX 


fhe low-cost “walk away” 
for loads up to 6,000 Ibs. 








ag | Platform Hi-Lif? 
Q af 


Barrett PalletOx walking type power lift 
4 v eo 4 
L ee Skid Box 


truck is a money-saver on short hauls... 

load spotting. ..general pallet handling. 

Often eliminates expense of rider type power 

truck operation. PalletOx is made for fast hn 
operation—gets into tight corners— short ek a Oa a | 
turning radius—no lost-time gaps to slow 1h ~F 
down handling. 4” lift prevents floor snag- q 
ging. Write for complete descriptive literature. 








You will want Catalogs 551-1-2-3 
on the complete Barrett “Walkie” 
type Power Truck. Your request will Re 





bring a copy. 
Aisle-Saver 


Barrett equipment for 
every job 
High labor costs demand special- - 


BARRETT-CRAVENS COMPANY 
612 Dundee Road, Northbrook, Ill. 


= Representatives in All Principal Cities. ized equipment. There isa 
Canadian Licenses: $. A. Armstrong, Lid., Toronto, Canade Barrett-built unit specially de- 


signed to handle any moving 
Barrett 
ae 


job at low cost...even when op- 
erated by less experienced help. 
ONE MAN DOES MORE THAN 3 OR 4...WITH A BARRETT 


Your Barrett representative 
will gladly assist in selecting the 
type and model of material han- 
dling equipment best suited to 
your needs. 


MARCH 1955 . 8] 





BULK MATERIALS WILL BE BROUGHT IN 
NON-STOP FROM WORLD-WIDE SOURCES 
VIA OCEAN-GOING FREIGHTERS 


PAINESVILLE te 


FAIRPORT— | 
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st. Lawrence Seaway makes possible...in Northeast Ohio... 


THE BEST LOCATION IN THE NATION IS NOW BETTER THAN 
EVER! With the St. Lawrence Seaway, a long-time dream of industry 
is now about to come true. For the first time in history, industry will be 
able to have the advantages of a “heartland” location —in the midst of 
the nation’s greatest markets and resources — combined with low-cost 


ocean shipping to or from anywhere in the world! 


This new frontier of opportunity is shown in the map above. Within a 


500-mile radius of this Northeast Ohio area are over half the people in 
the country—eleven of America’s fifteen largest cities. At hand, or within 
a short haul, are most of the basic materials of industry . . . fresh water, 
coal, iron, salt, limestone, and many others. Even without the Seaway, 
the advantages of “the best location in the nation” are so great that two 
billion dollars have been invested here in industrial expansion since 1944, 


With the Seaway, its advantages will be even greater. Bulk materials 
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TO ST. LAWRENCE SEAWAY 
AND THE WORLD 


EXPORTS CAN BE SHIPPED 
DIRECT TO WORLD MARKETS 


can be brought in directly by ocean freighter at minimum cost. Manganese, | 
NEW FILM SHOWS ADVANTAGES OF PLANT SITE ON OHIO’S “SEAWAY | 
| 


SHORE”. A factual, 28-minute sound movie in color. To arrange a showing for 
processed in the midst of the markets where the finished product is your key people or industry group, write in confidence on company letterhead to 
R. L. DeChant, Manager, Development Department, The Cleveland Electric 
Illuminating Company, 85 Public Square, Cleveland, Ohio. 


phosphates, and other raw materials for the first time can be economically 


consumed. And heavy machinery can be exported to world markets at 


lower cost. With the Seaway scheduled for completion in five years, 


the time to plan for a plant location along Ohio’s “Seaway Shore” is The Cleveland Flectric Illuminating Company 


during this coming year. We will be glad to help you do it. 
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TRUCK LEASING 
EXPERIENCE 


IS AVAILABLE TO 
YOU 










Truck users! You will be 
pleased with our all-service 
truckleasing. 

America’s leading firms utilize the 
efficiency of our specialized 
facilities. Forget your prob- 
lems of replacement, break- 
downs, repairs, insurance, 
licenses, paper-work, road 
calls, tied-up capital and 
extras. Know your costs in 
advance.Let us engineer your 
fleet to fit your exact needs. 


TRUCK LEASING 
SYSTEM 


23 EAST JACKSON BOULEVARD CHICAGO 4 









da't 
buy... 
LEASE — 
your trucks 


Wlembers im principal cities 








Look up Notienal Truck Leasing System in your local ‘phone book, 
or write for brochure and listing of NTLS companies. Dept. D-3 ; 





Accept this 


EXECUTIVE AIRFREIGHT KIT 


with our com pl iments... 


gives you latest information and rate 






comparisons that may enable 
m ows 9 = - 
you to SAVE UP TO 50% 
on your international airfreight charges. 


INVALUABLE for every executive involved in 
export or import. 


Contains a wealth of pertinent facts on how 


>. .< ‘ > " . : P . c 
Partial list of contents. ** you can gain lower air rates plus greate! speed ot 


* Rate Comparison Charts showing delivery, cut overhead costs, obtain one-call 


ti di ai ; i gS > : : - 
airfreight rate savings service for all major world destinations, reduce 


many “fringe” costs such as warehousing and 


© Feature Articles giving valuable 


“ > coll a8 e : mA e9 
pointers on world trade insurance, and take advantage of “one-company 


7 responsibility fo oO juTcnases O : ts f 
° Information on your specific ponsibility for your purcha or products from 


industry where applicable origin to destination. 


Domestic and Foreign indirect Air Corrier, |. A. T A. Cargo Sales Agent, Ocean Freight Forwarder, Custom House Broker 


——>—=— AIR EXPRESS INTERNATIONAL CORP. 
anc its wholly owned subsidiaries, Air Express International Agency, Inc. (FMB 416) 
and Surface Freight Corporation (FMB 589) 
90 Broad St, New York 4, N.Y. + BOwling Green 9-0200 
Los Angeles * Miami * Philadelphia ° 
OVER 300 WORLD-WIDE OFFICES AND AGENCY LOCATIONS 


Chicago * Detroit + Houston * Newark * New York * New Orleans * San Francisco 


ee ee KINDLY ATTACH THIS COUPON TO YOUR LETTERHEAD wee aeeaeees 
| Air Express International Corp. D-] . 
| 90 Broad Street, New York 4, N.Y. 
j Gentlemen: Kindly rush without obligation your FREE Executive Airfreight Kit. | 
| Ne eee | 
| From: 4 To: 7 
| Name Position 
l ES Sa ARE Oe ra eee rate ER Re | 
h: (Adee. ; 
City Zone State ae l 
: 
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ORGANIZATION CHART SHOWS NEW TREND 


General Manager 
Distribution Division 
Material Handling Seo EAS [ pietridution 
Engineer | i Analyst 











eh CRE Bence pee ae 
Distribution ; Distribution Traffic 
Services Manager t Manager Manager 
AD ’ — . — a panna 
tis Ree “} ESSN ; Warehouse and | koe Be RT RS 
Automotive | Distribution | ! Stock Control | [Freight Rate | [Import-Export | 
Administrator | | Expense Supervisor | Adsinistrator | | Supervi gor _ Supervi sor | 
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Stock Distribution 
Coordinator 


Stock Control 
Supervisor 


[District Traffic 
agers 


——— --4- 


Warehouse 
Managers 


Aesistant Traffic 
Managers 





A possible prototype of future traffic organizations for many larger com- 
panies is shown above. In smaller firms, more responsibilities would be 
combined under one hat but the over-all centering dF icevansbilicin would 
remain. Basic management concept is that one executive should be respon- 
sible for a/] movement of goods and materials, all materials handling and 
storage involved, except in production. 


all invoices covering movement of successful rate negotiations which 
compose 90 per cent of many trafhc 


reports. “It makes little difference 


materials from the suppliers to the 
plants to storage to the customer. 
The Automotive Section has full 
responsibility for procurement, op- 


to management,” he says, “what the 
rates are to us so long as they apply 
eration, maintenance, and disposal to our competitors. Our job is to 
of the automobile fleet. get the most efficient combinations 

In his to 
Mr. Waehner carefully edits out 
technical trafic data. His quarterly 
report usually covers first the gen- 
in 


reports of plant and warehouse locations 


management, 
and forms of transportation.” For- 
ward planning completes the re- 
port and this section 1: developed 
eral economic conditions his 
held, then the broad labor situation. 


In showing the accomplishments 


out of weekly meetings with his 
staff and from quarterly reports 
submitted by that staff and from 
trafhc and warehouse 


of the past quarter he places no the district 


particular stress on the number of managers. 


HOW CAMPBELL SOUP GETS TOP- 
MANAGEMENT TRAFFIC CONTROL 


The secret ts graphic reports. 


About eight years ago trafhc fic analysts. And because the major 
management at Campbell Soup report at that time was the annual, 


Company, Camden, N. J., began to it hit management simultaneously 
with reports from other company 


feel uneasy about their reports to 
which compounded 


management. They had a feeling departments 
the felony. 
The solution developed by Leslie 
High, Campbell’s general trafhe 
manager, resembles a hybrid cross 
between a Kiplinger Letter and a 
sales forecaster’s report to the boss. 
The basic document is now a 
monthly report to the production 
vice-president which appears about 


that the reports, which, like the vast 
majority of trafhc reports that man- 
agement receives, resembled an ac- 
counting statement, were not de- 
signed to be read and consequently 
were not being given full attention. 
Like most traffic reports again, their 
real significance could only be fer- 
reted out and understood by traf- 
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Because of its unusual strength, 
only two strips of TROJAN Cord 
Tape are required to seal many 
boxes. This saves the time and labor 
of applying the four additional 
strips used in a six strip closure. 


Let us send you full information 
about TROJAN Cord Tape, the 
official railroad, truck, express and 
parcel post box sealing require- 
ments, and the name of a local 
paper merchant who can supply 
you with TROJAN 
Cord Tape. 
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The GUMMED PRODUCTS COMPANY 
Specialists in the gumming of printing papers, 
foils and sealing tapes. 

Main Offices and Mills: TROY, OHIO 


Sales Offices: Atlanta, Chicago, Cincinnati, Cleve- 
land, Los Angeles, New York, Philadelphia, St. 
Louis, San Francisco.—Distributors from coast 
to coast, 
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the middle of the month and covers 
the previous month’s activities. 

The style is terse and staccato. A 
typical report begins with a banner 
headline spread across the top of 
the page: “Tonnage rises sharply 
as average freight rates decline!” 
Then, under the smaller caption 
“FREIGHT RATES” comes the 
lead sentence which shows the 
trend instantly: “A glance at the 
average cumulative freight rate of 
Chart I reveals a downward trend. 
The December figure is 1 cent lower 
than the previous month and con- 
tinues to decline from the year’s 
high in October.” 

Trafhe divides its report into 
these analytical sections: freight 
rates, case delivery costs, tonnage, 
freight costs, LCL, interplant ship- 
ments, and a_ general category 
which may include, for instance, 
impending legislation affecting 
traffic. 

Each section is developed much 
like a news report. The conclusions 
and current status are explained 
first, followed by a summary of 
recent developments immediately 
preceding the newest situation. Last 
is a section captioned “History” 
which presents the full background 
up to the point of the summary. 


Graphic Control 


A major contribution to manage- 
ment decision-making is the system 
of graphic reporting which accom- 
panies the textual outline. For each 
subject covered in the report, Mr. 
High has prepared a graph which 
shows the historic trend in colored 
lines, bars, or pie charts, in many 
instances as far back as 1926. Other 
charts show comparisons with the 
previous month or year and pro- 
jected trends. One chart showing 
LCL trends, for example, has built 
into it a “danger zone” or maxi- 
mum line. When the LCL percent- 
age bars begin to approach the line, 
it is a clear signal for management 
to begin consolidation or other cor- 
rective action. 

Other significant trends charted 
for management appraisal under- 
line fluctuations in the average 
freight rate, the spread between the 
carriers’ general average level and 
the Campbell average since 1926, 
showing roughly how the national 
average and Campbell’s costs have 
varied. 


Next page, U. S. Rubber 
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Along the 13,076 miles of track 
Santa Fe operates in the west and 
southwest we are ready to spot your 
freight shipment—where you want it, 


when you want wt! 


There are 61 Santa Fe Offices from ‘coast-to-coast’ with one 
in your territory as near as your telephone. Call today. 











This “free” file-folder kit will show you 





ow to modernize your 


shipping operations — 





NOTHING LIKE IT EVER BEFORE! Not a catalog of products, 
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but a file folder of systems created to streamline shipment addressing 
and marking, and simplify shipping paperwork. 


Cost-conscious firms have discovered 
that the key to efficient shipping and 
packaging operation is a fast, low- 
cost system for addressing and mark- 
ing containers. That's exactly what 


this File-Folder Kit is about. 


Described and illustrated are sys- 
tems that make shipment addressing 
and product identification marking 
faster, cheaper and more accurate. 
You'll see how addressing operations 
can be tied-in with the preparation 
of shipping paperwork, and how the 


entire chain of events leading to the 
addressing and marking of your ship- 
ments can be streamlined. And there 
are also product samples that you 
can try out! 


Never before has so much factual 
information been offered on this im- 
portant subject—and it’s all yours 
without charge or obligation. Make 
sure you get your Weber Label and 
Marking Systems File-Folder Kit 
right away! Simply fill out the cou- 
pon below and mail—today! 





| Web er | 


label and 


marking 





Division of 


Weber Addressing Machine Co. 


Mount Prospect, IIl. 
Phone: CLearbrook 3-2405 
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Weber Label and Marking Systems 


Dept. 3C, Mount Prospect, IIl. 


C} Please send me a Label and Marking Systems File-Folder Kit. 

© Also, we would like to talk to your representative as soon as pos- 
sible about improving our shipment addressing and marking 
operations, and simplifying our paperwork. 


systems 
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Company. 
Individual 





Title 





Address 





City. 
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GOLD MINE in transit 


HOW MUCH TRAFFIC DETAIL 
SHOULD MANAGEMENT GET? 


Director of Traffic J. W. Harley 
reports orally twice a year to the 
Executive Committee, headed by 
U. S. Rubber’s president. Once a 
year he talks with the General 
Managers’ Committee. But the 
nexus of the reporting system and 
the basis of management control 
lies in the data outlined to the right. 

That chart, which is submitted 
to the Executive Committee month- 
ly and provides the material for the 
annual report, represents a complete 
breakdown of every traffic activity. 
The extra control it gives to top 
management and to trafic manage- 
ment is suggested by the fact that, 
in 1954, the general trafic depart- 
ment saved $2,360,000 net. 

It permits traffic to use such de- 
vices as an “efficiency figure” which 
indicates the percentage of tonnage, 
by product or material, moving in 
full car or truckloads. In 1954, for 
example, the over-all efficiency fig- 





What can traffic do for sales? 


Prime example is distribution pattern on map-chart (above) prepared for 
U. S. Rubber’s to Ne RTE By negotiating special carrier commodity 


rates and consolidating fr 


ure was 84 per cent, which con- 
trasts with a low point of about 36 
per cent efficiency nearly a quarter 
century ago. 

In addition to the statistical data 
at the right, management examines 
a number of vital ratios. Here are 
some of them: the per cent of trans- 
portation (or trafic) costs to total 
sales; the percentage division of the 
transportation dollar among rail, 
truck, water, air, express, parcel 
post, and carloading companies; re- 
lationship between successful rate 
negotiations and the value of the 
product and total savings in rela- 
tion to the cost of operating the de- 
partment. 

Full case histories of all impor- 
tant savings, but not routine ones, 
are included along with analyses of 
any trends of national importance 
to transportation. “Actually,” says 
Mr. Harley, “we just show how we 
control expenditures.” 





eight, economic shipments from Naugatuck were 


extended from solid areas to 100 per cent bigger area in striped outline. 
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"RAIL CARS HANDLED 
a. Inbound 

b. Outbound 

c. Total cars handled 


TONNAGE RECORD 
a. Domestic 
Inbound 
Outbound 
Total domestic tonnage 
b. Export and import 
Inbound 
Outbound 
Total export and import tonnage 
c. Combined total all tonnage 


CAR AND TRUCKLOAD 
CONSOLIDATIONS 
a. Factories 
Number of consolidations 
Savings made by consolidations 
b. Non-manufacturing 
Number of consolidations 
Savings made by consolidations 
‘¢. Inbound raw materials 
Number of consolidations 


Savings made by consolidations © 


d. Total savings by consolidations 


TRANSPORTATION COSTS 
a. Inbound 
Rail 
Truck 
Carloading company’s 
Water carrier—Domestic 
Import 
Airlines—Domestic 
Import 
Express—Domestic 
Import 
b. Outbound 
Rail 
Truck 
Carloading company’s 
Water carrier—Domestic 
Export 
Airlines—Domestic 
Export 
Express—Domestic 
Export 
Parcel post 
c. Factory transportation cost 
d. Branch transportation cost 
e. Total transportation cost 


NUMBER OF FREIGHT 
BILLS AUDITED 


SAVINGS EFFECTED 
a. Freight bill audit before paid 


b. Audit of vendors’ invoices 
c. Total recovered by factory audit 


CLAIM STATUS 
a. Factories 
Loss and damage 
. Amount of claims entered 
Amount of claims collected 
Amount of claims cancelled 
Amount outstanding 
Overcharge : 
» Amount of claims entered 
Amount of claims collected 


moe SB Re oe 


Amount of claims cancelled 
Amount outstanding 
b. General trafhc department 
Loss and damage 
Amount of claims entered 
Amount of claims collected 
Amount of claims cancelled 
Amount outstanding 
Overcharge 
Amount of claims entered 
Amount of claims collected 
Amount of claims cancelled 
Amount outstanding 
Reparations 
Amount entered 
Amount collected 
Amount cancelled 
Amount outstanding 
c. Audit Bureau 
Amount of claims entered 
Amount of claims collected 
Amount of claims cancelled 
Amount outstanding 
d. Total amount claims outstand 
ing 
DEMURRAGE CHARGES PAID 
a. Inbound cars 
b. Outbound cars 
c. Total demurrage 


PASSENGER RESERVATIONS 
a. N.Y., Chicago, Wash. offices 
Number of reservations—Rail 
Amount of reservations—Rail 
Number of reservations—Air 
Amount of reservations—Air 
Number reservations—Steam- 
ship 
Amount reservations—Steam- 
ship 
b. Factories 
Number of reservations—Rail 
Amount of reservations—Rail 
Number of reservations—Air 
Amount of reservations—Air 
c. Total all reservations made 


_ d. Total amount of reservations 


OUTBOUND TONNAGE 
a. Domestic 

Carload tonnage 

Truckload tonnage 

Carloading company’s tonnage 

Air cargo tonnage 

Water carrier tonnage 

Domestic express tonnage 

LCL tonnage 

LTL tonnage 

Local cartage tonnage 

Parcel post tonnage 

Total domestic outbound ton- 

nage 

b. Export 

Rail tonnage 

Water carrier tonnage 

Alr cargo tonnage 

Express tonnage 

Total export outbound tonnage 
c. Total all outbound tonnage 

Next page, RCA Victor Division 
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1. VED 110 LUSY FEV OW HS1ES 


The “Handler” turns in its own length, weighs (and costs) 
about 44 as much as a fork truck, and lifts and carries loads 
up to 4000 pounds. Just one lever does it all... shifts, lifts 
and brakes! Rider has unimpaired visibility at all times — 
backwards or forwards. 


6 H.P. gas engine provides plenty of power for rugged 
round-the-clock operation — with no time out for recharg- 
ing batteries. 


Before you buy a more expensive piece of equipment, 
make sure that the COLSON “Handler”, only $1395 


F. O. B. Elyria, Ohio, won't do the job just as well — 
or better. 


Write direct or consult your phone book (under “Trucks- 
Industrial” ) for the COLSON office near you. 


DESCRIPTIVE BULLETIN 
The COLSON “Handler” free on request 














CASTERS * HAND TRUCKS «+ LIFT JACK SYSTEMS 
HYDRAULIC, ELECTRIC AND MECHANICAL 
POWERLIFTS AND TRANSPORTS 


CORPORATION 


Elyria, Ohio 
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WE’'VE WORKED TOWARD IT 

















FOR 50 YEARS AND CALLED IT 








CONTINUOUS FLOW 


Typical Mathews conveyer system made up of power conveyers and 
special conveying machinery in modern brass mill. 


Mathews conveyers have for 50 years been helping 
manufacturers progress toward automation by handling 
materials to and from processing machines with a mini- 
mum of manual effort. Today, in almost every industry 
in plants throughout the United States and Canada, 
Mathews mechanized handling is at work creating a 
smooth, continuous flow of materials. 













For information, write to the Mathews field office or 
plant nearest you. Ask for Catalog 853-R. 






MATHEWS CONVEYER COMPANY 
GENERAL OFFICES eee ELLWOOD CITY, PENNSYLVANIA 
tr PACIFIC COAST DIV. marnews convever company west coast.SAN CARLOS, CALIF. 
CANADIAN DIVISION .. marnews convever company. tro PORT HOPE, ONTARIO 


Engineering Offices or Sales Agencies in Principal American and Canadian Cities 


MATHEWS COWNVETERS 






























GOLD MINE in transit 





RCA: “WE MUST HAVE 
MAXIMUM FLEXIBILITY...” 


Common carriers, truckleasing, planes give itt. 


A shrewd trafic manager spends 
a great deal of time just thinking 
about his transportation mix. In 
addition to the more-or-less rou- 
tine savings through rate and clas- 
sification negotiations, some general 
trafic managers have one or two 
projects brewing which demand a 
great deal more in creative inge- 
know- 


nuity and administrative 


how. Mr. Jamieson of Eastman 
Kodak has, for instance, been de- 
veloping pool truck arrangements 
via common carrier into a refined 
technique which fits their distribu- 
tion pattern perfectly. Mr. Harley 
of U. S. Rubber has brought freight 
consolidations, simultaneous load- 
ing and transloading techniques 
into full play in his operation. 

At’*RCA in Camden, N. J., still 
another device has been in the 
growth stage since 1951. At that 
time the general trafic manager 
experimentally leased five pieces of 
truck equipment. By the end of the 
year the number of units had grown 
to 47, and now RCA is leasing 
some 175 pieces. 

One major reason for the empha- 
sis on leased truck equipment stems 
from RCA’s manufacturing opera- 
tions, which require, generally, less 











When distributors all over the country suddenly began complaining about 
damaged shipments, Traffic plus Shipping, Packaging, and Production 


than car or truckload shipments 
of small electronic 
Shipping LCL or LTL is expen- 
sive. Moreover, the nature of RCA 


components. 


consumer goods production  re- 
quires precise timing on deliveries 
and shipments which cannot always 
be adjusted to rail or motor car- 
riers’ scheduled runs. 

In the first eleven months of 1954, 
General Trafhc Manager Sheldon 
Lewis points out, RCA saved over 
$600,000 by leasing equipment as 
compared with the cost of shipping 
under common carrier rates. 

In order to achieve maximum 
eficiency from the leased fleet, 
which is company operated and 
serviced, shipments are consolidated 
in key cities. In the Chicago area 
vendor daily pick-ups are consoli- 
dated at the terminal where the 
trucks are loaded and dispatched. 
Close scheduling with production 
makes a balanced load—trucks go- 
ing to the Indianapolis plant return 
with phonograph records for Chi- 
cago distributors. 

But on inbound freight, the ma- 
jor advantages, as RCA sees them, 
are the “intangibles” that solve sup- 
ply problems caused by a fast-mov- 
ing production schedule subject to 



























technicians, along with railroad claims prevention men, all went to work 
immediately. Arrival photos (left) showed cause was-careless, loose load- 
ing. Package and product were okay. Soiution (right) was bulkhead load- 
ing or blocking and bracing to prevent shifting during move to market. 
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A V-P FOR THREE KEY FUNCTIONS 


Executive V.P. |. __ 
Corporate Staff 


| 


Materials V.P. 








All staff corporate 
officers report to him 
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Inventory General Traffic General 
Control Manager Purchasing 

~------------ 

| | 

: Rates Traffic 

| | & Routes Services 

| 

! 





Functional Control 
over 15 Plant 


Total of 16 Head Office Employees 





Traffic Managers 

















In staff relationship to his plant traffic managers, the functional control 
employed by RCA’s general traffic manager is similar to that in most large 
companies. The materials v-p title, with three key departments, is unique. 


fast changes in regional markets. 

For instance, local haulers (who 
have their own problems—among 
them, the economic necessity to 
make a load as complete as possible 
before moving over the road) were 
often unable to pick up and deliver 
at stated times. In Chicago, the Vic- 
tor Division paid four expediters 
whose job was to keep components 
moving from the suppliers to the 
plants. Now, there are no expedi- 
ters. On emergency orders the RCA 
truck loads at the supplier’s plat- 
form and drives directly to the 
plant. In terms of continuing pro- 
duction, this means dependable 
supply. 

Another advantage, especially im- 
portant for the relatively high-cost 
components, has been that certain 
delivery cuts down on inventory 
costs and permits faster turnover. 

Production management’ de- 
mands on the traffic department for 
flexibility are amply shown by an 
emergency situation that developed 
in the Indianapolis plant last year. 
New production schedules there re- 
quired almost immediate inbound 
shipments of a wide variety of com- 
ponents. The only apparent solu- 
tion was what traffic calls premium 
transportation—parcel post, or air 
express, for instance. The Camden 
trafic department took a literal flier 
on a chartered plane, consolidated 
shipments in New York City were 
driven to the airport by 11 p.m. and 
loaded onto the plane. By three in 
the morning the plane was arriving 
at the Indianapolis airport where 
other trucks carried the shipment 
to the plant. Then newly pressed 


records were loaded on the plane 
which landed back in New York 
around eight in the morning. This 
routine continued for five months, 
during which distributors in the 
New England area received records 
pressed in Indiana the previous day! 
Though speed was the determining 
factor, the savings to management 
were actually about $5 per 100 
pounds under premium freight 
charges. 

It is that sort of imaginative func- 
tioning which management in every 
company should, but doesn’t, en- 
courage from its trafhc department. 
One more example: Because their 
distributors technically took title on 
television sets when the product left 
the plant, RCA permitted them, 
naturally, to route the shipments 
themselves. Now, working closely 
with the sales and production de- 
partments, trafic is beginning to 
take charge of routing. By combin- 
ing shipments to two or more dis- 
tributors, the transportation cost to 
the distributor is often cut as much 
as 50 per cent. Accomplishing this 
involves more than routine rate and 
routing work. The shipments must 
be closely co-ordinated with sales 
planning so that all customers in a 
marketing area receive similar mod- 
els about the same time. Distribu- 
tors have to be convinced that sav- 
ings will compensate for delays. It 
means considerable effort for the 
trafhc department with no tangible 
results to show management. The 
benefits in distributor relations ac- 
crue to sales. 

That’s a typical result of good 
trafic management. 
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The Union Pacific serves a number of western states 
as pictured on the map. This vast territory contains 
an abundance of natural resources in addition to being 
a healthful, progressive region in which to work and 
live. As you know, it offers boundless opportunities 
for outdoor recreation. 


If you’re thinking about an assembly plant, ware- 
house, distribution center, or whatever it might be, in 
a western locality—then we offer this suggestion— 


Contact your nearest U.P. representative. Tell him 
what you have in mind regarding an industrial site to 
meet your specific requirements. Then he can get in 
immediate touch with U.P. headquarters in Omaha 
. . . obtain for you the information you want about 
available sites. 


Or — if more convenient — write, phone or wire the 
Industrial Properties Department, Room 357, Union 
Pacific Railroad, Omaha 2, Nebraska. 
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Map at left shows 
states served by 
Union Pacific Railroad 
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This management 
team is sparking 
the greatest 
expansion program 
in Reo history ! 


S$. D. DEN UYL 


__ass't to president 


A statement by S. D. Den Uyl, President of Bohn Aluminum 


Bohn Aluminum & Brass Corporation purchased 
Reo Motors, Inc. on December 31, 1954. Now, 
backed by greater resources, Reo is embarking on 
an important new program of expansion in the man- 
ufacture of trucks and in service to users of trucking 
equipment. 

In John C. Tooker, Reo’s new President, Reo 
has a man of 30 years’ experience in the trucking 
industry. His top management team in Engineering, 
in Manufacturing and in Sales, also are men of experi- 
ence—and men of action. We are going to get a major 
share of the medium and heavy duty truck market. 





PRESIDENT 
Bohn Aluminum and Brass Corporation 





:" 


E. W. Reese, 


general sales manager 





W. M. Walworth, J. L. Adams, 


vice president vice president 
engineering sales 


J. J. Dervin, 
vice-president and 
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and Brass Corporation and John C. Tooker, President of Reo Motors, Inc. 





Now, with the backing of Bohn, we have all the elements 
needed to implement our new program of expansion. It is 
already well under way. 

From 16,000 pounds up to the heaviest duty trucks on the 
road today, Reo offers an array of the World’s Toughest Trucks 
with gasoline, L P-Gas and Diesel power plants. Reo is the 
only exclusive truck manufacturer building truly modern 6 
and 8 cylinder truck engines—the rugged Reo Gold Comets. 
Included is the 220 horsepower Gold Comet V-8, most powerful 
V-8 truck engine ever built. 

Never before has Reo had so much to offer the user of 
motor transport. We invite you to Watch Reo Roll! 


Fr ‘ PRESIDENT 
JOHN C. TOOKER Reo Motors, Incorporated 

















A. W. Zimmer, R. J. Darragh, G. W. Byrne, R. A. Smith, R. F. McKim 
vice president vice president director of vice president secretary 
manufacturing treasurer personnel legal counsel 





REO MOTORS, INC. 


SUBSIDIARY OF BOHN ALUMINUM AND BRASS CORPORATION 
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We've got the right SPACE 





at the right PLACE 


American Airlines has the greatest cargo capacity in the airfreight field 
—more planes carrying freight to more places than any other carrier 


























As capacity is one measure of a car- 
rier’s ability to deliver the goods, it’s im- 
portant to know American has more 
space for freight than any other Air- 
line. But, equally important, is the 
availability of that space—having it 
where and when it can best serve you. 
Here again, American leads all others. 
While providing service to seventy-seven 
key cities, American Airlines covers 





























two-thirds of the top thirty retail mar- 
kets — all twenty-three of the leading 
industrial states! 

Add this to American’s superiority in 
experience and handling and you'll read- 
ily see why American is best qualified to 
carry your shipments while helping to 
solve your distribution problems. Amer- 
ican Airlines, Cargo Sales Div., 100 Park 
Avenue, New York 17, New York. 


AMERICAN AIRLINES “ 
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Integrated motor truck service used by 
most railroads permits pick-up and de- 
livery in “zone’’ cities, also replaces 
freights in handling LCL shipments to 
small towns. This recent trend toward 
integration of rail and truck deliver- 
ies will be expanded if Congress accepts 
a Cabinet report giving details ore 





Washington Plans for New 


National Transportation Policy 


FAAR-REACHING changes in na- 
tional transportation policy have been under 
active consideration by the President’s Cabinet 
since December. At that time a report prepared 
by a group of business men headed by a director 
of American Telephone & Telegraph, including 
industrial trafhc managers and working with 
former Undersecretary of Commerce Robert 
Murray, an ex-New York financier, was sub- 
mitted to the full Cabinet. 

Originally scheduled for Congress in early 
January, the report has shuttled from the White 
House to Commerce to the Attorney General’s 
office and back so often that persons closely re- 
lated to the project are worried that the original 
plan may be modified to a point where all the 
teeth are extracted. 

Regardless of what action Congress takes on 
the report as submitted, many of its elements 
are extremely controversial and are as certain to 
be bitterly fought as they are sure to be revived 
in future sessions. 

The major controversial provisions of the orig- 
inal report center about mergers, acquisitions, 
rate changes, and the Federal antitrust laws. In 
general, the philosophy guiding the committee 
was that the way to free, or almost free, com- 
petition among all forms of carriers should be 
open. Therefore, the original report recom- 
mended that mergers of railroads, currently 
frowned upon by both the ICC and the Attorney 
General, be permitted. Airline mergers would 
be accepted unless they demonstrably conflicted 
with monopoly legislation. 
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Even more startling, considering the tradi- 
tional national pattern, the government would 
permit the railroads to acquire trucking lines or 
airlines or steamship lines. As a matter of fact, 
any one of the four could buy any other. 

Backing up these provisions, the now power- 
ful Interstate Commerce Commission would 
lose much of its rate-making influence. Rail- 
roads would be able to exercise much more dis- 
cretion in making up tariffs to meet competition. 
Truck rates and airline rates would have simi- 
lar flexibility. 

These three major changes, many experts 
think, are impossible unless corresponding 
changes are made in the antitrust laws now on 
the books. Others are concerned that with a 
weakened ICC the carriers might wield sufh- 
cient Congressional influence to push through 
new antitrust provisions not wholly in the pub- 
lic interest, or else exercise discriminatory power 
within the framework of current legislation. 

Another facet of the report which has already 
caused a stir in the truck industry, would set 
up a series of user charges on forms of trans- 
portation which are partly subsidized by the 
taxpayer. These would include truck use of 
highways, barge use of inland waterways, and 
various Federal aids to air and shipping lines. 

Other ¢lements in the report would tighter 
regulations for some carriers. Truck contract 
carriers, for example, who haul regularly for a 
small number of companies and whose rates 
have been a matter of private contract, will have 
to publish all rates and thereby open up com- 
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mon carrier competition. Airlines operating on 
a non-scheduled basis would be obliged to oper- 
ate under the same rules as the “scheds.” 

The significance of these changes for indus- 
trial shippers, if they are eventually approved 
by Congress, could be enormous. Without ques- 
tion the report, or that part of the original the 
press has been able to pry from informed 
sources, is biased in favor of the railroads. The 
reason advanced is that the railroads have been 
straitjacketed by regulations for so many years 
because of their powerful early twentieth cen- 
tury grip on the country’s transportation net- 
work, that they require immediate aid, regard- 
less of expected charges of favoritism. 

Whether or not this reasoning is valid, many 
trucking companies are worried. The obviously 
greater ability of the railroads to buy up truck 
lines than the other way around, and what now 
seems to be the inherent advantages of the new 
flexibility this would offer to the industrial ship- 
per, is causing the trucking industry some sleep- 
less nights. Neil J. Curry, president of the 
American Trucking Associations, Inc., said in a 
speech recently that the Cabinet report would 
apparently give the railroads a “hunting license” 
to crush truck competition. 

Most shippers are agreed that mergers of 
strong rail lines with less profitable roads or 
mergers of two or more “sick” roads would 
probably permit better service and lower rates 
in the long run. Most shippers, in fact, seem to 
approve the recommendations but doubt that 
Congress will accept them in their present form. 
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Part of OILE day's VECE ips at Santa Fe’s 





unclaimed freight depart ment 
~ _& 


at Topeka tells the story... . 







Though acceptable by railroad packaging standards, crate above 1s 


No bracings of any type were in carton above.’ Fragile’’ marking prevents 
not adequate for heavy porcelain object, needs cut-outs and bracing. rough handling, is no safeguard against shifting product, package en route. 















What's Tou gb About Cost-Cutting? 





Air shipment prerequisites are minimum ship- 
ping container tare weights and minimum dis- 
piacement. Hundreds of manufacturers still over- 








package air express or air freight products and Unattached parts and fittings, “‘ jumblepacked,”’ Small packages in large crates rarely fit snugly, 
pay for it. Only six wood pieces hold coin-op- _—_ often break through side of package. Interna- shifting en route within crate causes damage. 
erated hobbyhorse secure to wire-bound gate. tional Harvester ties them to crate with wire. Tube Turns, Inc., puts excelsior in dead space. 
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Packing 
= 





This entire shipment of desks was “‘ protected”’ by one layer of single- 
faced corrugated paperboard. Railroad had to repack product completely. 





Boiler on flat car, in railroad photo above, was held down securely but 
shipper forgot one vital thing. Doors, unfastened, fell out and smashed. 
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Example of engineering oy is Delta 
Star’s prize crate, designed by General Box, 
above. It has pallet for forklift handling, saves 
three man-hours on packing time, = ship- 
ping weight 106 pounds per unit, and produces 
substantial savings in the package materials. 
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Shipper saved money with crated pump, above. Though dealer got a bro- 
ken product, shipper saved on diagonal bracing, and on three-way corners. 








These Shoddy Practises May Cost You Mone} 
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How Many of These Errors Are Yours? 


Continued use of fatigued cartons or 
failure to remove old marks on re- 
used cartons. 

Use of cartons designed for former, 
different model on new model until 
stock runs out. 

Use of tags on cartons. Tags near 
edge of carton are torn off fast. 
Illegible, smeared, or faint shipping 
marks. 

Disregard of side blocking in cars 
with unusual lateral space. 

Failure to rigidly block moving parts 
of machinery or haphazard blocking 
overlooking, for example, needed 
bracing at center of gravity. 
Careless handling by loading or un- 
loading crews. 


| 


| 


Loading defective products or ware- 
house damaged cartons. 

Failure to inform carrier of damage 
while lading is still in car—essential 
for damage prevention work. 
Loading of containers contrary to 


caution marks: for instance. “this 
end up.” 
Indiscriminate use of packages as 


platforms when stowing or unload. 
ing upper layers. Fiberboard pack- 
ages with a clearance pack cannot 
withstand the weight of a man with- 
out causing direct damage to product 
or subjecting it to damage later dur- 
ing shipment. 
Poor arrangement of load or loose 
loading which will cause load shifts. 
Continued on page 96 
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One of the twelve strapping stations set up by Quaker 
Export Packaging Co. to handle ‘Operation Poinsettia." 


Signode power machines strap 600,000 
artons of food for export in 30 days! 


Start November 14th and package 3,592,500 food parcels for shipment 
overseas in time for Christmas? It was done—in an amazing demonstra- 
tion of fast organization and sustained effort, with the parcels packed six 
to a carton, cartons seaied, and reinforced with two steel straps. 

Says Benjamin Bernstein, President, Quaker Export Packaging Co., 
Inc., Philadelphia, “In approximately thirty working days we applied 
over 1,250,000 straps. During the entire operation there was no major 
breakdown. This proves the excellence of the design and engineering of 
the machine, and the excellent service and installation.” 

This is unitizing on a big scale (and on a hurry-up basis .. . in little 
more than a week after the first call from Quaker Export, Signode had 
delivered the power strapping machines and set them up for operation). 

Dependability—and experienced, helpful follow-through—are part of 
every item in the complete line of Signode hand and power tools for ten- 
sional steel strapping. For additional information, or a survey of your 
needs, write, 





2665 N. Western Ave., Chicago 47, Ill. 


Offices coast to coast——Foreign subsidiaries and distributors worid-wide. 
in Canada: Canadian Steel Strapping Co., Ltd., Montreal ¢ Toronto 





protection. 
|__| Containers overloaded beyond 
marked weight. 


Fiberboard Containers 

Fiberboard stored in shipping 
departments subject to excessive 
dampness or extreme heat. 
|] Dirty brushes or low tempera- 
tures resulting in poor sealing of 
paper tapes. 

Insufficient staples or improper- 
ly clinched staples. 
[] Poor quality or not enough ad- 
hesive. 
[_] End flaps not properly aligned. 
.L_] Lengthwise flaps not squared or 
not meeting. 
|| Cut-outs or parts omitted 
through error. 


Crates 


Insufficient clearance provided 
for product. 

Crates constructed without 
three-way lock corners or diagonals. 
|_| Green lumber with knots great- 
er than one-third of width. 
|| Products inadequately secured 
or positioned on base mat. 

[-] Poor blocking of product or 
blocking exerting pressure on a vul- 
nerable portion. 

|] Apertures too wide between 
slats. 

(| Failure to use cement-coated 
nails or use of insufficient nails to 
maintain assembly and proper rig- 
idity. 

| Lack of steel strapping where 
easel 


Interior Packing 


Inadequate or improper posi- 
tioning of interior forms due to 
changes made in original pack to 
effect economy. 

Interior forms applied in such a 
manner as to exert pressure on vul- 
nerable portions of product. 

Improper application of interior 
packing due to lack of supervision. 
|] Lack of clearance between con- 
tainer walls and fragile articles. 


For much of this material and 
many of the preceding photographs 
the editors are gratetul to the Asso- 
ciation of American Railroads; the 
Pennsylvania; the Chicago & North 
Western: Illinois Central; Atchi- 
son, Topeka & Santa Fe; Chicago, 
Rock Island & Pacific; Chicago, 
Milwaukee, St. Paul & Pacific; Un- 
ion Pacific; Southern Pacific; and 





New York Central railroads. 
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| | Insufficient or lack of doorway 


































SAVES 25% 
SHIPPING COSTS 








MARSHIAN TAPER LICKS 
HERSHEY CHOCOLATE 
SHIPPING PROBLEM 


Hershey Chocolate Company’s pack- 
aging operations have been speeded up 
with Marsh Electric gummed tape dis- 
pensing machines. They’re called “DIAL- 
TAPERS” because you just dial the tape 
length needed. Tape is measured accu- 
rately, moistened with warm water, and 
cut off clean, ready to seal with one 
pass of the hands. Users save up to 25% 
in tape... 50% in time with the Maxeh 
Electric DIAL-TAPER. It’s amazing. 
FREES “The Marshian Story” of Electric Taping. Clip 
ad to business letterhead with your name. Mail Today ! 
MARSH STENCIL MACHINE COMPANY, 
62 Marsh Building; Belleville, Illinois U.S.A. py-1§ 


MARSH pia taper 
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A Heavy Duty Table with Electric or 
+ ae | Control for loads to 10 tons. 


Weld-Bilt: =" 
HYDRAULIC gE 
LIFT TABLES 





















Seeoeee® 
You don’t need “‘mus- 
cle-men” for handling 
heavy dies, sheet steel, 
or big machined parts, when you have new 
WELD-BILT Hydraulic Tables on the job. 
Just adjust the Table to loading height, 
slide parts on easily, without tugging or 
lifting. Then just move to press or machine 
position, raise or lower to working height 
— fast, easily. 


Write for latest bulletin and prices. 


WEST BEND EQUIPMENT CORP. 



















MATERIALS HANDLING ENGINEERS 









303 WEST WATER STREET ° WEST BEND, WIS. 
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Just published! 


Cornplete analytical water surveys 
| of choice plant sites 
= ; . in the Southeast and Southwest 


Industries whose water requirements are exceptionally large will 
find vital information in a new series of water studies now in 
preparation by the Frisco Railway. The studies cover industrial 

p Frisco | sites 50 to 3,000 acres in size, and water capacities from 10 million 
gallons daily to as high as 37 billion gallons daily. Industrial 















INDUSTRIAL WATER SITES 


m mre 


PEUK Oh dHINDS AE abundant water sources will find these studies invaluable. 


manufacturers planning a new plant or seeking to relocate near 


1 ste 
Ot VEE 1S | eereee 


coo tues Each Water Survey Brochure covers a separate potential 


deme & SEE 





industrial site, detailing industrial water sources, chemical 








content, minimum recorded flow, etc. Also shows site and 








topographical maps, information on utilities, raw materials, 
roads, rail and highway transportation. 


Send for These Surveys Mail coupon now for these Surveys—no obligation. Or write 
j NO OBLIGATION! us your requirements. Your inquiry held in complete confidence. 
Valuable Industrial Site 
Water Survey Brochures. 
Authoritative, factual data 


assembled by the Frisco Industrial 
Development Department 


SCHSCSSSHSSHSSSHESSSHSSSHSHSESESESESESESHESESEEE SESE 
© 
H. A. Baker, Assistant to President—Development DR 


St. Lovis-San Francisco Railway 
St. Louis 1, Mo. 


Please send me copies of Industrial Water Surveys and available 
plant sites. 


NAME 





COMPANY 








ADDRESS 





* 
5,000 MILES SERVING: : 
MISSOURI + KANSAS + ARKANSAS + OKLAHOMA + TEXAS ° = CITY ZONE___STATE 
@ 
© 





TENNESSEE + MISSISSIPPI « ALABAMA «+ FLORIDA 
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FOR SALE 


space in your warehouse! 


Sooner or later, most firms find they need more warehouse 


space. The question is: how to get it? 


Should you build additional facilities at today’s construction 


costs? Or should you lease space—an equally expensive solution. 


The answer—many firms like your own have found—need 
not be either ot these. The solution is to make more efficient use of 


existing warchouse space. 


Only since the introduction of RAYMOND Electric Trucks 
has this solution-been possible. These trucks brought into being 
the narrow storage aisle, permitting you to store more goods in 


the space you now use. 


By operating in aisies 6-ft. wide, RAYMOND Trucks make 
room for additicnal rows of storage. To some firms, this reduction 
in aisle width has meant as much as 30% more storage—plus 


savings calculated in thousands of dollars. 


A customer once termed the operation of RAYMOND Elec- 
tric Trucks, *“‘Maerc’’! And we’re almost inclined to agree. With a 
standard 48" long pallet, it measures nearly 7-ft. long—yet turns 
90° to stack in 6-ft. aisles. 

The RAYMOND Electric Truck offers numerous other ad- 
vantages too. For example: lightweight for use on low-capacity 
elevators and floors; safe riding; easy servicing; simple operating 
controls; plus many more space will not permit us to mention. 

A brand new catalog describing , RAYMOND Trucks in 
detail has just come off the press. Why not drop us a note on your 


letterhead and we'll see that you receive a copy. 


The RAYMOND CORPORATION 
4652 Madison Street, Greene, N.Y. 
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New Developments Cut Costs, 
Speed Deliveries, Reduce Damage 


Air Cargo Loading 


¥ 





“ 


New loading technique being developed by United Air Lines tows airliner 
up to a central building which houses cargo work-center. Cargo moves on 
conveyor belt, is hoisted up to freight hatch on one of three hydraulic lifts. 
‘| 
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Whiting Corporation’s Loadair installation at N.Y.’s Idlewild airport 


uses similar principles, brings plane to central handling, loading building. 
Both systems eliminate costly mobile equipment and speed handling time. 
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Incoming freight trains are identified by TV in Virginia's big Potomac 
Yard, replacing time-consuming checking by men on foot. Process begins 
when train on way to hump passes through brightly lighted shed (above). 
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TV cameras, located behind protective grille, take fast pictures of each 
car's number and initials, flash them in sequence onto IV screen in car 
record office located roughly two miles distant. In ofhceaclerk.......... 








Talking into a microphone, records on tape from the screen the number and 
initials of the moving cars, making that information available to the hump 
and car record offices before long freight train even stops in receiving yard. 
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Executives know that traffic ex- 
pense for the movement of raw 
materials and finished products 
represents a substantial cost item 
in any industry. That’s why 
Trafic Officers demand depend- 
able, damage-free freight serv- 
ice . . . and they get it from 
North Western. 


107 years’ experience backed 
up with services like these are 
proof of North Western’s ability 
to serve its shippers well... 


CHICAGO AND 


NORTH WESTERN 


RAILWAY SYSTEM 















1. Cut truck repair bills 
3. Make drivers safety-conscious 

The Tachograph is a recording speed- 
ometer which mounts on your truck’s 
dashboard. It automatically records the 
following information on an easy-to- 


read, wax-coated chart: When truck 
started —How fast it traveled —When 
truck was in motion—When it stopped 
—How long truck idled and Distance 
between stops. 


If your firm operates 
its own trucks... 


DIESEL-POWER 


95% of all North Western 
freight now moves under 
diesel power. 


PROVISO YARD 


World's largest classifica- 
tion yard for carload and 
LCL freight. 


PIGGY-BACK 
FREIGHT 


Pioneer developer of door- 
to-door trailer-rail service. 


INDUSTRIAL 
DEVELOPMENT 


Close working arrangement 
with Traffic Officers in de- 
velopment of industrial sites. 


NATION-WIDE 
SERVICE 


C&NW traffic experts are 
at your service in the prin- 
ciple cities of United States 
and Canada, 





can do these things for you: 


2. Give you closer driver supervision 


Send this coupon today! We're sure 
you'd like to know more about the 
Tachograph...the many ways it can 
help you make your trucking opera- 
tion safer, more economical, more 
efficient. Fill out the coupon below. 
Send it to us and get Bulletin 
SU-3...it gives the whole Tachograph 
story. 


Wagner Electric Grporation 6439 Plymouth Ave., St. Louis 14, Mo. 
TACHOGRAPH 


Please send a copy of Bulletin SU-3. 


Name and Position 











the recording 
speedometer 
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aero ARE Electronic brains lower damage claims 














BIG HEAVY CLUNKERS: Without question, a major source — onto the proper track where the 
of freight damage is humping. Al- _ freight train is being made up. 
The more dead weight they push ...the | though the railroads have been Damage often results when the 
less of your merchandise gets moved! working on this for some time it has cars couple. For instance, when the 
You'll get more, faster, safer pushing from | only been within the past year that train is nearly completely made up, 
your pushers the day you replace “snail’s- | an apparent solution was reached. the car has a smaller distance to 
pace” steel and wood pushcarts with BEP’s | 1, the old practise, which promises _ travel before coupling, consequent- 
so apiebaavainoeaae now to obsolete rapidly, a long run ly hits the preceding car with con- REVOLVATOR 
: of freight cars is pushed up an in-__ siderable impact. 
4.8 OF cline or “hump” by a yard engine. In 1954 the nation’s railroads RED-GIANT 
“UAAaiournis Then the cars are uncoupled and paid over $111 million in freight sma 
adic oh bhi: Midbaaae tolabe one by one roll down the opposite loss-and-damage claims, much of , Safety-Ease 
structural metal side toward a switch which “classi- this incurred in their freight clas- | SAesheSeWe purability — built in by 50 
fies” the cars, that is, switches them sification yards. ee = years of Revolvator Co. expe- 


: rience—is still the funda- 
mental of the Red Giant lif- 
truck line. Maneuverability, 
plus the safety of their exclu- 
sive double stroke mechanism. 
make the models shown leaders 
in their fields. There is a Red 


Giant liftruck available for 


MAGNESIUM 


“ee , 4 4h 


every use—for every capacity. 





Write for the full facts today. 


REVOLVATOR CO. 


8702 Tonnele Ave. North Bergen, N. J. 
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] Numbering Machine 
(} Jobs go Faster... 





New classification technique shifts freight cars onto proper track auto- 
matically. Electronic console (above) takes over as soon as car is pushed 
over hump. Speed of car is controlled by series of electropneumatic braking 
devices. Machine (developed by Union Pacific and Reeves Instrument Cor- 
poration) retains simultaneously the routing instructions for 120 cars. 
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Write or phone B&P today about saving 
your Pushmoney with Pusharounds. Tell 
us about your uses. We'll adapt our 
flexible Standard Models to your needs 
... or build what you want... PUSH- 
AROUNDS PAY THEIR WAY .. .« 







































PRONTO! . 
Automatic, all-purpose numbering 
ON machine speeds up dozens of every- 
LIGHTNESS 5 PLUS ! day jobs in office or plant. (Provides 
consecutive, duplicate or repeat num- 






bering.) See your dealer or let us 
send our catalog “How to Select a 
Numbering Machine.” 


Specify FORCE for the Finest 
















a fele) Gri. ASS 
A as 
PERKINS, Inc. Radar speed meter (above) measures the speed of moving freight car as it WM. A. FORCE oy 


enters braking devices and speed within them. These readings are trans- 
Pioneer Magnesium Fabricators mitted to control tower (rear, right). As the track fills with cars, the meter 
1946 W. FORT ST. * TAshmoo 5-5900 | 2Utomatically reduces the speed of the cars so that when they are released 
pETRciT 16. MICH from the retarding units the cars will couple at the proper amount of speed. 









2716NICHOLS AVENUE, BROOKLYN 8, N.Y 
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ALL sNARLED 
UP cee 


with A 
warehousing 
and distribution 
problems? 


Let Lehigh untangle things for 
you! With our 35 years’ experi- 
ence and unmatched facilities, we 
know most of the answers to stor- 
age and distribution questions. 

We have facts marketers will 
welcome ...evidence that may 
prove our services can be more 
efficient and economical than 
operating your own warehouse 
and trucks. 

Our five modern warehouses 
and delivery fleets can put your 
products quickly into the rich 
New York metropolitan area. We 
also operate the huge Horseheads 
center in upstate New York, and 
others in Atlanta and Richmond. 
Our big tank farm at Bayonne, 
N. J. unloads bulk liquids, stores 
and repacks for distribution at a 
saving. Lehigh saves you year 
round operating costs; you pay 
only for services as used. Every 
manufacturer and shipper should 
know the Lehigh story. It’s good 
business. Write, phone or wire, 


LEHIGH 
Warehouse & 


Transportation Co. 


102 Frelinghuysen Ave. 
Newark 5, N. J. 


Telephones: 


Boh? ea ON ed 


(N. J.) Blgelow 3-7200 
(N. Y.) REctor 2-3338 
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INTERCHANGEABILITY: 
A Trend Still in Its Infancy 
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Though mechanics and conflicts of interest involving *’ piggy-back’’ oper- 
ations (above) must be settled, combination of trailer and railroad flat car 
will, because of economy and speed, soon be available for most shippers. 
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Flexibility trendmaker is just-announced van developed by Clark Equip- 
ment Company. Shipper loads van on trailer, unloads onto flat car. At de- 
livery point, container becomes storage unit until contents are needed. 








Similar technique by Brown Trailers, Inc., uses aluminum van, eliminates 
costly crating, delays, multiple handling, special cars, or shoring to prevent 
in-transit load shifting. Containers can be nested three high, stored outside. 


DW Bs ee 








“, «Bunn Tying Machines. . 
time savers and great 


money savers. 


says G. A. Seyfer, Office Magr., 
KIWANIS INTERNATIONAL 


Bunn Tying Machines have long been 
used in Kiwanis International’s Chi- 
cago headquarters for tying packages 
of supplies for shipment and for ‘‘ty- 
ing out”’ mail. In 1 '4 seconds and less, 
each package is tied securely, with 
just the right amount of twine. 


Bunn Tying Machines adjust auto- 
matically to any size or shape .. . tie 
with slip-proof knot and correct, uni- 
form tension. 


Bunn tied packages cannot be du-. 
plicated by hand assure better 
protection against breakage and ma- 
terial damage and are fully ap- 
proved by postmasters. 


Simple, effortless operation cuts 
down labor turn-over steps up 
production. . . eliminates bottlenecks 
and overtime pay. With a Bunn 
Machine one untrained operator can 
do as much as 5 to 10 experienced 
hand-tyers. 


Almost anything that can be tied 
by hand can be tied faster and better 
with a Bunn Tying Machine. 








B. H. BUNN Co., Dept. DR-35 
7605 Vincennes Ave. 

Chicago 20, Ill. 

GET THE WHOLE STORY 


Send today for this fact-packed 
booklet, which 
many advantages of Bunn Tying 
Machines. There is no obligation, 


“ad 
MAIL THIS COUPON NOW 

















' ‘ 
: B. H. Bunn Co., Dept. DR-35 
; 7605 Vincennes Ave., Chicago 20, Ill. 
1 Please send me a copy of your free booklet ! 
; which shows how Bunn Machines can save ; 
y time and money in my business. i 
! } 
i Name i 
1 ! 
i j 
; Company ; 
; Address 
| 

1 City ———— OT i 
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plant-location 
news 


Market data can make 


the difference... 


Only the most detailed, up-to-the- 
minute information can show if a new 
plant site is near your best potential 
markets... whether these market areas 
will change in size...or if new mar- 
kets for your products can be devel- 
oped in a particular locality. 

But how can you be sure that your 
market data is current and complete? 
That it will answer most plant- 
location problems? Here’s one way 
you can get the facts needed to make 
the right decision on location. Just 
contact New York State’s Industrial 
Location Service. 

ILS market data covers a lot of 
ground. One of the big reasons for 
this is that we're associated with the 
state government. This gives us ac- 
cess to facts and figures on incomes, 
consumption, and population shifts 
that individual researchers might find 
hard to get. And market data like 
that can make a big difference in 
choosing the right plant site. 


Detail is our dish 


Ancther thing that makes our service 
unique is the extent of our records. 
Over the years we've been able to 
chart trends in expenditures, retail 
inventories, and family composition, 
among other things~for every area 
in the state. 

Doesn't matter whether yours is an 
industrial or consumer product, either. 
In most instances, figures can be pro- 
vided representing present industrial 
consumption of specific products with- 
in a given radius of suggested New 
York State locations. Or giving the 
size and number of companies to 
which you'll be selling. All this infor- 
mation is free and strictly confidential. 


Other free plant-site services 


Markets won't be your only concern 
when you're looking for a new plant 
site. But whatever factors are in- 
volved, ILS can help. 

Reports are available on transpor- 
tation, buildings and sites, raw mate- 
rials, labor, water and local laws and 
regulations—to mention just a few, 
These surveys are tailored to meet 
your requirements, and sent to you 
without cost or obligation in strictest 
confidence. 

Our booklet called “Industrial Lo- 
cation Services” shows how you can 
put this valuable plant-location data 
to work. To get your free copy, write 
me at the New York State Depart- 
ment of Commerce, Room 740, 112 
State Street, Albany 7, N. Y. 


Pall E anse 


Director, Industrial Location Service 
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Motor Freight 
A pproaches Maturity 


Motor freight development has 
outstripped laws governing it. Even 
shippers seldom fully capitalize on 
its efficiencies. Loading practises, 
for instance, are notoriously inefh- 
cient. There is a need for standard- 
ization of laws controlling lengths 
and weights. Also, relationshig be- 
tween trucks, rail, and air must be 
resolved by new Federal legisla- 
tion (see page 93). 


ae Be ae ; ‘ . : 


Hydraulically controlled ramps (above) in Cambridge, Mass., motor 
freight terminal are answer to fast, damage ee ae loading of trailers 
with varying floor heights. Some firms use hy 





Borrowed from air cargo loading is technique used by National Radiator 
Company to secure its heavy cast iron boilers. Instead of standard bulk- 
heads, aluminum strips with eyelets support seamless steel tubing bar. 




































Claimed to have biggest dry freight 
capacity in the world, Strick Com- 
pany s*‘ maximum cubage’’ unit has 
‘payload width of 94 inches out of a 
possible 96 of legal outside width, 
uses extruded aluminum posts. 
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md STAPLERS 
IN PRODUCTION — assembly — 
tagging — labeling — maintenance 


(insulation, screens, etc) — convention, 
plant and store displays — HANSEN 
leads the field as the ‘‘preferred’’ TACKER. 


PRODUCTION (4'°",% 1°! 


® PLASTIC DIAL 
PLATES ON RADIOS 
® LOUDSPEAKER SILKS 
® GASKETS TO 
REFRIGERATOR DOORS 
® RUBBER DIES 
ON PRINTING ROLLS 
® CELLOPHANE OR GLASSINE 
°® ASBESTOS BAFFLES 
IN RADIOS 


One-hand operation — light weight -- 
ready portability — compactness — pow- 
erful driving action — Take-up Jaw for 
easy dismantling and assembly — are 
among the features that appeal to Han- 
sen users. 


36 MODELS—80 STAPLE SIZES 


From a wide variety of models — for light, 
medium or heavy-duty service — and for 
driving staples of various lengths and 
widths — you can choose the model best 
suiting your needs. Staples available in 
tackpoints and chiselpoints, 
single or double-leg, and in 
required widths. 


For BEST RESULTS use only } 
genuine Hansen Staples in the 
BLUE BOX... 
















TOO MANY HANDS 
SPOIL THE PROFITS 


Ten hands when one finger on a 
pushbutton will do? Modernize your 
materials handling equipment! Use your 
men much more productively! 


See hundreds of new developments in 
equipment, machines, supplies and 
services exhibited by the industry’s 
pacesetting manufacturers. Write for 
free tickets: Clapp & Poliak, Inc., 
341 Madison Avenue, N. Y. 17. 


International Amphitheatre, Chicago 
May 16-20, 1955 
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THE “WHIPPET‘’ MARKER 





Automatically dates, codes, or marks production runs of 
cartons, packages, filled bags, boxes, rolls, cans, etc. For 
candy manufacturers, food packers, distillers, oil com- 
panies, etc. Send for free catalogue. 


THE INDUSTRIAL MARKING 
EQUIPMENT COMPANY, INC. 


— 454 Baltic Street, Brooklyn 17, N. Y., Dept. DR — 
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Will your brakes work. 
or will his name be mud’? 


Slow as he is, this old mud turtle has a 
wonderful chance to reach his favorite 
haunts in safety. Here’s why: the manu- 
facturer of your high-speed car equipped 
it with hydraulic brake lines of Bundyweld 
Tubing. This outstanding tubing is leak- 
proof, remarkably resistant to vibration 
fatigue, and 15 times stronger than nec- 
essary to save your life. That’s why 
Bundyweld is used in 95% of today’s cars 
in an average of 20 applications each, 





Made by the world’s larg- 
est producer of small- 
diameter tubing, Bundy- 
weld Steel Tubing is the 
only tubing double-walled 
from a single metal strip, 
copper-bonded through 
360° of wall contact. 


Only steel tubing can 





take punishment like this 


Your hydraulic brake lines take a constant beating from flying 
stones; sudden, jolting stops; bumpy roads; stop-and-go driving in 
traffic. You can depend on double-walled Bundyweld STEEL 
Tubing — it’s 15 times stronger than necessary to save your life. 


BUNDYWELD TUBING 


‘The lifelines of your car’’ 
BUNDY TUBING COMPANY @® DETROIT 14, MICHIGAN 
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Wonderful things happen 
to your office 


when you buy 


STEELCASE 








5 
4, . 
x 


* 
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. . . wonderful things like having a happier, more energetic office : 


working force .. . profitable things, such as saving as much as 25 
per cent in office floor space . . . satisfying things like knowing your 
office furniture problems are over, since with Steelcase your first 
cost is your only cost. With absolute satisfaction as its golden rule, 
Steelcase continues to serve the fine companies of America . . . as 
is has for over forty years. 


FREE... “Sunshine Styling” . . . the most unusual, most 4 
dramatic office furniture brochure ever created. Please re- 
quest it on your letterhead, addressed to Department A, or 
ask your local authorized Steelcese dealer. 
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HOW TO BUY A COMPANY 


Continued from page 38 


but primarily it is just plain sales- 
manship. You can point out that 
you are buying with a creative pur- 
pose; to continue and, if advisable, 
to enlarge their operation. 

Don’t make the mistake of run- 
ning down their business with the 
idea of buying it cheaply. Make 
them feel that if they did not have a 
good business, you would not be 
interested in it. Admit frankly some 
of its features that make it of in- 
terest to you. You can discuss price 
later. 

Before seeing your prospect, you 
will have secured all available in- 
formation about them, and there 
are many sources through which 
this can be done. Naturally you are 
interested in their plant location, 
their financial condition including 
long- and short-term debt, working 
capital, present or contingent obli- 
gations, and income tax clearance. 
You want to know their sales, earn- 
ings, their competitive status, plant 
equipment, products, sales policies, 
and management personnel; their 
growth possibilities, capital invest- 


ment needed, how their stock is 
held, and so forth. 

You will 
decisions. Are you planning to buy 


also have made two 
them for cash or through an ex- 
change of stock? Do you want to 
take over the charter or just buy the 
assets: 

At this first meeting, you run up 
against three things. 

First, it is a universal law that 
any management considering sell- 
ing will overestimate the value cf 
their company. They will bring out 
an insurance or other appraisal 
showing the reproductive value of 
their plants at a much higher fig- 
ure than their book value. 

Second, the preliminary overtures 
are generally conducted in secrecy. 
The 


meet you at his home or club, or 


prospect will often want to 
in your hotel, but it will usually 
be away from his place of business. 
There are obvious reasons for this 
—to avoid stock speculation, possi- 
ble loss of customers, disturbance to 
employee morale, to prevent man- 


agement talent from going else- 











now INVESTIGATE modern 
aint 


MOLDED TUF-FIBRE FORMS 
for ‘safer conduct’ of products 


shipped OVERSEAS and for 


unusua! procuction savings 
ct your ‘“HOME FRONT” 


— ———— re ee 
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ves problem in raelolilaie 


toom-plastic cushions! 


Don’t wait for the “emergency”. 


up with your 


sales @ 
might be done for you, too! 


freiding 


3048 N. 34th St., 


Foremost 


America’s 


eae a 


Find out 
NOW how Keiding engineers might team 
organization to 
profits by designing and producing special 
“Molded Tuf-Fibre Forms” that (1) cut pro- 
duction costs, and/or (2) improve product 
quality; (3) protect shipments; (4) aid your 
It's been done for others 


improve 


PAPER PRODUCTS COMPANY 
Milwaukee 10, Wis 
Producers of Industrial Molded - Pulp Kicies 
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@ OVERSEAS . . protection 
against damage from shock, 
heat, cold, rain or sea water. 


€ AT HOME .. production 
savings and vital product im- 
provements are often possible! 
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_ Or small—like Renier Company 








Burroughs Sensimatics can cut your accounting costs 





Look at this contrast: Stewart- 
Warner, a large corporation with 
many products, has accounting de- 
partments staffed by more than four 
hundred people. The Renier Com- 
pany, a thriving retailer of lumber 
and builders’ supplies in Lincoln 
Park, Michigan, has just two girls 
for all accounting. 

Still, both businesses use Burroughs 


Sensimatic accounting machines— 
to cut costs to a mechanized mini- 


mum. The difference is that Renier 
needs only one Sensimatic, while 
Stewart-Warner uses many. 


Actually, the clue is in the name 
‘‘Sensimatic,’”’ meaning an auto- 
matic machine with the exclusive 
Burroughs “sensing panel.”’ It’s this 
control that makes each Sensimatic 
four machines in one—a sound in- 
vestment for any business. 


With any Sensimatic, you can do 
four major accounting jobs at the 


Wherever There’s Business There’s 


a: DS sh N Bose eae ee eee 


turn of a knob. Then, to switch to 
other operations, or even to a new 
system, you simply insert another 
four-job panel. 


These versatile machines fit any 
business. They’re in six different 
series—two to 19 totals—and your 
Burroughs man will demonstrate 
any or all. Burroughs Corporation, 
Detroit 32, Michigan. 
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it’s not important 


what you think 





about your 


letterhead... 


important 
thing is how 


does it make the reader feel? 





For four years, the Neenah Paper Company conducted a nationwide 


poll to discover what businessmen liked and did not like about 
letterheads. 


The results of this study summed up in the “Neenah Guide to Pre- 
ferred Letterheads” will help you create a company letterhead that 
will be more appealing to those to whom you write. 


For your free copy of 
this colorful, 32 page 
book, simply ask for 
one from your print- 
er. He can obtain his 
copies from paper 
merchants handling 
Neenah Fine Business 
Papers. 


wlicnah 


‘nee VAL BUSVAESS PAPERS 
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NEENAH PAPER COMPANY ° Neenah, Wisconsin 








where, to mention a few of them. 

And third, you will run up 
against the human factor. The per- 
sonal feelings of the management 
whose company you are trying to 
buy may be the greatest single ob- 
stacle to the negotiations. And that 
is natural. They probably own their 
own homes, have a leading position 
in their community, and are appre- 
hensive about what might happen 
to them and to their employees if 
they are taken over by a larger con- 
cern. You can tell them that you 
are buying a going company, and 
would not want it unless the bulk 
of their people are willing to come 
with you, which is true. But at this 
stage of the matter, unless you 
know the management personnel 
very well, it is a mistake to make 
any definite commitments. 


>>> >>> >>> > > > > «<< «<<< << «<< 


he AUTHOR 


John C. Best, vice-president in charge of 
Special Projects, has negotiated 20 mergers 
for his company, National Gypsum. Born 
and educated in England, he joined the fam- 
ily business of Best Bros. Keene’s Cement 
Company as secretary following World War 
1, and later rose to the presidency. When the 
company merged with National Gypsum in 
1938, Mr. Best assumed his new duties with 
the combined operation. 

Residing in Buffalo, N. Y., he is a director 
of the American Arbitration Association and 
the Buffalo Council on World Affairs. 


>>> >>> >>> > > > <<<<<<<<<<<< 

We are fortunate in being able 
to mention that many of our pres- 
ent officers and key executives came 
to us through mergers. Lewis San- 
derson, our president; John Brown, 
vice-president in charge of sales; 
myself; and many others entered 
National 
merger route. If you can quote 


Gypsum through the 
similar cases, you will often find 
that good management talent rel- 
ishes the larger opportunity they 
will have with a bigger company. 
So at this first meeting, you are 
largely sounding out your prospect 
and trying to secure enough in- 
formation to decide if you still feel 
the business would be desirable. If 
they are willing to discuss a sale 
and give you the information you 
need, the matter is relatively simple. 
If not, your greatest asset will be a 
retentive memory. Most people who 
are at first reluctant to give you the 
figures you need are still willing to 
talk about their business, and you 
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ARE YOU FEEDING 
YOUR PiG? 


Only completely modern materials 
handling equipment can feed your new 
automatic production machinery all it 
can eat. See the latest in materials 
handling equipment designed to keep 
pace with automation, exhibited by 
hundreds of the industry’s pacesetting 
companies. For free tickets write: 
Clapp & Poliak, Inc., 
341 Madison Ave., 
N. Y. 17. 
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International Amphitheatre, Chicago 
May 16-20, 1955 
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Triorvioe FOLDING BANQUET TABLES 





If you are on the board of your school or 
church, or on the house or purchasing com- 
mittee of your club or lodge, you will be inte» 
ested in this modern, Folding Pedestal Banquet 
Table. Write for catalog & special discounts, 


tel.) te] maem 40 CHURCH ST. Reels) aile) (7 










DRAKE, STARTZMAN, SHEAHAN 
AND BARCLAY 


OTe sialeltiilelsMmlaleMiutehicalel i 
Handling Consultants 


CONTROL, MOVEMENT and STORAGE 
OF MATERIALS 


41 East 42nd Street New York I7, N.Y. 





answer the call 


t 


‘join and serve 





and 
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Slips pile up your medical 

costs and compensation payments. 

They inflate your payrolls. (How much 
does it cost you to train and pay an 
unskilled substitute while an 

absentee victim’s salary continues?) 


Slips leave you wide open to 

law suits and, since they count 
against your Safety record, very likely 
increase your insurance premiums. 


Isn’t it time you were 

introduced to LEGsuRE*, the modern 
Safety Floor Polish that reduces 
slip-fall accidents by up to 98%. 
LEGSURE gleams without buffing, 
minimizes scuffing and retains it 
slip-resistance for months without 

the need for stripping. 


It saves you Big tangible dollars, 
too, on floor maintenance. Up to 25% 
on material. Up to 50% on labor. 


Write today for full 
information on LEGSURE. 


*Sold only by 


WALTER G. LEGGE CO., Inc. 


Dept. G-3,101 Park 
Ave., New York 
17, N. Y. Branch 
offices in principal 
cities. In Toronto 
—J. W. Turner Co. 




















Walter G. Legge Company, Inc. G-3 : 
ys 101 Park Ave., New York 17, N. Y. ' 
; Please send full information on Legsure. 
1 Nome : 
; Firm ; 
: Street ; 
; City Zone State 
$ ! 











may finish with a fairly complete 
picture of it. But they will shut up 
like a clam the minute you start to 
make any notes. 

At this or a later meeting, you 
will obtain the necessary informa- 
tion. You will discuss it with your 
associates. If the picture is still 
favorable, you will then work out 
with the prospect an outline of the 
basis for the merger. This is usually 
incorporated in a memorandum, 
rarely more than two pages, em- 
bodying in plain business language 
a simple statement of the terms. Up 
to this point, unless it is an un- 
usually large or important matter, 
you have not bothered your board 
of directors with it. The agreement 
is still subject to an audit of the 
company’s books and physical facili- 
ties by experts, and to legal opinion 
on their titles, contracts, and simi- 
lar matters. And, of course, ap- 
proval by the directors of both com- 
panies. 


Investigators 


So you call in your team of ac- 
countants, engineers, lawyers, and 
geologists. What they find may kill 
the deal. Tax liabilities, pending 
litigation, customer dissatisfaction, 
changing trends to which the busi- 
ness is not adapted. 

If the various reports are favor- 
able, a complete study is then com- 
piled and sent to your directors 
well ahead of their next board 
meeting. Assume they approve it. 
In the case of the buyer, consent 
of the stockholders usually is not 
necessary. With the seller, who is 
disposing of the assets of the com- 
pany, stockholder consent must be 
obtained. The laws of various states 
fix different percentages, from a 
plain majority up to 80 per cent, 
but we usually specify 90 per cent 
stockholder approval. 

Next, the attorneys for the re- 
spective companies get together and 
prepare the formal contract of pur- 
chase and sale. This follows in gen- 
eral the informal agreement men- 
tioned earlier, but covers every 
foreseeable contingency and sets up 
a timetable. 

There are still several important 
steps to be taken before the matter 
can be closed. 

1. You clear with the New York 
Stock Exchange, or wherever else 
your stock may be listed. 

2. SEC approval must be se- 
cured. Now the transaction be- 
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For more than 30 years, Security has specialized in 
roll forming. This experience, combined with their 
complete facilities for high volume, low cost produc- 
tion, gives you two distinct advantages—quality and 
competitive prices. Get Security quotations on your 
next job—you'll find your roll forming dollar buys 
more at Security! 


@ CUSTOM AND STANDARD SHAPES! 
® ALUMINUM, STEEL, BRONZE, 

ZINC OR STAINLESS! 
@ PRECISION TOLERANCES! 
® PROMPT DELIVERY! 







Write today for complete information and 
illustrated bulletin. THE SECURITY COMPANY, 
386 MIDLAND AVENUE, DETROIT 3, MICH. 


See. 
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Feeding huge _ ton- 
nages in coal pro- 
cessing plant with re- 
mote controlled Syn- 
tron Feeders. 


and 


SYNTRON 


VIBRATORY 
FEEDERS 


Provide the most efhicient,. economical method yet developed for 





feeding bulk materials at instantly controllable rates from a few 
pounds to hundreds of tons per hour. Flat pan or tubular trough 
models in sizes that handle any material from fine powders to 
coarse heavy lumps. Electromagnetic—no mechanical wearing 


parts. 
. » « other SYNTRON EQUIPMENT well suited 
for automatic production includes 
ELECTRIC VIBRATORS a-c to d-c Power PARTS FEEDERS SHAFT SEALS 


For a positive, free flow of 
stubborn materials through 
hins, hoppers or chutes. 
Variable control of power 


RECTIFIER UNITS 


Selenium Rectifiers from 1” 
square up to 12°x16’ 
plates. Complete Conver- 
sion Units up to 300 kw 
capacity. 


Eliminate leakage of liquids 
or gases around rotating 
shafts of pumps, compress- 
in OfFi- ors, etc. Do not cut or 
score shaft. Self lubricating. 


Automatically feed parts of 
nearly any shape or ma- 
terial—at controllable 
speeds—single file 


ented position. 














Write today for complete catalogue and performance data—Free 


SYNTRON COMPANY 


Homer City, Penna. 





774 Lexington Avenue 
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comes public. If the stock of the 
company you are acquiring is close- 
ly held and the owners are willing 
to sign a statement that they are 
accepting your stock as an invest- 
ment and not for resale, you can 
use the relatively quick and inex- 
pensive “short form” listing. If over 
25-30 stockholders are affected, the 
SEC may require a complete list- 
ing, as when stock is offered for 
public sale. It will take 40 to 60 
days to clear with the Stock Ex- 
change and SEC, depending on the 
type of listing required. 

3. If you are acquiring a concern 
in the same general line of business 
as you are, you will want to look 
at the antitrust aspect of the matter. 
(Does it lessen competition—tend 
toward creation of a monopoly?) 
Your counsel may want to secure 
an opinion from the Department 
of Justice. And it is now possible to 
do that. 

4. You hustle to keep your pub- 
lic relations in good repair. You can 
anticipate at least 30 days between 
your filing with the SEC and the 
consequent public disclosure, and 
the time you take possession. It is 
important to keep up the morale of 
your prospective new employees 
through a sound information pro- 
gram, and retain the good will of 
the customers you are acquiring. 
You will want to decide who in 
management will be or will not be 
retained; to reconcile employee 
benefits; work out union pro- 
grams; arrange for transfer of bank 
accounts, assumption of long- or 
short-term loans. 

Then at last you take possession. 
You have acquired one or more 
new plants. And you have probably 
acquired a good many headaches. 

THE END 











“It’s just for telling time, Mr. 
Grooby. I know how you hate clock- 
watchers.”’ 
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in 50,000 
Firms 


Because It Qutlasts 
Ordinary Brushes 


37 










27 Speed Sweep styles and sizes to 
meet every sweeping need. Write 
for prices today. 


MILWAUKEE DUSTLESS BRUSH CO. 
530 N. 22nd St., Milwaukee 3, Wis. 
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Saves Typing Time... 
Stops Eye Fatigue! Z 
PANAMA 


“COPY-HO™ cox 


Panama-Beaver’s exclusive patented carbon 
paper box has a built-in copy holder that 
flips open with a flick of the wrist. Keeps 
copy material upright and in full view... 
speeds work . . . cuts office costs. Folds up 
neatly under box lid after use. COSTS 
NOTHING EXTRA when you buy Panama- 
Beaver Carbon Paper—America’s sharpest- 
writing, cleanest-erasing smudge-free 
carbon ! 

Have the Panama-Beaver representative 
near you show you the Copy Holder Box 
without obligation! 


4? 
PANAMA-BEAVER 


GOOCH 7 (44 MK A “dil 
MANIFOLD SUPPLIES CO.,19 Rector St., N.Y.6,N. Y. 


Ebony Duplicating Carbons * Eye-Sayer 
Unimasters * Lustra Colorful Inked Ribbons 
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This is the profile of a bank 


Men OF THE TIME marble and 
steel disguise it. But after a 
visit or two to any bank you begin 
to see its true profile. 

It may be the face of a teller, a file 
clerk, a loan officer or—the presi- 
dent. Whoever it is, this much is 
certain—the profile of a bank is al- 
ways the face of the-man or woman 
in the bank you know best. 

Why? 

Because banks are people. Tellers’ 
cages, vaults, iron gates—all the 
familiar symbols of banks — are 
nothing more than tools used by 


human hands to get the job done. 

Yes— banks are people. More to 
the point, they are conscientious 
professionals who see banking as a 
career rather than just another way 
to earn a living. 

To Mr. and Mrs. America this 
says, ‘‘ Your money (along with your 
country’s financial tradition) is in 
good hands.”’ 

It also means that the business of 
putting money to work— banking’s 
basic function—is administered by 
responsible professionals with a keen 
sense of trade competition, and a 
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highly developed awareness of cus- 
tomer service. 

These people are America’s banks. 
Bank buildings, however simple or 
ornate, are only their workshops. It 
is their humanness that transforms 
facades of marble and:steel into faces 
of friendliness and warmth. 

Chase National Bank is proud of 
the part it is playing in American 
progress. 

as ou ao 


The CHASE National Bank 


OF THE CITY OF NEW YORK 
(Member Federal Deposit Insurance Corporation) 
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MAKES COMPLEX 
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If made by conventional casting and 
machining methods, this part, which 
serves many of us every day, would cost 
more. Made by the Moraine metal 
powder process, however, the part is 
mass-produced quickly and economi- 
cally —to precision standards. 


Moraine makes many different parts of 
complex design from metal powder... 











moraine 
products 


DIVISION OF GENERAL MOTORS, DAYTON, OHIO 


o 
045 X 45 
CHAMFER 





MORAINE METAL POWDER PROCESS 
PARTS -AT A SAVINGS 


parts with a quality and uniformity that 
make them highly desirable for a mul- 
titude of applications. 


Many industries are using Moraine’s 
experience in powder metallurgy to 
reduce the cost and improve the per- 
formance of many and varied products. 
Possibly, Moraine may be of service 
to you, too. 






METAL 





POWDER 





PARTS 





Power rack guide mass-produced 


for power steering application. 




















NEW METHODS 
AND MATERIALS 





Progress in plating, plastics, printed circuits 


Ri for heat and corrosion 


When temperatures go above the boiling 
point, and compounds like nitric acid and hy- 
drogen peroxide must be handled, most of the 
common fibers and resins fall by the wayside. 

Sut that’s just where the new fluorine plastics, 
commercially known as Teflon, Kel-F, and 
fluorothene, shine. It’s good news, then, that 
these materials, first available only as rod and 
sheet, can now be molded, extruded, and sin- 
tered to shape, and produced in fibrous, porous, 
and rubberlike forms. 

Teflon laminates are going into flexible and 


transformer insulation, and bases for printed 
circuits (photograph, page 116). 

Woven fabrics and felts made of Teflon fiber 
are ready for use in conveyors and belting, elec- 
trical tapes, gaskets and packings, anode bags, 
and filters. 

Kel-F elastomer, a rubbery material that’s 
said to have unusually good strength and elas- 
ticity, is expected to find a place in hose, dia- 
phragms, gaskets, protective clothing, and cor- 
rosion-resistant paints and sealants. 

Teflon and Kel-F in porous form can be used 
to remove impurities from hot lubricating and 
hydraulic oils, acids, and solvents. 

These porous materials, in cups, tubes, and 


sheeting—with a mean pore size as small as 9 
microns to catch particles only 3 microns in di. 
ameter—are being made by Porous Plastic Fil- 
ter Company, Glen Cove, N. Y. This company 
also makes woven Teflon filter cloths and a new 
Teflon felt (for hot air and gas filtration). 
Teflon O-rings and gaskets may be obtained 
from such companies as U. S. Gasket, Flexrock, 
Garlock Packing, and Chicago Gasket. 
Extruded shapes are produced by Polymer 
Corporation of Pennsylvania; and Resistoflex 
supplies laminated Teflon hose and pipe. 
Teflon itself is made by E. I. du Pont; Kel-F 
by M. W. Kellogg Company; and fluorothene 
by Bakelite. Dixon Corporation offers a number 


rigid tubing (see April 1954, page 106), gaskets, 





AEROSOLS 
win new prizes 


One of the brightest sales pictures in industry’s gallery is that of the aerosol 
sprays. In 1947, unit sales were 5'4 million. This year, they’re expected to 
top 250 million, with more than 60 different kinds of products offered in 
this form. Eye appeal, convenience, and product protection tell the story. 
Du Pont’s most recent aerosol market study shows the vast majority of 
department, grocery, drug, and hardware stores now stock these attractive 
containers; and industrial use is booming, too. Equipment makers are 
finding aerosol packages an excellent way to supply dealers and customers 
with touch-up paints and polishing compounds. Aerosol sprays also help 
manufacturers to extend product lines and provide extra services. Bur- 
roughs Corporation, for instance, has added an aerosol waterless hand- 
cleaner to its office equipment line; and Wilbur & Williams Company, 
which makes maintenance paints, now has an aerosol paint-remover. 





Award winners in recent Chemical Specialties Manufacturers Association 
aerosol packaging contest included these attractive consumer products. 
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Grinding and polishing oil, 5a by D. A. Stuart and Minnesota 


Mining, is one of many industrial pro 


: 


New glass containers hold materials that might react with metal cans, 
also add sales plus to consumer products, as this Du Pont photograph shows. 
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ucts NOW in easy-to-use aerosol form. 












... When you want it 









and see. 





RYERS 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK e¢ BOSTON ¢ 

















one piece or 


a truckload 
Delivered where you want it 


Sure we like big orders—and we handle them 
easily, every day, because our stocks are the 
world’s largest, our cutting and handling facil- 
ities unsurpassed. But our business depends 
on small orders as well, and you'll find we never 
lose sight of this fact. Whether you want one 
bar or a thousand—one sheet or many tons, 
you'll get courteous service—quick delivery. 
Dependable, certified quality, too. Call us 





CHARLOTTE, N. C, 


PHILADELPHIA « CINCINNATI « CLEVELAND « DETROIT « PITTSBURGH « BUFFALO « CHICAGO 
MILWAUKEE « ST.LOUIS e« LOS ANGELES « SANFRANCISCO ¢ SPOKANE ¢ SEATTiE 








of special Teflon formulations (see 
July 1954, page 70), including a 
variety of filled materials. 


Production briefs 


Magnesium is rolling—out of 
Dow Chemical Company’s big new 
mill at Madison, IIl., and into con- 
sumer as well as industrial prod- 
ucts. Shwayder Bros., long a leader 
in the luggage field, has just intro- 
duced a complete line of Samsonite 
Ultralite magnesium travel cases 
that are not only light in weight, 
but also durable, attractive, and 
moderate in cost. A vinyl coating 
bonded to the magnesium makes it 
possible to offer the luggage in a 
variety of colors in both ladies’ and 
men's types. 

Dow is particularly proud of this 
development, not only because it 
represents the first mass-produced 
consumer product to be made of 
magnesium, but also because it in- 
corporates three other products of 
the company: Ethocel molded plas- 
tic end plates, Styron coat hangers 
and jewel boxes, and resins used 
for the plastic coating. 


Chemical plating, too, is on the 
move—out of the laboratory and 
into king-sized applications. Gen- 
eral American  Transportation’s 
Kanigen non-electrolytic process for 
depositing nickel coatings is now 
being used on a wide variety of 
parts, particularly those that are too 
big or too intricate for easy han- 
dling by ordinary means, and for 
which a_ low-porosity, corrosion- 
resistant coating is required. 













It’s easy now 


Turn out print wheels on an automatic 
screw machine? That’s not the way it’s 
usually done, but engineers at Friden 
Calculating Machine Company devised 
a new pressure technique that makes it 
possibile to turn out wheels—complete 
with numbers—on a standard six-spin- 
dle machine at the rate of three a min- 
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Biggest Kanigen licensee — in 
more ways than one—is American 
Locomotive Company. Alco has 
just built “industry’s largest plant 
for commercial application of 
chemical nickel-plating” and _ is 
ready to do contract work for other 
firms as well as to use the process 
on equipment it fabricates. It 
should be of particular interest, 
Alco believes, to the chemical, pe- 
trochemical, petroleum, and power 
industries. 


The slide rule has a rival in an 
inexpensive pair of charts devel- 
oped by E. J. George of Sun Oll 
Company. According to George, 
answers to many problems can be 
obtained two or three times as fast 
by reference to the charts as they 
could be with a slide rule. Each of 
the charts consists of a logarithmic 
scale with a superimposed loga- 
rithmic grid. One is designed for 
multiplication and division; the 
other for operations involving 
square and cube roots, and the like. 
They can be slipped under the 
glass top of a desk for ready reter- 
ence. Copies of the charts may be 
obtained trom the Manutacturing- 
Engineering Department, Sun Oil 
Company, Philadelphia 3, Pa. Sin- 
gle copies are 25 cents each. 


Strength and ductility are key 
features claimed by Amplex Divi- 
sion of Chrysler Corporation for 
its Steel Oulite powdered metal 
products. Amplex says gears, bear- 
ings, and other parts made of the 
material have an unusually high de- 
gree of ductility (10 per cent or 








ute. Secret of the set-up lies in design 
of the hob (it’s made of die or tool steel 
and is twice the size of the print wheel 
itself) and use of pressure to force the 
bar stock through the machine. The 
print wheel and hob are at the left, the 
automatic screw machine is shown in 
operation at the right. 
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Talk fast, mister! . Don’t worry, the 
foreman will—with plenty of explanations. 
But afterward he'll take steps to cut paint- 
ing costs back to where they should be. 
And keep ’em there. 

Who’s the hero of this drama? Keysort 
punched-card accounting. The boss learned 
through Keysort operation costing that 
things were getting out of hand in the 
Finishing Department. On certain opera- 
tions the figures were far higher than 
last week’s. Knowing the score—and know- 
ing it on time—the boss could move quickly 
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“Why did it cost #2” to put on a dime’s worth of paint?” 
y t 82° to p p 








to bring his cost picture back into focus. 

Moral: a McBee Keysort installation 
can give you comprehensive, accurate re- 
ports on every phase of factory operation, 
and give them to you fast. On your desk 
by the 4th of each month. Important 
interim figures weekly, or even daily. 
Whether yours is a 100-man payroll or a 
colossus supplying the whole country. The 
cost? Surprisingly low. 

There’s a trained McBee representative 
near you. He'll be glad to show you how 
it’s done. Or write us. 
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Punched-card accounting for any business 


Manufactured exclusively by The McBee Company, Athens, Ohio °* Division of Royal McBee Corporation 
Offices in principal cities * In Canada: The McBee Company, Ltd., 179 Bartley Drive, Toronto 16, Ontario 
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CLIP THIS...to keep 


your trademark right 





im your customer's hand! 


Fr . 


ZiPPO MANUFACTURING CO. 


Dept. D-22, Bradford, Pa. 





Please give me full information about business gift Zippos—prices in large or 
small quantities, time of dejivery, opportunity to use color, and the help your 
design department will give us in making a beautiful and distinctive gift. 





Firm 





Address 








Name | 
& 


Thousands of trademarks jostle one another for attention in today’s 
market place. Make sure that yours is often seen! Have it engraved 
in rich, authentic colors on the satiny surface of a Zippo—as a business 
gift, or special award within your firm. 





Then your message will flash into view 20... 40... 60 times a 
day, just as surely as each Zippo flashes into flame. Your trademark 
becomes a valuable selling fool, giving long, long mileage at very 


modest investment. 







Whether your business is old 
or new, its special quality will be 
faithfully reflected by the special 
quality of Zippo. Superbly made 





to work easily and perfectly 
under any conditions, Zippos be- 





come cherished lifelong compan- 
ions — used proudly at business 
meetings ...on social occasions 
and outings. And your trademark 
travels with them, clways! Send 
the coupon now! 


Lights easily...anywhere... always 





Genvine Zippo Fluid and Flints make all lighters work better. 






ZiIPPO MANUFACTURING COMPANY, BRADFORD, PA. 
in Canada: Zippo Manufacturing Co., Canada Ltd., Niagara Falls, Ont. 


















more) and a strength comparable 
to that of low carbon steel. Wear 
resistance is reported to be good, 
too. Amplex has been field testing 
these sintered steel. parts for the 
past two years, is now ready to 
supply them in quantity. 


Carbides cut wood as well as 
metals, Carboloy Department of 
General Electric reminds. In ma- 
chining slats for wood seating, for 
example, carbide cutting knives 
may outperform standard tools by 
as much as 50 to l. And a new 
woodworking planer (also usable 
on rubber and plastic tile, shoe 
soles, and brake linings) equipped 
with a carbide cutting edge is said 
to produce better-quality parts 
faster as well as to get around the 
dust problems involved in sanding 
and grinding. 


Paints that are more fire-resistant 
and coatings better able to stand 


the tough conditions of jet engine 













operation are promised by new ad- 
ditives and resin bases. 

According to American Potash & 
Chemical Corporation, its new wa- 
ter-soluble borate additive, Boro- 
therm, not only acts to suppress the 
flame-spread rate of organic paints, 
but also helps to protect the base 
material. It is compatible with a 
number of resin latices and poly- 
vinyl acetate emulsions, and can be 
used in either primer or finish 
coats. The quantity added gener- 
ally ranges from 4 to 14 per cent 
(dry solids basis). 

From Britain comes word of a 
“supersonic paint” with an epoxy 
resin (see February, page 81) base. 
Produced by Cellon, Ltd., King- 
ston-on-Thames, Surrey, England, 
it's said to be an air-drying com- 
position that resists softening at su- 
personic speeds and temperatures 
to 400 
tack by jet fuels, lubricants, and 


fahrenheit, and resists at- 


hydraulic fluids. 
Section continues on page i16 





They do two jobs 


Good examples of dual-purpose con- 
tainers that can help products win new 
customers are the three cartons pic- 
tured here, all made by Angelus Paper 
Box, division of Robert Gair Company. 
The circus train (top) is a bubble bath 
container that doubles as a toy. The 
hexagonal pill box (left) serves as a 
dispenser for two types of vitamins, 
























helps boost use of both. And the em- 
bossed toast-holder carton at the right 
is designed for year-round gift sales as 
well as for display and protection. Com- 
panies looking for sales-boosting ideas 
like these will find a wealth of them on 
display at next month’s Packaging Ex- 


position in Chicago’s International 
Amphitheatre (April 18-21). 


and 
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Many executives who use today’s 
most advanced punched-card computer 
say..."Yes!” 


Because...“It makes dozens of record- 
keeping decisions and calculations every 
second”...“It figures out the complete story 
on our profit changes whenever we want it” 
... It simplifies and solves our most complex 
payroll, production and billing problems.” 
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REALLY THINK? 


The Remington Rand Univac 120 actu- 
ally does replace routine human thinking. 
Take time-keeping for example. It arrives 
at pay hours while allowing for thousands 
of variations in shift time, pre- and post- 
shift time, lunch hours, etc., checks its own 
results, spots obvious human recording 
errors and flags them for correcting. 

Does Univac 120 eliminate intelligence? 


Certainly not. But it does free your skilled 
personnel for creative thinking. Wherever 
you pay for clerical chores that involve an- 
alyzing, classifying, making logical deci- 
sions, comparing and calculating... Univac 
120 electronic methods will earn their way 
over and over again in your organization—in 
speed, accuracy and efficiency. Put it square- 
ly up to us to show you how and where. 


4 
ROOM 1306, 315 FOURTH AVE., N.Y. 10 Memingtor. Mbearadll. poncuen-card ELectRoNics 
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One man, 


one DENISON MULTIPRESS* 


... 9 times the production per man 


At Barber-Greene Company, they've tripled 
production for riveting together two halves 
of a ring gear assembly. 


BEFORE RIVETING 


With former hot rivet method, the best a 
three-man team could do was 10 assemblies 
an hour. The operation was slow, noisy. 
Distortion from heat made a boring oper- 
ation necessary. 


With cold riveting, using Denison’s hydrau- 
lic Multipress, flow of metal is better, more 
uniform. There's no heat, no warpage 
One operator rivets 30 assemblies an hour. 


You can get the same results. Send for bul- 
letins and case studies on applications in 
the one-to-75-ton pressure range. Write to: 


THE 
DENISON ENGINEERING COMPANY 
7162 Dublin Road * Columbus 16, Ohio 


DENISON 


drOll ica 


AFTER RIVETING 
Complete alate gear assembly 














HYDRAULIC PRESSES 
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Etched-on-Teflon printed circuit ** packages’ 
that can be formed to shape (right) are now of- 








Printed 
Czrcuits 


Pay Off 


fered for sale by Audio Products Corporation. 


Faster production, better per- 
formance, space-saving design .. . 
these are only a few of the gains 
racked up when silk screen print- 
ing and photoengraving replace old 
manual wiring methods in produc- 
tion of electrical circuits. General 
Electric, for instance, reports that 
use of printed circuits in its Thy- 
mo-trol adjustable speed drives 
makes possible a new, simpler con- 
trol system—and a 20 per cent re- 
duction in price. 

No wonder printed circuits are 
rapidly moving into television re- 
ceivers, oscillographs, 
computers, and Geiger counters. 


electronic 


And new technical developments 
promise to extend this list consid- 
erably—developments like Eastman . 
Kodak’s Photo Resist technique, in 
which a light-sensitive plastic coat- 
ing is used to reproduce circuit de- 
signs; Formica’s ready-to-etch cop- 
per-clad laminates; Aerovox Cor- 
poration’s embossed printed wir- 
ing; and Audio Products’ “pack- 
aged” circuits (above). 

To top all this off, there are new 
miniaturized components like the 
National Bureau of Standard’s ad- 
hesive tape capacitors, and auto- 
matic machines (picture below) to 


keep production zooming. 





a 


Simplicity of printed circuit construction is illustrated by new DuMont 
oscillograph. Printed circuit subassembly is at right; conventional at left. 





Printed circuit production at Admiral starts with picture of wiring desiga 
(left), reproduced on copper-faced plastic. Etching leaves conductive lines 
on the base; then automatic machines (right) set other components in place. 
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Africa, a storehouse of almost every raw material used in our industrial 
society, is a land of contrasting climes, races, and political systems. This 
polyglot continent in years to come will be increasingly important to the 
world’s economy. Answer the following questions about Africa, past and 
present, and then turn to page 122 to see how well-informed you are. 
Give yourself ten points for each correct answer; to qualify as an “old 
Africa hand” you should score 70 or better. 


1. One of the most significant economic devel- 
opments in South Africa has been the recent 
extraction of an important metal from gold 
slimes. It is: 
_J Uranium 
L] Bauxite 


_} Aluminum 
a ~ 
Ls Copper 


2. A mystical native cult which undertook a few 
vears ago to eliminate all whites in Kenya is 
the: 

_) Uganda 

|} Hottentots 


_| Zambesi 
_] Mau Mau 


3. In 1956 Britain will withdraw all troops from 
an area important to the defense and economy 
of Northeast Africa, ending a 72-year occupa- 
tion. That area is: 
& Ethiopia 
_] Morocco 


L] Suez 
_] Mozambique 





4. The British Treasury invested and lost over 

$100 million in the Tanganyika Agricultural 

Corporation, which attempted unsuccessfully to 

grow in Tanganyika: 
i} Yams 


[| Peanuts 


_| Rubber Trees 
i} Sisal 


5. The recent Prime Minister of South Africa, 
who retired November 30, 1954, was: 

() Jan Christian Smuts LJ) Daniel F. Malan 

(] Albert Schweitzer 1 George Jean Nathan 


MO D2 2 KR NM 


6. The lack of which of the following is the 
greatest hindrance to industrial development in 
South Africa: 
| Natural Resources 
Investment Capital 
Skilled Labor 


Adequate Electrical Power 
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7. Continental Africa is the chief source of 
uranium for America’s atomic energy program. 
What nation other than South Africa is an im- 
portant producer ? 


LJ] Egypt _] Mozambique 
i] Belgian Congo i! Angola 


8. Which two of these nations do not allow citi- 

zenship to whites? 
_} Gold Coast 
_} Ethiopia 


_] Basutoland 
_| Liberia 


9. The founder of the de Beers Mining Com- 
pany and one-time Prime Minister of South 
Africa was: 

_} Cecil Rhodes 

_} Henry O’Dwyer 


L} Winston Churchill 
L] Louis Mountbatten 


10. A country in West Africa which was col- 
onized by freed American slaves in the first half 
of the nineteenth century and which has been 
politically independent for more than 100 years 
is: 
LJ] Liberia 
Ll Nigeria 


LJ Angola 
(| Bechuanaland 


NP ee 2° 2s 


11. In 1871 the world’s richest diamond center 
was first worked: it is the: | 
Kimberley Mine Great Southern Mine 


Transvaal Mine Southern Cross Mine 


12. The Gold Coast is the world’s largest ex- 
porter of: 
_j] Tea 


_} Cocoa 


| Vanilla 
_} Coffee 


13. South Africa was an agricultural country 
until 1867 when a discovery on the banks of the 
Orange River brought in a great period of eco- 
nomic development. What was the discovery? 

Diamonds _] Copper 


J Oil 


_J Aluminum 


14. The first British colony to win self-govern- 
ment in Africa was: 

_}) Uganda 

Gold Coast 


J Nigeria 
J Ethiopia LJ 


15. A hundred years ago most Africans living 


below the equator had no knowledge of: 
| — The Wheel 
_i Reed Spears 


Stone Implements 
_} Metal Tools 





16. Practically all industrial diamonds come 
from the dark continent. Which of the follow- 
ing is also mined in large quantities there? 


“J Gold _} Aquamarine 
Ol Tin LJ] Aluminum 
MARCH 1955 e« WW 















reduced finishing costs 


‘Mr. Cost Cutter’ shows how plant offset initial expense 





































of the new equipment with actual dollar savings 


’ aes one plant replaced ordi- 
nary flat-type lead anodes used in 
chromium plating with the new 
evlindrically shaped Unichrome 
Round Anodes, the improvement 
in operations was immediate —and 
substantial. | 

This simple change eliminated 
former weekly need for two men 
to lift all the flat anodes out of the 
tank, brush them clean, and cor- 
rect their warpage —all at over- 
time pay. Within months, this 
saved as much in maintenance as 
the new anodes cost initially. 
What’s more, the Unichrome 
Anodes plated better with less 
power, enabling a standby gener- 
ator worth $29,000 to be switched 
to other work! 

An original development, the 
new Unichrome Round Anode 
represents just one more of the 
many tangible benefits from 
United Chromium’s long experi- 
ence with metal finishing prob- 
lems. May we put the entire scope 
of this experience with protective 
coatings, plating processes and 
equipment to work for you? 





z MORE WAYS UNITED CHROMIUM HELPS CUT COST OF COATING METALS 
* More durable protection Chromium plating economies 

" Only Unichrome Coating 218X Recent reports show: Uni- 
is now used to insulate zinc plat- chrome SRHS Chromium Solution 
‘ ing barrels in one automotive ac- cut power costs 60% for one user. 
. cesscry plant... because it proved . . » It saved about $3000 a year 
to be the most durable of all plas- for another plant by cutting daily 
. tisol coatings tested for this job, bath additions from former 500 
c and therefore the most economical. pounds down to 300. 






To finish it better and SAVE call in ‘“‘The Unichrome Man’”’ 






United Chromium offers you the 
advantages of: (1) 25 years of 
specialized experience in metal 
finishing; (2) Wide experience in 
both organic and plated finishes; 
(3) A diversified line of products 
for decorative and functional fin- 
ishing -— including plating proc- 
esses and equipment, protective 
coatings, chemical conversion 
coatings for zinc; (4) Thinking 
geared to cost-cutting product- 
improving possibilities. 

We'd welcome an opportunity to 
help you “Finish it better AND 
SAVE.” 








Trode Mork 


UNITED CHROMIUM, 
INCORPORATED 


100 East 42nd St., New York 17, N. Y. 











Waterbury 20, Conn. + Detroit 20, Mich. 
Chicage 4, it. * Les Angeles 13, Calif. 
te Canada: 

United Chromium Limited, Teronte i, Ont. 

















New-type plating anodes 





TRADE ASSOCIATIONS 


Continued from page 39 


Many a trade association has 
found it easier to subscribe to an 
admonition that, “You must stop 
beating your wife,” than to fight 
through a proof that the wife never 
had been beaten. But more often 
than not it would appear that the 
victims of this undeserved blame 
could have avoided it if a “public- 
relations subconscious” had been 
developed by the association mem- 
bers. If association directors would 
remember that the public dislikes 


} being a “fall guy,” and is always 


ready to believe that it has been 
cheated, much trouble with these 
Government regulatory 
could be prevented. 

We must also remember that the 
average newspaper reporter, and 
the average reader of his handi- 
work, are unable to discriminate be- 
tween the real and apparent sins of 
organized business groups. Real 
conspiracy, collusion, and antisocial 
behavior look little different to the 
public than allegations thereof 
based on misinterpretation. 

These points may be clarified by 


agencies 


considering some actual examples, 
without revealing the names of the 
associations or the industries in- 
volved. In some, the trouble has al- 
ready occurred, and perhaps the 
industries will be recognized by the 
reader. In others, the trouble is po- 
tential and I have taken care to pre- 
vent identification of the product. 

Case I: Consider the association 
whose members make many grades 
and colors of a product, but the 
sizes they offer are standard by rea- 
son of long-established custom and, 
on some items, legal requirements. 
A member of this industry decided 
that life would be much simpler 
for his salesmen if he quoted his 
colors, patterns, and grades of 
goods for only one standard size. 
He then figured the prices of other 
sizes by percentage differential 
from that standard. His scheme 
worked well, was followed by other 
manufacturers, and finally was pub- 
lished by the association to make 
it more widely available. 

Right here is where some public- 
relations thinking could profitably 
have entered the picture. The plan 
saved trouble for the industry’s 
distributors and customers, and 
harmed no one. By its nature, and 
because of its voluntary status, it 


- Bens 
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could not be used for price-fixing. 
But it was in the area of price, 
a caution signal to any association. 

Could this plan have been pre- 
sented in such a way as to forestall 
misunderstanding ? What phases of 
it could the zealot suspecters of 
business twist or misinterpret? 
What legal or publicity steps were 
desirable in order to forestall Gov- 
ernment complaint or action? Too 
often a discussion of such questions 
as these has been avoided for fear 
of scaring the members. 

So the defensive plans and steps 
were not made. A non-member, 
with a grudge against two mem- 
bers of the association, reported 
them and the association for price- 
fixing. An FTC investigation fol- 
lowed. Proof of innocence, finally 
achieved, was a long and expensive 
ordeal during which the association 
lost a number of timid members. 

How easy it would have been to 
publicize the vast variety of colors, 
grades, and patterns of goods avail- 
able; to explain how each member 
was free to use the plan or not, and 
free to set his own base prices; and 
to describe some of the many ex- 
ceptions to the price differentials 
found desirable by members who 
put it into actual use. The existence 
of such information would probably 
have prevented all the trouble—and 
would have made the defense easy. 

Case 2: This is a hypothetical 
industry, but with circumstances 
drawn from two actual cases. 

Every member of the industry 
makes some standard products 
made by all the others, and some 
specialties strictly his own. The 
standard products, made to uni- 
form specification, necessarily have 
to carry the same prices in lists pub- 
lished to the trade. The member 
who prices above his competitors 
will drive away business. No asso- 
ciation action or activity is involved 
in any way, yet there is danger. 

It is sad but true that the very 
existence of this apparent uniformi- 
ty of price, a natural result of com- 
petitive forces, presents a problem 
in public relations that the associa- 
tion cannot afford to ignore. This 
problem is more common than the 
one described in the previous case, 
but more difficult. Except when 
faced with a present threat of trou- 
ble, the members will not see much 
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New MONRO*MATIC 
brings the time-saving, 
work-saving efficiency 
of *Automation to 
every day figuring! 


Monroe, the most automatic of all calculators, brings you 
Automation, today’s labor-saving industrial miracle. 

Take the new Monro*Matic 8N, for instance, intro- 
duced just a few months ago. Business men were quick to 
recognize the 8N as the one calculator that reduces work- 
a-day figuring to feeding numbers, pushing buttons. 

On zeros and decimals alone, because they are fully 
automatic, the 8N is way ahead. Work flows faster and 
chance of human error is eliminated. Multiplication and 


division, in fact every type of figuring problem is easier, 








faster on the Monroe 8N. From routine arithmetic to pay- 


roll and invoice work, to the most intricate statistical cal- 
culations, it eases through them all! And, after each prob- 
lem, the 8N automatically readies the carriage for the next. 

The Man from Monroe, listed in your classified tele- 
phone book, has the whole story. He'll show you why 
Monroes, the only calculators with Automation, breeze 
through your toughest figuring work. And the trial is 
on us! Monroe Calculating Machine Company, Inc., 


Orange, New Jersey. Branches Everywhere. 


OPERATORS WHO KNOW... PREFER M O N R O E CALCULATING, ADDING, ACCOUNTING MACHINES 


ae oe 2 eS 2 Rs 


MARCH 






1955 


119 





Now your new 
plant can have 


This ceiling im 

that needs = 
no 

painting! 
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The newly developed Ingersoll Aluminum and Porcelain Enameled Roof 
Decks provide permanently attractive industrial ceilings that need no painting 


and require virtually no maintenance. 


Write 


for details! 
Get these 2 new 
illustrated Ingersoll 
Roof Deck bulletins. 
They give full de- 
tails. No obligation. 


REFLECTAL CORPORATION 
A subsidiary of Borg-Warner Corp. 
310 S$. Michigan Ave., Suite 2814, 
Chicago 4, Ill. 


Your savings in both shut-downs and 


maintenance costs add up and up with 
the years. Installed cost is remarkably 


low, too! Be sure to learn all about 





these important new Borg-Warner- 
engineered Roof Decks. 


lndersoll 


ROOF DECK 







A 


\ 
i 


TLL LAA AN) 


— 
4 
a 
4 
ee 





PUTTY 
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ALFOL INSULATION KOOLSHADE SUNSCREEN 





Cart Accesories tor your 


office... home...or yacht 
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¥ Deluxe $69.50° 
With Tray $78.90* 












SMOKERS 
m licity which characterizes 
max Club Smokers makes these 
andsome ash receivers appropriate 
» for any modern interior—in home-— 
~  office—yacht—club—wherever functional 
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sok Club ore chosen dealer and the new 1055 catalog. 


the finest boats includin 
the mew 64’ 10* Susabelle 
_ shown above. It hastwoilva- 
lites (Aodel EM. Each $46"). 


_ ARNOLT CORPORATION 


Ask for brochure 3-DR. 


*Prices f. 0. b. factory. 


WARSAW, 
INDIANA, U.S.A. 
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sense in trying to demonstrate that 
some goods are sold below list price 
to good customers, though they all 
know it is happening. In fact, an ef- 
fort to assemble such information 
might in itself create an Anti-Trust 
or Robinson-Patman Act hazard. 
However, there may well be op- 
portunities to compare the indus- 
try’s price trend, as reported in 
trade journals, with the trend of a 
price index or with other commod- 
ities in such a manner as to show 
that the customers have been get- 
ting a progressively better money’s 
worth over the years. There are 
many ways to call attention to vig- 
orous and healthy competition. 


Not All Black 


In some cases it might be desir- 
able to inspire a trade journal or an 
economic research foundation to 
make a study of the industry’s 
prices and the degree to which ac- 
tual sales prices differed from list 
prices. Later, if trouble develops, 
this fact can always be proved by 
an analysis of all invoices covering 
a sample period. 

Case 3: Here is an industry 
whose products can only be sold on 
an installed basis, and local contrac- 
tors have commonly performed 
that service. Because most of these 
contractors are small operators with 
limited knowledge of costs, they 
need help in their pricing and mer- 
chandising. A leading manufac- 
turer in the industry offered con- 
tractors a suggested schedule of 
mark-ups. Several other manufac- 
turers followed the leader in offer- 
ing suggested installed prices, and 
some posted such inclusive prices 
on their merchandise in_ public 
showrooms. The industry’s volume 
increased, by reason of better instal- 
lation and service through more re- 
sponsible contractors who were able 
to stay in business and stand behind 
their work. 

However, misrepresentation by a 
few contractors led to trouble for 
the manufacturers’ association. The 
unscrupulous could 
quote the gullible customer the in- 


contractor 


stalled price as though it covered 
the merchandise only, showing the 
manufacturer’s printed list for sup- 
port, and add his installation charge 
a second time. 

A fraternal organization, filled 
with righteous indignation, and a 
demagog Congressman, filled with 
thoughts of the next election, joined 
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Tested 
Sales-Training 
Film 





now available 
for purchase 


The new Dun & Bradstreet 
sales-training film, “Of Time and 
Salesmen,” dramatizes the effect of 
inadequate work organization on a 
salesman with a quota to meet and a 
schedule to maintain. And it outlines 
a simple system of pre-call planning 
that can easily be adapted to the 
needs of almost any salesman in 
almost any territory. 

“Of Time and Salesmen” is avail- 
able for showing before sales meet- 
ings and business groups without 
charge, subject to scheduling limita- 
tions. It is a 32-minute, 16 mm, 
black and white sound movie, and 
has been shown more than 1500 
times before leading sales organi- 
zations. 

Because of consistent heavy de- 
mand for screenings, some com- 
panies have experienced difficulty 
in scheduling multiple showings at 
sales meetings in various cities or 
at different times. At the request of 
a number of companies, prints of 
“Of Time and Salesmen” are being 
made available for purchase at $100 
each. 







For further information, or 
to obtain a print of “Of Time 
and Salesmen” for preview, 
send the coupon below. 
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DUN & BRADSTREET, INC. 
Dept. 11 ¢ 99 Church St. e N.Y. 8, N.Y. 


[] We have seen “Of Time and Sales- 
men” and are interested in purchasing 
_print(s) at $100 each. Please 
send more information. 
[] Please send us without obligation 
one print of “Of Time and Salesmen” 
in.order that we may preview it on one 
of the following dates. 


(Because prints are so much in demand, 
we must ask you to indicate three dates.) 





lst Date............ i RE: 
I ne ioc. dasitkvecacsanevnduipwian acanicdls 
SEE FERS ae ae Woe Pe Position............ 
Address............. Fe EDT RES Ae PEO 
| SAN Zone........ ena 


@ PV SsB SB SSBB SEBO BTF SFB BFF eZ eee = | 


~Prr TT tT tT ft ?TTTthteTteLtieLeateteseSfseseseeeke 


Sage OY og OO and 














forces. The industry presently 
found itself faced with an FTC 
complaint. Wouldn’t an advance 
conference with legal and public- 
relations advisers have led to a bet- 
ter result? The danger of abuse 
might have been foreseen and a 
different pricing method adopted, 
or some means might have been 
found to prevent abuse by unscru- 
pulous distributors. The cost would 
have been a fraction of the defense 
costs. 


On Market Research 


Case 4: This industry’s sales are 
tied absolutely to the number of 
newborn infants. Thus, the sales 
potential for any community, or 
sales territory, is the number of 
births in the area. Since most of the 
manufacturers are too small to op- 
erate market research departments, 
compilation of this data was a nat- 
ural for the trade association. Un- 
fortunately, the association, in pub- 
licizing the plan, suggested that 
each member send in his sales ter- 
ritory and offered to give him 
monthly, for that territory, a com- 
parison of his relative performance 
against the sales potential of the 
territory. Presently the association 
found itself the target of a com- 
plaint that it had allocated sales 
territories. 

This charge was easy to disprove, 
but it cost the association and its 
members a lot of time and money. 
Investigation quickly revealed that 
many a member was covering sales 
territory for which he had not 
asked market potentials, and many 
another had abandoned areas for 
which he was still obtaining the 
data. But think of the trouble that 
might have been avoided if the orig- 
inal circular from the association 
had offered “market potential” 
data, instead of requesting sales 
territories. 

There we have the disguised his- 
tories of a few instances where 
public-relations thinking, plus cau- 
tionary legal advice, could have 
saved much damage. In every in- 
stance the association activity was, 
or is, valid in terms of its benefits to 
the public and the industry, and in 
no instance was the association op- 
erating illegally in the light of exist- 
ing court decisions. This is not a 
plea for the attitude of supercaution 
that would paralyze effective asso- 
ciation work, but for the foresight 
and public-relations thinking that 
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will safeguard these efforts against 
an untimely end. 

Several trade association execu- 
tives with long and wide experience 
have been kind enough to read the 
above material in draft form and 
have added some comments. From 
their experience these experts sug- 
gested a word of caution to the 
reader. Cases one, two, and three 
above involve the aspects of the 
pricing ofan industry’s product 
and it must be remembered that 
any effort to agree upon prices, dis- 
counts, or specific methods of ar- 
riving at a price are almost certainly 
illegal. 

These cases are not cited to make 
the reader believe that there is a 
way around the law. They do dem- 
onstrate how easy it is for accessory 
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aspects of management problems to 
appear to the public and the Gov- 
ernment as machinery for price- 
fixing, when, in fact, nothing illegal 
has been attempted or done. 

Nor is it the intent here to dis- 
courage any trade association or in- 
dividual concern from consulting 
legal counsel in these matters. The 
ideas advocated here might be de- 
scribed as added safeguards to ac- 
tivities that are actually legal but 
might be misinterpreted. 

The hard-pressed business man is 
not entirely without legal means of 
alleviating some of the worst of the 
trade practises that occasionally 
build up in an industry. The trade 
practise conference procedure of the 
Federal Trade Commission is a 
means by which an industry may be 
put back on its feet after a disastrous 
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INVESTIGATE HELLER FINANCING PLANS FOR BUSINESS 


Many businessmen are now feeling a 
pressure of competition that could be 
eased, in a few days, by more cash for 
Current operations. 

With cash you can do business more 
efficiently and economically. You can 
buy to better advantage, take trade 
discounts, extend broader credits to 
your trade, buy more efficient equip- 
ment, cut your internal operating 
costs. 

In many cases, the dollars exist in 
your business in the form of receiv- 
ables, inventory, or other assets which 
can be turned into immediate cash by 
a Walter E. Heller & Company plan of 
commercial financing fitted to your 
special needs. 

Throughout America, companies of 
various sizes in many different lines 
of industry are now using Heller 
funds and Heller plans at the rate of 
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more than’ $600,000,000 annually. 
Management and profits are not 
affected by Walter E. Heller & Com- 
pany financial arrangements, which 
are purely a financial service. This serv- 
ice is available to companies which 
qualify, for any required period . . . 
months or years, in amounts as little 
as $25,000 or more than $3,000,000. 
Banks know and recommend Heller 
service as a supplement to normal 
bank financing. 

If competition now has you in a 
corner, it will pay you to write im- 
mediately for a free copy of ‘‘Operat- 
ing Dollars for Every Business’’ which 
will give you a general picture, with 
case histories, of Heller operations. 
Write today. If you have a financial 
problem to which our service might 
apply, tell us about it in confidence 
or invite us to telephone. 


Walter E. Heller & Company 


105 W. ADAMS ST., CHICAGO 90 
NEW YORK 16, NEW YORK 
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New Booklet tells of... 


160 Ways 
to Use 
AUTOMATIC 
TYPING 








it’s no secret that individually 
typed letters bring better re- 
sults. But hand typed letters 
can become very expensive 
when used in.volume for 
routine correspondence or 


direct-mail selling. 


Automatic typing of personal- 
ized letters by Auto-typist 
equipment is the economical 
solution. Just how automatic 
typing can be used to cut 
costs and increase returns is 
contained in the 16-page 
booklet, “How to Use the 
Auto-typist.” Present appli- 
cations by business, industry 
and institutions are listed 
along with comments on the 


equipment. Fill out the cou- 


pon to receive your copy. 
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Pneumatic Typing Machines 
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price war when everybody in the 
industry gets so he distrusts every- 
one else. In the heat of battle the in- 
hibitions of the Robinson-Patman 
Act against selling below cost, price 
discrimination, and so forth, are for- 
gotten or disregarded. Once this 
chain reaction has started the un- 
fair-trade practises become standard 
practises. No one company can stem 
the tide, but a trade practise con- 
ference of the industry can. 

The above discussion is almost 
entirely in terms of manufacturers’ 
problems. However, the benefits of 
trade association membership—*and 
the value of public-relations think- 
ing as a means of preventing trou- 
ble—apply with equal force to the 
distribution and service trades. The 
benefits and hazards are no less in 
small trades than in large ones. 


In that connection it might also 
be remarked that no industry need 
lack a trade association because of 
its small size. It can either join 
forces with other related industries 
to produce a federated association, 
or it can turn its affairs over to one 
of several very competent manage- 
ment concerns. 
let reader 
whose company is a member of a 


[In conclusion, every 
trade association give a moment's 
thought: Is our association and my 
company faced with some unneces- 
sary and removable hazards? 

The public-relations effort that 
will give an honest industry an even 
break—and assure a fair hearing by 
the public—must start years ahead 
of the potential zero hour for trou- 
ble. By the time symptoms of trou- 
ble show plainly it’s too late for 
vaccination to do any good. 

For the reader not now a member 
of any trade association, the cases 
described above indicate only a 
ot the 
activities that could save costs or 


small fraction association 
build business for your company. 
Data on other valuable phases can 
be obtained through the United 
States Department of Commerce, 
the National Association of Manu- 
ot 


merce of the United States. or from 


facturers, the Chamber Com- 


books on the subject. 

Anyone who would let this dis- 
cussion deter him from joining, or 
helping to form, a trade association 
probably never ventured into the 
ousiness world for fear of that other 
well-known hazard—competition. 


THE END 
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AND DICTATION Too! 


With a Peerless DRI-STAT photocopier, 
a good secretary can get out a stack of 
copies like this and still keep up with her 
regular work — without overtime. 

Letters, invoices, orders, reports, 
charts, drawings, technical articles, tax 
returns—DRI-STAT makes clean, sharp, 
black-and-white copies of them all, in 
just one minute per copy. Originals on 


Opaque paper—printed on both sides 





in colored inks, with half-tones, bearing 
pencil notations—DRI-STAT can repro- 
duce more kinds of material than any 
other photocopy equipment. 
Ask your Peerless distributor to show 
you how DRI-STAT can pay for itself 
quickly in your office. Call him for a 
demonstration, or mail the coupon. 


an 
| PEERLESS PHOTO PRODUCTS, INC. 


PEERLESS 
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DRI-STAT 
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I'd like to see a demonstration of 
DRI-STAT on my work. 
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QUIZ ANSWERS 


Ouiz appears on page 117 


1. Uranium. 

2. The Mau Mau. They are mem- 
bers of the Kikuyu tribe, the largest 
native group in Kenya. Kenya's pop- 
ulation is made up of 5'4 million 
Africans, 90,000 Indians, 30,000 Eu- 
ropean whites, and 24,000 Arabs. 
Britain in recent years has given 
ministerial posts to both Africans 
and Asians in an effort to relieve dis- 
satisfaction with all-white rule. 

3. Suez. Britain will keep civilians 
in certain sections of Suez for main- 
tenance work and instant mobili- 
zation in event of emergency. Any 
attack on Egypt or a member of the 
Arab Defense League will mean, by 
the present agreement, that Britain 
may use the Suez on a war footing. 
The 


arrangement is de- 
signed to run for seven years. 


current 
4. Peanuts, or “ground nuts” as the 
British called them, not wanting to 
identify the loss as merely peanuts. 
5. Daniel F. Malan, who came to 
power in 1948. 

6. According to the South African 
Reserve Bank, a real crisis exists 
because of shortages of skilled la- 
bor there. Four-fifths of the popu- 
lation are prohibited from learning 
technical skills. Masons, fitters, rig- 
gers, and pipe and track men are 
especially needed in the mines, few 
of which can operate at full capac- 
ity because of labor shortages. The 
largest single business in Africa is 
the South African Railway, which 
employs every eighth man in South 
Africa between the ages of sixteen 
and sixty-four. 

7. The Belgian Congo is at present 
our most important source of ura- 
nium. Soon South Africa will lead 
in production. 

8. Both the Gold Coast and Liberia. 
9. Cecil Rhodes. 

10. Liberia. 

11. The Kimberley Mine. 

12. The Gold Coast supplies about 
two-thirds of the world’s cocoa. 

13. Diamonds. 

14. The Gold Coast, which became 
fully self-governing in June 1954. 
Complete independence and Do- 
minion status within the British 
Empire come in 1956. Nigeria will 
have the option of self-government 
in 1956. 

15. The wheel. 

16. One-half of the world’s gold 
comes from Africa. 
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...lufflex makes it better! 


At first glance ladies’ handbags and asparagus have little in common... but 
this is only true if you exclude Tufflex. For example, Tufflex protects aspar- 
agus during shipment, assuring a tastier dish at your table...and in a non- 
woven fabric type, Tufflex softly pads a favorite handbag, creating a smooth 
luxury look. 

In furniture, juvenile padded products, bedding, protective packaging, and 
a host of other fields, Tufflex demonstrates its remarkable versatility. You 
can choose a thickness from '%” to 2” in varying degrees of resiliency and 
absorbency. Tufflex has solved many a manufacturing problem, reducing 
costs and enhancing product appearance. Complete facts about Tufflex are 
yours in an interesting booklet, ‘““The Expanding Miracle of 'Tufflex’’...write 
Wood Conversion Company, Dept. 239-35, First National Bank Building, 
St. Paul 1, Minnesota. 
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1. Lowest per-picture cost. You can buy 
or rent a Recordak Microfilmer that fits your 
requirements exactly—-there are 6 different 
models all told. Thus, you don’t have to pay 
for features or refinements in a microfilmer 
which can’t be used profitably which 
only raise your per-picture cost. Think how 
even a difference of 1/100 of a cent per 
picture adds up. 


2. Your Recerdak Microfilmer was de- 
signed and built by Kodak to give you 
sharp, legible pictures of document after docu- 
ment; to prevent fogging, blurring and over- 
lapping of images; to compensate for operator 
failure ; to minimize service requirements. You 
reap the benefits of 27 years of microfilming 
know-how. And, remember, the film you use 
is made by Kodak, too. 


3. Professional Film Processing. Your 
microfilms are processed the same day they 
are received in all of Recordak’s 31 Film 
Processing Stations. High-speed professional 
equipment is manned by specialists. Every 
roll is processed to meet exacting Bureau of 
Standards’ specifications for archival films. 
Your assurance of picture-perfect records, 
year after year. 


You get these 5 “extras with your 
Recordak Microfilmer 


more for your microfilming dollar NOW...more year after year 


4. Your rolls of microfilm are inspected by 
experts for photographic quality at your 
tecordak Film Processing Station before 
they’re returned to you. And if this inspec- 
tion should ever indicate that you’re not 
wetting satisfactory performance from your 
microfilmer, a Recordak Service Technician 
is dispatched immediately to see that you 


do. 


5. Microfilming Specialists always at your 


call. You'll profit, too, from the experience 
gained by Recordak Systems Men in working 
with companies of every size over the years. 
They'll show you how to use microfilming 
most effectively in your routines. And don’t 
forget, Recordak Service Technicians have 
only one job—keeping your Recordak equip- 
ment in A-1 shape. | 


=RECORDPK 


(Subsidiary of Eastman Kodak Company) 


it will certainly pay you to check your 
routines with a Recordak Systems Man soon 
—to learn all the advantages Recordak Mi- 
crofilming gives you in addition to protec- 
tion and space savings. 

Remember, over 100 different types of 
business—thousands of concerns—are using 
it to simplify daily record-keeping jobs which 
may be similar to yours. On some of these 
jobs only a few words were being transcribed 
from one set of records to another. Still 
Recordak Microfilming saved time and money 
—lots.Write or phone today—you’ll be under no 
obligation whatsoever. Recordak Corporation 
(Subsidiary of Eastman Kodak Company) , 


444 Madison Avenue, New York 22, N. Y. 


“Recordak’’ is a trade-mark. 


originator of modern microfilming— and its applications to business routines 
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LABOR UNITY EFFECT: Mostly Political 


Bargaining impact 
slight for present 


Formal reunification of the AFL and CIO, 
which may be accomplished by the end of this 
year, is likely to have only minor immediate 
effect on collective bargaining and management- 
labor relations at the plant level. 

First fruits for the merged labor movements 
are much more likely to come from the fields 
of legislation and politics, where the division of 
the unions has weakened them more than on 
the organizing and bargaining front in recent 
years. 

Such is the almost universal conclusion of 
labor and management representatives and the 
middlemen in arbitration and the academic 
world. A few labor people expect local bargain- 
ing units to gain by showing greater confidence, 
based on the security of having a united local 
and national labor movement behind them. And 
a few management spokesmen, decrying a spec- 
ter of labor monopoly, also expect some tougher 
bargaining. A few, in addition, expect a man- 
agement benefit from elimination of jurisdic- 
tional rivalry of opposing unions. 

The evidence available for forecasts indicates, 
however, that these dissident views will find 
little justification in events. 


Eventual effects on plant-level relations are 
likely to be: 

1. Changes in the “rules of the game” which 
the unions may be able to wring from state and 
federal legislative bodies as a*f€sult of increased 
political strength. 

2. Where bargaining has broken down, the 
effect of all local unions being in a single camp 
may strengthen the striking organization. To 
the extent that sister unions are permitted by 
law or contract to respect others’ picket lines, 
the striking unit will be able to put up a tougher 
battle. Some AFL unions, particularly, can be 
of great assistance to an industrial union in 
shutting down a factory tight. 

3. In a limited number of cases, where rival 
AFL and CIO units now attempt to organize 
the same plant, or to steal an organized unit, 
management may obtain surcease from the de- 
moralizing effects of such rivalry. 

The amount of such counter-organizing is not 
great, however, for one thing. For another, some 
of it will undoubtedly continue, because the 
peace pact between the AFL and CIO contains 
no provision for compulsory settlement of inter- 
union jurisdictional claims. 

Voluntary agreements to settle such disputes 
by a form of umpire or arbitration proceeding 
have already eliminated many of the dual or- 
ganizing efforts; but the refusal of the team- 
sters union, as an example, to sign any such 


concordat, assures that, though peace may be 
wonderful, it won’t be completely wonderful. 

The rather contrary argument that merger of 
the federations will create a labor monopoly by 
depriving management of the opportunity to 
play one union against another seems to run 
afoul of both facts and policy considerations. 

Undoubtedly, some managements have been 
able to play off one union against a rival, but 
there are two big drawbacks to use of this tactic 
as a general rule: 

l. It is difficult, legally, to bring another 
union into the picture at management's con- 
venience. The company can, normally, take ad- 
vantage of a two-union situation, but it can 
hardly set about creating the situation without 
laying itself open to unfair labor practise charges 
before the NLRB. 

2. It has been an almost universal finding 
that existence of rival union campaigns among 
a plant’s workers harms morale, hurts produc 
tion, engenders a host of time-wasting grievance 
cases. Proof of the damaging effects of long 
continued inter-union campaigning led Con- 
gress to grant management the right to call for 
an NLRB election to bring such disputes to a 
head. Unions had previously had the sole right 
to ask for a collective bargaining election. If 
either or both felt unsure of results, the election 
could be held up tor long periods. The ‘Taft 
Hartley amendments to the labor law therefore 





Medicine men have haircuts on company time 

Because its new plant is five miles outside Kalamazoo, The Upjohn Company, 
one of the big five pharmaceutical manufacturers, not only operates a fleet of six- 
teen buses to take employees to and from work, but also has on the premises a 
modern barber shop (left) where they can get haircuts on company time. Buses 
(right) not only take employees to and from work but also, on occasion, bring 
families to the plant to share in some of the recreational facilities. At the plant are a 
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are always available. 
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golf-driving range, courts for softball and other games, and a large lounge stocked 
with books, magazines, records. Employees punch no time clocks, in Summer 
get an hour off every day, without loss of pay, to take care of their lawns—an 
enthusiasm of the founder, Dr. William Upjohn. Among the results: turnover 
rate is only 13.5 per cent, absenteeism is only 2.9 per cent, and job applicants 
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gave management the right to call 
for a count of heads. 

The fact is that, as of now, most 
companies face only one union with 
a claim to representing the employ- 
ees within a given bargaining unit. 
Many companies deal, of course, 
with a variety of unions, often in 
the same plant. But the different 
unions represent different bargain- 
ing units, as defined by the NLRB, 
and present-day NLRB _ rulings 
tend to create more such units, 
rather than less. Nothing in the 
AFL-CIO merger is likely to affect 
this NLRB policy. 

In political elections and before 


“legislative committees the story will 


be different. The man to watch for 
a cue here is probably Walter Reu- 
ther, especially if he pulls his auto 
workers’ union through his upcom- 
ing guaranteed work and wage pro- 
gram with any degree of success. 


2,000 sit in on 
bargainin g session 


Saul M. Silverstein is a man who 
likes to have as many as 25 to 40 
of his 350 employees sit in on an- 
nual contract-bargaining sessions 
between the Rogers Corporation, 
Rogers, Conn., of which he is presi- 
dent, and the International Brother- 
hood of Paper Makers, AFL, which 
represents his plant production and 
maintenance people. 

Last month, however, he _ per- 
formed before the biggest audience 
that has ever seen the give and 
take of the bargaining room at 
one time. Some 2,000 personnel 
men and women attending the 
spring Personnel Conference of the 
American Management Association 
watched the Rogers Corporation 
bargaining by closed-circuit TV on 
a movie-size screen in the grand 
ballroom of Chicago’s Palmer 
House. 

It was a good performance and 
was a great deal more true to life— 
and unaffected by the invading TV 
cameras—than most people had ex- 
pected it would be. Both Silver- 
stein and Frederick J. Rochford, 
international vice president of the 
Brotherhood of Paper Makers, 
handed out a good deal more sharp 
talk than they took. The contro- 
versy—over wages and the existing 
Share of Productivity plan—had 
plenty of bite. 

When the televised portion of 
the session came to an end, the au- 





dience was left with a gnawing 
curiosity like that at the end of 
Frank Stockton’s tale, “The Lady, 
or the Tiger?” 

Silverstein, backed up by six com- 
pany officials, and Rochford, by 22 
union men and women, were 
brought to Chicago by the AMA 
for the session, third in a series on 
the 1955 contract. They bargained 
in another room of the hotel, and 
a half dozen came down to the ball- 
room after the TV session to an- 
swer a large number of questions 
from the floor. 

The AMA contemplates releas- 
ing a kinescope version of the ses- 
sion for use of trainers, business 
schools, and the like. Audience re- 
action would indicate the film 
would go over well among any 
group of personnel people as pure 
entertainment, as well. 

Both cost and a natural shrinking 
from broadcasting the details of in- 
dustrial family tiffs would seem to 
indicate a small future for TV in 
this field. Stable relationship of 
union and company made it fairly 
“safe” to broadcast on this occasion, 
although Silverstein confessed his 
board had been nervous about the 
outcome. Patronage of the AMA, 
of course, made it financially pos- 
sible. 

That some and 
perhaps some unions, would like to 


managements, 


have complete participation—or ob- 
servation, at least—in such affairs 
is indicated by several things, how- 
ever. One member of the audience, 
for instance, apparently assuming 
the union was responsible for the 
size of its delegation, asked why 
Silverstein put up with the expense 
(he pays committeemen for time 
spent in bargaining). 

Rochford, the union representa- 
tive, said his group would be satis- 
fied with a much smaller delega- 
tion. It was Silverstein who urged 
big attendance. At monthly semi- 
bargaining sessions he asks the 
union to bring in different mem- 
bers on a rotating basis. 

“Where,” he asked, “can you get 
better and more effective communi- 
cations at the same cost?” 

Last December the Teamsters’ 
Local 1145, AFL, took a step in the 
same direction when it televised 
a portion of its negotiations with 
the Minneapolis-Honeywell Regu- 
lator Company over an open cir- 
cuit on a regular TV program it 
sponsors. In this case, no actual ne- 


























gotiating took place, but both com- 
pany and union presented their po- 
sitions on wage increases to the 
public before bargaining began. 
H. S. Olson, company personnel di- 
rector, and Robert I. Wishart, secre- 
tary-treasurer of the union, repre- 
sented the parties. Their presenta- 
tion was like the reading of formal 
demands which usually takes place 
before the bargainers take their 
coats off and get to work on the 
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issues. 
In another case, an upstate New 
York company and union have per- 


mitted tape recording of the entire PRIN T hundreds of FAST, 


procedure of negotiating a new con- Panay PERFEC T COPIES 


tract. Purpose in this case was not 
wider information for employees 






























Here’s another Tornado First in “modern 


« : *] - , 9 * - . > 
cleaning methods. or public, but to furnish material ... IN 170 5 COLORS, IN MINUTES 
For those users who require a large f as nk oe 1 Ve oe . 
anacity cleane~~ ot ee om WERE or an academic study of the proc- ow, you can make 120 or more copies pe 
capacity cleaner-. for wet or dry pr kup ge ‘ minute of anything up to 9 x 14 inches in 
lornado now supplies a Jumbo ess. Neither the study nor the re- size — typed, written, drawn, traced or 
Conversion Kit . : . ruled — in 1 to 5 colors. All in one easy, 
trend cording have been made available ' 
You save plenty on,this new feature © inexpensive operation. The Heyer Conquerors, 
L to the public vet Manual and Electrically Operated, are the 


duplicators with ALL the features . . . priced 


because the kit mounts right on any 
much lower than comparable machines. 


standard 55 gallon drum you have, 








or can purchase locally. rT 9 Model 70-Hand Operated—$195 (plus tax) 
All you need buy is the Tornado Telespondence Mode! 76-Automatic Electric—$325 (plus tax) 

removable motor unit,* cover plate, : 
fi ! | | course in labor Write today for FREE descriptive 
ilter bag and support rod. A 4 wheel , 
TE i PINE, 8 ag wtabilit : pS literature and name of your nearest 

RO eee ee ee ee The aspiring personnel man or dealer—to: 

Vet result—a 55 gall etor ; 
dine <heieesteh teh Rede Shas bie atten union leader may now go to school THE HEYER CORPORATION 
of a regular standard type : , : 
setnmareial date. in smoking jacket and bedroom 1848 S. Kostner Ave., Chicago 23, Ill. 

slippers, while sipping on a refresh- 

*K Moter units in 34, 1 or 1% 


ing can of beer if he desires—if he’s a 
within range of Station WATYV, 
Channel 13, in Newark, N.]. 
Rutgers University’s Institute of 
Management and Labor Relations 
last month initiated what it calls 





H.P. can also be converted to 
(1) Shoulder type vacuum, 
(2) Air sweeper, (3) Portable 
electric blower, or (4) Insecti- 
cide sprayer. 


a “telespondence” course in man- 
agement-labor relations for stay-at- 
homes. Class convenes at 8 P.M. 
every Monday for thirteen weeks, 






WRITE FOR TORNADO with Dr. Monroe Berkowitz, Rut- 
BULLETIN 694 gers assistant professor of econom- 
ics, as instructor. the basis 


TV participants have been given of better 
—for a $1 fee—a class outline to 
follow and will be given a written 


filing... 


>» 
If you are already using a Standard examination at the end of the series. 
Tornado Cleaner with a removable A certificate of completion, but no The Acco filing system is based on the 
cs. 8 . , , 66 
motor unit, it can also be used with the academic credits, will be granted all famous slogan that “Bound Papers Are 


Safe Papers.” The Acco Fastener, alone 
or in Accobind Folders or Accopress 
Binders, keeps all related papers together 
— correspondence, invoices, etc.— neatly 
av but securely bound in loose leaf style. Let 
intormation for the State Farm your stationer explain the Acco “file 
Bureau, and two women—a high bi .. and find” sys- 
school director of social studies and » tem and you'll 
| never use any 
} other. 


Jumbo Conversion Kit—all you need is 


who pass the exam. 
the cover plate, filter bag and rod. Toe 


In the studio Dr. Berkowitz has 
a live class of three personne! men, 
three union men, the director of 








a housewife. 
The telespondence course is a 
follow-up on an eight-week, closed- 


ate wats l dar Pak Ne 2 
circul elevision class r ACCO PRODUCTS. INC. 


Berkowitz conducted for the New OGDENSBURG, N. Y 

Stat a- Ltd, Tor 
Jersey State Department of Educa in Canada: Acco Canadian Co., Ltd., Toronto 
tion’s experimental TV station last 
year, 
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.-. to keep them flying! 


It takes tremendous power to fly faster than the speed of 
sound. It takes unfailing electric power, too... racing with 
the speed of light to operate the complex mass of electronic 
instruments and control devices packed within the sleek 
skin of modern military aircraft. 


It’s this vital kind of power that is provided by Federal 
airborne direct-current power supplies . . . rugged, depend- 
able rectifier units made by Federal Telephone and Radio 
Company, division of ITaT... another of the many ITaT 
important contributions to aircraft efficiency and safety re- 
lied upon by major aircraft manufacturers. 


INTERNATIONAL TELEPHONE AND TELEGRAPH CORPORATION 
67 Broad St., New York 4, N. Y. 
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Are Your Drive Cessers Long, Short or Medium? 


LONG CENTERS 
LIKE THESE? 












At Top: Long distance be- 
tween centers and with idler 
sprocket, drive gets around 
obstructions. 

At Left: Single No. 478 Dia- 
mond Roller Chain agitator 
drive on 5-foot center. 


OR MEDIUM 5. 
CENTERED 
DISTANCES 

LIKE THESE? 





Above: Drive to carton 
conveyor, 28-inch center 
distance. 

At Left: Multiple-strand 
high speed motor drive. 





Write for complete 
data Catalog 754. 





ALWAYS PRELOADED 


For many, many years, Dia- 
mond Chain has been pre= 
loaded after assembly for 
the purpose of bringing 
pin-bushing seating into 
stabilized relationship prior 
to field installation. 














DIAMOND 


ROLLER CHAINS 
Provide Equally Positive Drives 
Regardless of Center Distances 


: al om OR CENTERS 
: SO SHORT 
SPROCKET TEETH 
BARELY CLEAR? 





Short center high-speed mo- 
tor drive —triple-strand Dia- 
mond Roller Chain. 


@ Whether shafts are very close together or far apart— 
Diamond Roller Chain Drives transmit the power posi- 
tively—without slip or drag. 

Speeds selected or desired are accurately assured—pro- 
ductive output maintained at maximum, every hour of 
every day. 

Diamond high-finish Roller Chains perform as 
smoothly as they look—every roller perfectly mated, 
cushioned in movement on films of oil. Little or no 
power is absorbed, with little maintenance throughout 
long years of useful life. Delays and replacements are 
avoided when you entrust your motor and machinery 
drives to Diamond Roller Chains. 

Practical recommendations and a copy of new Cata- 
log 754 are yours for the asking. 


DIAMOND CHAIN COMPANY, Inc. 


Where High Quality is Traditional 


Dept. 422,402 Kentucky Ave., Indianapolis 7, Indiana 
Offices and Distributors in All Principal Cities 
Please refer to the classified section of your local telephone 
directory under the heading CHAINS or CHAINS-ROLLER 
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WHAT’S NEW 


Neve and 





AS OBSERVED BY THE EDITORS 


Temperature-indicating _ pel- 
lets and coatings continue to find 
new uses as their range is broad- 
ened. Tempil Corporation, 132 W. 
22 Street, New York 11, N. Y.,, 
which makes these useful com- 
pounds designed to melt when a 
specific temperature is reached now 
supplies coating compounds in 
more than 60 formulations—to cov- 
er the range from 113° to 2,000° 
fahrenheit. The _ pellets, each 
stamped with its critical melting 
temperature, are obtainable in 124- 
degree steps from 113° to 400°, 25- 
degree intervals from 400° to 550°, 
and in 50-degree steps from 550° to 
2,500° fahrenheit. 


Baby motors promise to make 
equipment design even simpler and 
control more reliable. Air Equip- 
ment Company of Los Angeles is 
making a series of permanent mag- 
net sub-fractional horsepower mo- 
tors less than two inches long (pic- 
ture top left) which, it says, are 
particularly adaptable in servo sys- 





tems where low voltage starting 
conditions are met. Westinghouse 
has a gyroscope motor (picture bot- 
tom left) for aircraft equipment 
which it believes is the world’s 
smallest, yet is fully adequate for 
its job. And Air-Marine Motors, 
Inc., Amityville, L. I., N. Y., claims 
its Torsynator (picture right) re- 
mote positioning device which 
combines a potentiometer and a 
tiny low-inertia motor can replace 
servo-mechanism systems in many 
applications. The low-inertia motor 
eliminates the need for an ampli- 
fier and its electronic tubes, helps 
keep costs down. 


New packing technique, using 
modular, slotted, and scored fiber- 
board sheets, makes it possible to 
fit containers to odd-sized packages 
and mixed orders. Signode Steel 
Strapping Company, Chicago 47, 
Ill., which developed the Adyjusta- 
Pak system, says these modular con- 
tainer sections, held together by ten- 
sional steel strapping, not only help 
to reduce the amount of inner pack- 
ing materials required and the 
over-all cubic volume of the ship- 
ment, but also provide excellent 
protection during interstate and ex- 
port shipment. 


A powder that removes plate 
is Enthone, Inc.’s latest develop- 
ment for the electroplating field. 
It’s a special type of powder which, 
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at your check-preparation costs 


In a recent survey, The Todd Company found that it costs 
the average business 32¢ to write a check. The diagram 
below shows how these costs are distributed. 

The biggest cost factors—accounting for 26 of the 
32 cents—are the time and money consumed in checking 
invoices, preparing and signing, reconciling the bank 
balance. 








W ith Todd procedures for accounts pay- 
able, you not only get top quality and 
guaranteed safety in the checks you 
use, but Todd analysts give 
dozens of time-saving sug- 
gestions and short cuts. 

To get all the facts, mail 
the coupon below. 


— postoge, envelope, etc. 
—reconciling bank account 


— average cost of check itself 


THE TODD COMPANY, Inc., Dept. DR! 
Rochester 3, N.Y. 


Please send full details on the Todd Procedures for 
Accounts Payable. 


Name of Firm 
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City _ Zone 





NEW YORK 
PRINCIPAL CITIES 


Telephone 
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IN THEM 


««»¥@SSir, golden opportunities to convert cur- 
rent information on customers and prospects into 
increased sales! Here in the files of your credit 
department are opportunities to make new cus- 
tomers out of promising marginal risks, and an 
occasional caution signal which suggests a review 
of the sales relationship. 
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THAR FILES” 


Don’t overlook the wide range of informa- 
tion, not only in the credit folder with its reports, 
but also in the daily experience of your credit men 
whose eyes and ears are as alert for new sales 


-leads as they are for warnings of trouble. 
Credit is a dynamic force in business — get _ 


the benefit of its momentum, for profitable volume 
at reasonable risks. And whenever you are short 
of background information on a customer, ask 
your credit manager first. If he doesn’t know the 
answer, he knows where to get it. 
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*JCREDITMANAGER| 


“Tipe tek 


Dun & Bradstreet, inc. 


139 OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES 
HEADQUARTERS: 99 CHURCH STREET, NEW YORK 8, N. Y. 


and 











Enthone reports, greatly speeds the 
action of acids in dissolving defec- 
tive chromium and nickel coatings 
off copper-base metals—and does 
the job without injuring the base 
metal. Enthone is using the powder 
in its types S and 16S Enstrips. 


Dry fluid-drive, a power-trans- 
mission unit that uses fluidized 
steel shot in place of a liquid flow 
charge, is now being made by 
Dodge Manufacturing Corpora- 
tion, Mishawaka, Ind., for such in- 
dustrial applications as compressors, 
centrifuges, conveyors, crushers, in- 
dustrial trucks, and a wide variety 
of steel, textile, and oil field equip- 
ment. Developed in France, the 
new unit, named the Flexidyne by 
Dodge, is said to be particularly 
good for applications involving 
heavy inertia and shock loads. (The 
photograph here shows it installed 
on a foundry cart.) Simple in con- 
struction and basically low in cost, 
it can be made in either direct- 
mounting or coupling types. Other 
reported to be 


advantages are 
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smoothness of starting, vibration 
damping, non-slip operation, ad- 
justable torque. The latter is 
achieved just by varying the 
amount of charge delivered to the 
unit. Dodge is now making four 
sizes, rated at 3 to 30 horsepower 


(1,800 rpm). Others will be added. 


Sectionizing is the latest devel- 
opment in automation equipment. 
It’s a term used by Cross Company 
to describe its new Transfer-matic 
units for performing a series of 
metalworking operations (drilling, 
reaming, facing, and so on). The 
multi-station machines are so ar- 
ranged that any section may be shut 
down while the others remain in 
automatic operation—an important 
time-saving feature when _ tools 
must be changed and minor adjust- 
ments made, The new units, and 
such auxiliary equipment as the 


um O22: 2 EN 


Toolmeter, are fully described and 
pictured in a sixteen-page booklet, 
obtainable from Cross Company, 


Detroit 7, Michigan. 


New aid to automation js the 
multi-stage circuit controlling coun- 
ter pictured here. Named the Pro- 
gramonitor, it can be used to count 
shaft revolutions, strokes of recipro- 
cating mechanisms, or electric im- 
pulses, can be furnished with a uni- 
versal-type cylinder, as shown, or 
with special program cylinders 
Counter & Control Corporation, 
5213 West Electric Avenue, Mil- 
waukee 14, Wis., which makes the 





device, believes it should have wide 
application in the automatic con- 
trol of machinery, processing equip- 
ment, and display units—wherever 
switching functions occur at sev- 
eral intervals in a cycle which must 
be repeated. 


Small businesses may profit 
from one of the latest IBM ma- 
chines: the IBM Cardatype Ac- 
counting Machine. It is reported to 
centralize many paperwork opera- 
tions that now occupy several de- 
partments, and have them done by 
one operator. In addition to the 
automatic computing unit, the ma- 
chine includes an Electric Type- 
writer, an auxiliary numerical key- 
board, and IBM equipment for 
reading punched cards and con- 
trolling the operation, plus installa- 
tion facilities for additional units. 


Photocopy machines are being 
improved in many ways. Just for 
copying material bound in books 
there are a host of recent develop- 
ments: 

The Contoura-Constat, a two- 
unit portable machine made by 
F. G. Ludwig, Inc., Deep River, 
Conn., uses an inflatable plastic 
cushion as a light diffuser, so that 


it can adjust to varying contours. 


The unit can be lifted out of its 
case, to reach material attached to 
walls and the like. 

A flat-bed printer, from Peerless 
Photo Products, Inc., Shoreham, 
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1.000.000 SAVED 


with Sperry ultrasonic testing 


—by Alcoa"|. 
in just 
two years 








REFLECTOSCOPE 


YOU TOO CAN CUT PRODUCTION AND MAIN- 
TENANCE COSTS — whatever the size of 
your plant — with this latest devel- 
opment in portable, nondestructive 
testing instruments. 


THE ULTRASONIC REFLECTOSCOPE enables 
you to “see” inside a variety of 
metals and other materials. By 
means of a distinct pattern on a 
cathode ray tube, it enables you to 
locate and evaluate — quickly, eco- 
nomically—both surface and in- 
ternal defects. 


APPLICATIONS are unlimited. You can 
cut wasted machine- and man- 
hours through fast, accurate 
quality-control of raw materials 
and machined parts. You can elimi- 
nate serious production delays 
through discovering fatigue cracks 


aa. 


* “We have had over two years 
experience in nondestructive 
testing with the Sperry Ultrasonic 
Reflectoscope. It has been used for 
the regular inspection of all our 
extrusion presses. Some 19 press 
columns have been removed before 
failure on data provided by the 
Reflectoscopes. The resultant sav- 
ings in press damage and down time 
are estimated to exceed well over 
$1,000,000.” 


— Aluminum Company of pee 


Sperry Products, Inc. 
803 Shelter Rock Road 
Danbury, Connecticut 

















a Please send me a copy of 
your new Bulletin 50-105. 


a Have your representative 
call. 
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Material to be tested 
Name 

hte in citi ovqsagan 
Company 

Address 


in your heavy equipment before 
they lead to breakdown. 


OPERATION is simple — all electronic 
circuits are practically automatic. 
Penetration is deep — 30 feet, for 
example, in solid steel. 


THIS UNIQUE INSTRUMENT is now avail- 
able to you through: (1) direct pur- 
chase, (2) lease for any period from 
two months up, or (3) “commercial 
testing” (we'll send a Sperry In- 
spection Engineer with Reflecto- 
scope right to your plant, or test in 
our own laboratories materials you 
ship us). 


OUR NEW BULLETIN 50-105 tells the whole 
story ...just how, where and why 
the Ultrasonic Testing Reflecto- 
scope can cut your costs from raw 
materials to finished product. To 
get your copy immediately, fill out 
and mail the attached coupon today, 


TYPICAL TEST PATTERNS on Reflectoscope 
screen. At left, material O.K. At right, 
center “reflection” indicates and lo- 
cates defect. 





Leader Since 1928 in Nondestructive Testing 


Zone State 
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[] Please tell me how to arrange for free showing of 10 minute color film 


explaining the theory and application of ultrasonic testing. 
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WHEN TOP MANAGEMENT DECIDES, EVERYBODY 

ACTS! And when 70.8% of a magazine’s circulation is in the 
names of leadership-level men from general manager UP—it’s profitable 
to plant your selling ideas at the top—the roots will reach way down. 








’? 


You'll find your shortest route to the “center of authority”’ in Dun’s 
Review and Modern Industry. Here you can blanket the major business 
enterprises, including 41,514 of the nation’s best manufacturing plants. 





And you need fewer advertising dollars to buy more top management 

Dun’s Review and Modern attention from more top management people per dollar. That’s why 
Industry is the one, among 7 you can afford the promotional continuity needed to make a dent, 
outstanding business and news not a dimple in the 41 industrial market. It’s a big-buying market where 
magazines that enables you to the top management audience served by Dun’s Review and Modern 
reach so many presidents—and Industry controls and directs the activities responsible for about 80% 
at the lowest advertising cost of of any industry’s volume. 
any publication claiming execu- 
tive and management coverage. This magazine gets thoughtful attention at the 


“center of authority” because its unique editorial DUES REVI EW | 


service is directed to: Better management per- 
formance (the best way) to keep earnings ahead. ond Modern Indusiry 


DUN’S REVIEW AND MODERN INDUSTRY 


A DUN & BRADSTREET PUBLICATION 
99 Church Street, New York 


7 r/ Z 
Yat Paulie +s 


Sales Offices: Chicago, Cleveland, Detroit, San Francisco, Los Angeles 
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L. I., N. Y., is a two-unit machine 
that has a clearance between the 
“floating” lid and platen that allows 
bound volumes up to one-and-a- 
half inches thick to be inserted. 

A new Photorapid Compak, a 
one-piece machine developed by 
Copy-Craft, Inc., 105 Chambers 
Street, New York 7, N. Y., also is 
designed to handle books. Material 


Fisher Company, Inc., 1000 North 
Division Street, Peekskill, N. Y. 
This unit automatically develops, 
fixes, and dries prints. The com- 
pany says it is self-threading and 
daylight-operated. Several models 
are made—to process various types 
of photographic material, including 
microfilm and microprints and os- 
cillograph papers and films. 


to be copied is merely held against 
the glass for a number of seconds. Communication, a necessary 
part of efficient management, is re- 


In the photographic field, too, ceiving much attention these days. 


is a low-cost, portable film and pa- Now the American Management 
per processor, offered by Oscar Association has added a course in 


this department to its School of 
Management. Designed for operat- 
ing executives, the course comprises 
three one-week units, covering (1) 
clarifying preblems and developing 
solutions; (2) transmitting ideas; 
and (3) motivating action and 
measuring results. Courses will be 
held throughout 1955 and AMA 
membership is not required, al- 
though individual registrants will 
be enrolled in AMA for one year. 
Details may be obtained from the 
Registrar, AMA School of Manage- 
ment, 300 W. 43rd St., N. Y. 36, 
N. Y. 
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Oceanfront homes at 
the magnificent new 





- COOPERATIVE APARTMENTS 
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A NEW CONCEPT OF LIVING—almost every conceivable luxury 
at your fingertips—without any worries of home maintenance and 
upkeep—that is the SEA CLUB. Imagine owning an oceanfront home 
for as little as $10,900. That is the full price including 400 feet of 
private beach, an oversize swimming pool, a 9-hole golf course, 
snack-bar lounge and club house, and yacht basin—ten acres of 
beautifully landscaped grounds . . . yet minutes to stores, fine 
restaurants and downtown Fort Lauderdale. 

Every Sea Club apartment is designed for the utmost in liva- 
bility and luxury, with particular stress on privacy. All apartments 
are corners—fireproof and noiseproof. The floor-to-ceiling windows 
and up to 46 feet of private balcony were designed expressly to 
capture the magnificent panorama of the ever-changing Atlantic 
Ocean on one hand, and the world-famous Intracoastal Waterway 
with its endless parade of yachts on the other. The Sea Club is the 
finest value we have ever offered and it is our belief that its com- 
bination of custom construction, 
natural beauty and recreational 
facilities has never before been 
offered even at a far greater price! 

















1 Bedroom 1 Bath 


$10,900 
$14,900 


Write today for the 

Sea Club brochure 

in full color 
LAS OLAS CLUB 
DEVELOPMENT CO. 


2 Bedroom 2 Bath 


ATLANTIC FEDERAL BLOG. P.O. BOX 7007H_ FT. LAUDERDALE, FLORIDA 
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here’s how’ sales 


GLORIFIES 


SYSTEMS OF 


DISPLAY 


COOKS’ INC., Blackwood, N. J. 
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Tell your sales story more effectively! 
Sell more goods .. . sell ‘em faster 
with sparkling, well-arranged pre- 
sentations in Ful-Vu albums, binders, 
easel displayors or Vu-dex “flip over” 
trays. No paste. No muss. Exhibits 
are fully protected, attractively dis- 
played in crystal clear plastic sleeves. 
Write for 40-page Ful-Vu catalog. 








IN CANADA: Pres ton-Noelting, Stratford 
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Keeps construction 








eliminates much form work. 
strong, dense, fire resistant, resists erosion 
and chemical reaction. Get an estimate 
without obligation. 


¢ swimming pools 


e reservoir lining 


GUARANTEED PERFO MA 


Miami, Florida 
7541 N.E. 3rd Place 


costs DOWN 


New construction and restoration cost less 
with 
sand and cement. Rapid placement cuts 
down costly man-hours. Direct placement 


“GUNITE”’— pneumatically applied 


“GUNITE” 


e rehabilitation 


¢ canal lining 


® encasement 


“GUNITE” ee INC. 






ROUGHOUT THE SOUTH 


Atlanta, Georgia 
1013 Bouldercrest Dr., S.E. 
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PINES ENGINEERING CO., INC. 
AURORA, ILL. 


PHOTO-MURALS 


Decorate office walls in a practical way 
that helps promote your products or services 


We have the specialized equipment 
to make custom photo-murals of any 
subject, to fit any shape or space.. 
in black and white, sepia or full color. 
Many leading industries have found 
this unique method a profitable way 
to put office walls to work. 


WEST-DEMPSTER COMPANY 


110 W. Lyon Grand Rapids, Michigan 


Write for information 
on how we produce 


Custom Photo-Murals 
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Inviting customers to call collect 


brings parts 





Equipment Supply Co. delivers parts ordered by Long Distance. 
The company serves West Texas, Southern New Mexico and Northern Mexico. 


To give customers quick, dependable 
parts delivery and service, the Equip- 
ment Supply Co. invites its United 
States customers to call collect by 
Long Distance. 


In the first month of the Call Collect 
Pian, sales of $4000 in parts were 
attributed to calls costing only $60. 
And the plan is doing more than 
building parts sales. 


“We know that new tractor sales 
have increased due to this promise of 


good service,” the company reports. 
“We have gained many new customers 
as well as improved relations with 
our old customers.” 


You can start a similar plan today. 
The only equipment you need is the 
telephone on your desk. And there 
are many other ways you can make 
Long Distance increase sales. If you 
would like a telephone company rep- 
resentative to stop in and explain 
them, call your Bell Telephone Busi- 
ness Office. 


BELL TELEPHONE SYSTEM 


sales of °4000 first month 


A case history of 


Equipment Supply Co., Inc. 


El Paso, Texas 





LONG DISTANCE 
RATES ARE LOW 


Here are some examples: 
Wilmington to Lancaster, Pa. 
Cleveland to Pittsburgh . 

Des Moines to Rock Island . 
Cincinnati to Evansville, Ind. 
El Paso to Albuquerque. . 





40¢ 
60¢ 
70¢ 
75¢ 
85¢ 


These are the daytime Station-to-Station 
rates for the first three minutes. They do 
not include the 10% federal excise tax. 


Call by Number. It’s Twice as Fast 

















ANOTHER WAY it pays to specify coatings formulated with BAKELITE Resins 


New protection 


against steam, 


acid and weather 


This is the receiving dock of The Borden Com- 
pany milk plant at Wellsboro, Pa. 

See the metal and masonry surfaces shown in 
the upper photo. Unsightly peeling and blisters 
testify to the need for coating performance su- 
perior to that of the ordinary paints that failed. 


As if weather extremes aren't enough, lactic 


acid and live steam add to the maintenance 
problem here. 

That's why a coating based on BAKELITE Vinyl 
Resins was specified and spray applied. It seals 
the porous masonry surfaces. even bridging 
scars and cracks. Properly applied, experience 
shows that coatings based on BAKELITE Resins 


give years longer resistance to moisture, corro- 
sive atmosphere, acids, alkalies. and other de- 
structive agents. 

Whatever your coating problem— buildings, 
equipment, or products—rely on formulators of 
coatings based on BAKELITE Resins. For names 
of suppliers, and a free copy of our booklet, 
“BAKELITE Resin Coatings for Industry,” write 
Dept. BB-100. 


*« *« *« 


Formulators of better coatings rely on BAKELITE for 
“one-source service ...longer years of experience, great- 
er facilities and greater variety of resins for unbiased 
recommendation and selection. 


. ws), il ne et. B aintes 
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New coating formulated from BAke.tre Vinyl Resins by 
Better Finishes and Coatings, Inc., Newark, N. J., and 
applied by Protective Products Co., East Syracuse, N.Y. 


BRANO ‘ 


Vinyl, Epoxy, Phenolic & Styrene 


RESINS for COATINGS J 


BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation [ag 30 East 42nd Street, New York 17, N. Y. 
The term Bake rte and the Trefoil symbol are registered trade-marks of UCC 











NELSON STUD WELDING DIVISION, 
Gregory Industries, Inc., Lorain, 
Ohio, maker of this ingenious stud 
welding “gun” long had difficulty in 
threading and boring the special studs 
to be used with it. Numerous cutting 
oils were tested over a period of years 


NELWELD semi-automatic welding “gun” 
was developed for controlled welding of 
special flux-filled studs—produced in many 
shapes and sizes, and used to hang, hold 
and handle. 


‘Production 
increased beyond 
expectations” 


—and it was the one recommended by 
a Texaco Lubrication Engineer that 
really did the job. 

“Since changing to Texaco Tran- 
sultex Cutting Oil,” the manufacturer 
reports, ‘‘our production has in- 
creased beyond our expectations... 
costs have been substantially 
reduced.” 

The above experience is typical. 
Texaco Lubrication Engineers are 


regularly helping firms in all branches 
of industry to increase the efficiency 
of their machinery and equipment, to 
better their production and reduce 
their unit costs. 

Put Texaco to work in your plant. 
Just call the nearest of the more than 
2,000 Texaco Distributing Plants in 
the 48 States, or write: 

The Texas Company, 135 East 42nd 
Street, New York 17, N.Y. 


TE. XACO Lubricants, Fuels and 


Lubrication Engineering Service 


TUNE IN: TEXACO STAR THEATER starring DONALD O'CONNOR or JIMMY DURANTE, on TV Sat. nights. METROPOLITAN OPERA radio broadcasts Sat. afternoons. 





